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TANDRITE pays assured dividends... 
in Quality, Color and Durability... to all 
who depend on its excellence... Stylists, 
Manufacturers, Shoe Craftsmen, and 





women appreciating the consistent smart- 
ness and enduring comfort resulting from 


Tandrite’s exclusive tanning techniques. 
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by PALIZZIO, INC., NEW YORK 





A lovely locket-sling pump with 
chic locket ornament. Hand lasted 


and custom made on the Capri Last. 
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Open toe, extension sole, high or 


medium heel. a 


HUBSCHMAN’S COLOR +572 4 
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E. HUBSCHMAN & SONS. INC. PHILADELPHIA 




















VITALITY 


VITALITY 
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"LASTING QUALITY 
in every seen and unseen detail!” 


For today’s quality-conscious market, Vitality is wisely concentrating 


its advertising campaign on the famous quality of Vitality Shoes. 





So tic in with this powerful campaign! Get the most possible cus- 


a new campaign 
in Parents’ and 
Good Housekeeping 


tomers from among the millions of women who will see—appreciate 


—and act upon Vitality’s big four-color ads appearing all Fail in all 


for VITALITY SHOES these big national magazines! 
FOR CHILDREN 
“The Shoes with the Vital 3” Made by America’s Largest Shoemakers 


VITALITY SHOE COMPANY ¢« DIVISION OF INTERNATIONAL SHOE COMPANY ¢ ST. LOUIS 3, MISSOURI 
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Are You 
Missing 
a Popular 

Seller . 









Pennars you have considered adding another shoe 

: to your line but have been stymied by the all 
important question: “Which style will pay off best?” 
PUT IT UP TO UNITED LAST! 

As humans, we are naturally not infallible but we can 
reduce your margin of chance to the vanishing point. 
United Last men, in addition to creating style leaders, 
are constantly traveling ... watching ... and listening. 
We're at the shows, we’re on the streets and, in our 
“round table” discussions, we continually analyze 
and evaluate trends the country over. 

With today’s closer margins, it is important that all 
shoe lines which can be made and sold profitably 
receive the manufacturer’s serious consideration in 
order to obtain maximum volume from his operations. 
At all times United Last is ready and able to help. 


UNITED LAST COMPANY 


Boston, Massachusetts 
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The Popular Price Shoe Show of America 
is again timed to assure record-breaking 
buying activity ... timed for the exact mo- 
ment the “Big 92%*” shoe market is ready 
to write its Spring orders! 


CONCENTRATION: More than 800 display 
rooms conveniently concentrated in two 
hotels—The New Yorker and McAlpin. 





*92° of all shoes sold in U.S.A. will retail under $10 in 1949 


eccording to estimates by U.S. Department of Commerce 





MANUFACTURERS: Literally thousands of shoe 
retailers register and buy at the PPSSA... 
an unusual opportunity to reach the “Big 
92°°*” buying power. Forexhibitspace, write 
to PPSSA, 210 Lincoln St., Boston 11, Mass. 


RETAILERS: Prepare for spring profits. See the 
new style and color trends again crystallized 
in a stimulating fashion and merchandising 
show. The one show you can’t afford to miss. 


THE BIG 


BUYING SHOW 


Popular Price Shoe Show of America 


Hotels New Yorker, McAlpin, N.Y. C.—Nov. 27 to Dec. 1 


Sponsored Jointly by: National Association of Shoe Chain Stores... New England Shoe and Leather Association 
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VUL-CORK SOLES 


Protection against slipping 

. for climbing and work- 
ing on farm equipment and 
other surfaces... light yet 
strong . . . comfortable pro- 
tection throughout long 
work day. 





VUL-CORK SOLES 


Waterproof ... Acid resist- 
ant... insulating against 
heat and cold. .. thick re- 
silient protection on rough ma 
ground, mud and slime. 





VUL-CORK SOLES 


For surefooted slip resistance 
plus rugged light-on-the-foot 
7 protection against brush and 


stubble. 





. For years the manufacturer 


VUL-CORK SOLES : i Behe s VUL-CORK SOLES of the Nation’s outstanding quality 
es sole for every kind of work shoe. 


w= —C~— 

For safety when climbing on | | For sure-fomed re Vul-Cork Air-Cell Construction 

roofs, trees, and barn lofts. { slippery surfaces. P “1: . 
provides resilient fit plus light- 
weight flexibility . . . surefooted- 
ness against slips and falls . . . so 
light they float . . . insulation 


SO LIGHT THEY FLOAT — YET TOUGH FOR MILES MORE WEAR atta tine dahade... . eebhals 


your every step. 


She Cambridge RUBBER COMPANY 


VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 
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the special Patent Leather 
for slip-lasted shoes 


by Ca 4 


Style shown is 
MILLER-HER 
famous for th 
of their slip-lq 






FOR THE BEST PATENT LEA 
cutting and making instruction 


COLONIAL TANNING COMPANY, INC., BOSTON 88, MASSACHUSETTS 
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We 
Challenge 
\ (:) | 





to deat us the equal of FLEE7-AIR 
_ quality a at FLEET-AIR’S price! 


"JUDGE FOR YOURSELF . . 
aed ts Padi a. 
and let your own eyes tell you whether or not 












you've ever seen children's shoes of such 
Ws on unbeatable combination that 
will make more sales for you. , 





Bis 





83 LINCOLN STREET 


BOSTON OFFICE 
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When the Box Is Opened... 


Does the Finish Help the Sale? 


UNITED 
FINISHES 


PRODUCTS OF 
B B CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS © HEELS © EDGES 


HIGHLY competitive selling conditions require that you 
give your shoes every advantage. Match the style and fit 
of your shoes with a finish that does them justice — a 
finish that appears as smart in the retail shop as when it 
left your packing room. 

Time takes a toll of finishes unless formulas are cor- 
rect for every run of leathers. Periodic checks by the 
United Finishing Specialist help you provide the perfec- 
tion of finish your customers appreciate and expect. If 
you have a finishing problem... or want to improve 


your finishes... phone for a United Finishing Specialist, 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, 


MASSACHUSETTS 
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for Spring 1950 


the emphasis is on 


Natural Tones... 


and 

DOMOC 
--- at its incomparable 
best ...the color range is 
from sunbathed beige 
to golden tan... . These 
lustrous shades available 


also in velvety Kashmir 


and supple Sof Shoe. 


F.C. DONOVAN INC. 


192 South St., Boston, Mass. 








*Registered Trade Mark 370249 
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Your Sample Shoes 
MAXIMUM SALES APPEAL 


| 
i 


Fairy Forme 


Custom-Made for YOUR Shoes 































PERFECT FIT offered by Fairy Forms custom-made 
over exact duplicates of your own lasts . 

CORRECT TYPE OF FORM selected from the 
complete line of Fairy Forms, to highlight special features 
of your own shoes... 

These are the Fairy Form features that keep your 
sample shoes looking their very best. These are the fea- 
tures that give you the slight edge you need in today’s 
buyers’ market. 

Light-weight, flexible Fairy Forms can’t distort your 
sample shoes. They eliminate excessive weight and bulk 
that complicate packing. And they’re especially easy to 
insert and easy to remove — make it easy for your salesmen 
to demonstrate construction details. And remember — 


NON-FLAM Fairy Forms are SAFE! 




















Send today for FREE COPY of Bulletin 312 














ee _ SHOE FORM CO. INC., AUBURN, N. y, 


United Shoe Machinery Corporation, Sales Representatives “ 





[ een 





| Fler-te-Fit Pnime-Fit Spring-to-Fit Sjce. Fler-to-Fut 
| IN CANADA: United Last Co., Ltd., P. O. Box 3000, Montreal, P. Q. 
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THE PENALTY OF LEADERSHIP 


The combined talents of Trimfoot Company and 
Walt Disney Productions have produced 


WALT DISNEY 


CHARACTER 
CHILDREN'S FELT 


HOUSE SHOES 


This product is so unique and appealing that it has 
been heralded as “The Biggest News Since Shoes.” 


Other manufacturers seeking to profit by this superb 
creative origination may copy and imitate Trimfoot’s 
authentic house shoes and offer them for sale. Walt 
Disney Productions is the sole owner of the rights to 
the copyrighted fanciful characters as they appear in 
Walt Disney motion pictures and Trimfoot Company 
is the only manufacturer licensed to produce this 
merchandise. 


Unauthorized manufacturers, whose merchandise 
might imitate or suggest the Walt Disney Characters 
or might be calculated to deceive the public into iden- 
tifying the merchandise with Disney Characters, will 
be subject to suit in appropriate legal proceedings to 
the full extent of their liability. 


Retailers selling such merchandise, in addition to 
associating themselves in the minds of their customers 
i with unfair tactics, will be subject to liability for any 
infringement of the rights of Trimfoot Company anil 
of Walt Disney Productions. 


KAY KAMEN LTD. 


1270 Avenue of the Americas TRIMFOOT COMPANY 


New York 20, N. Y. Trimfoot Te 
Licensing Representatives for the 


Copyrighted WALT DISNEY CHARACTERS Farmington, Missouri 
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(My 


Sena yor an attractive window card 
showing this illustration (size 10 x 12). 
We will be glad to send one er more 


to any retail merchant. 
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Trimmer, more flexible. more comfortable shoes to grow up in. 


thanks to the Compo technique and these progressive manufacturers — 


ae designing has extended the Compo 
technique until it is possible to make a complete 
children’s line. from infants’ to teen-agers’. the efficient, 
economical Compo way. Leading manufacturers are 
now producing millions of pairs of Compo shoes 

for children. Your adult customers are 

thoroughly sold on Compo shoes. They ll be glad 

to buy Compo lightness. flexibility. comfort 


and long wear for their children. 


The baby’s Compos are made on the (OMP 


TRADE MARK 


CHILDREN’S ROTARY SOLE ATTACHER 


This machine is designed expressly for attaching soles 


to infants’ and children’s shoes in sizes O to 8. 


Middle and Big Sisters’ Mary Janes are Compos, too. 
Spring heel for Middle Sister. military heel for Big 


Sister. both made on the 


Ome) CONVEYOR 


TRADE MARK 
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Airline Footwear Corp. 
Averbach Shoe Co. 
Bay-Bee Shoe Co., Inc. 


Brown, F., Shoe Co., Inc. 
(Dr. Posner) 


Brown Shoe Co. 
(Buster Brown) 


Brown Shoe Co. 


(Buster Brown) 
Cannon Shoe Co. 
Cindy Shoe Co. 
Clement & Ball Shoe Mfg. Co. 
(Selby Arch Preserver) 
David Lawrence Shoe Co. 
Edwards, J. & Co. 
Endicott-Johnson Corp. 
Galray Shoe Co. 


General Shoe Corp. 
(Acrobat) 


Green Shoe Co. 
(Stride-Rite) 


Huette Shoe Co. 

Ideal Shoe Co. 
International Shoe Co. 
International Shoe Co. 
International Shoe Co. 


Kaut, Louman, Winter, Inc. 
(Pre Teens) 


Kessler Shoe Mfg. Co., Inc. 

Maisak Handler Shoe Co., Inc. 

Maisak Handler Shoe Co., Inc. 

Monarch Shoe Co., Inc. 

Muskin Shoe Co. 

Reyburn Shoe Co. 

Ridgely Shoe Co., Inc. 

Saxe Glassman Shoe Co. 

Sewanee Shoe Co. 

Shirley, Kay, Shoe Mfrs. 

Simplex Shoe Mfg. Co. 
(Flexies) 


Smith, Sam, Shoe Corp. 
(Little Yankees) 


Weinbrenner, Albert H., Co. 
Weyenberg Shoe Mfg. Co. 
Wood & Smith Shoe Co. 


New York City, N. Y. 
Norway, Maine 
Union City, Tenn. 


Allentown, Pa. 
Owensville, Mo. 
Potosi, Mo. 


Thurmont, Md. 
Haverhill, Mass. 
Baltimore, Md. 


Chicago Ill. 
Philadelphia, Pa. 
Johnson City, N. Y. 
Lawrence, Mass. 


Hohenwald, Tenn. 
Boston, Mass. 


Three Rivers, Mich. 
Brooklyn, N. Y. 
Houston, Mo. 
Oiney, lll. 
Richland, Mo. 


Dixon, Mo. 


Baltimore, Md. 
St. Louis, Mo. 
Marquand, Mo 
Chicago, Ill. 
Millersburg, Pa. 
Owensville, Mo. 
Baltimore, Md. 
Saco, Maine 
Cowan, Tenn. 
Miami, Florida 
Milwaukee, Wisc. 


Newmarket, N. H. 
Antigo, Wisc. 


Hartford, Wis. 
Auburn, Maine 


COMPO SHOE MACHINERY CORPORATION, 150 CAUSEWAY STREET BOSTON, MASSACHUSETTS 
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They just ean‘’t take it! 


Genuine reptiles are usually bark- 


tanned and are quickly and perma- 


nently disecelered by steam. 


De net attempt te steam-soften 


thermoplastic bex tees in rep- 
tile uppers. Get your Beckwith 
agent’s recommendatien in 
advance of cutting uppers. 
Depending upen which prac- 
tice vour cenditiens best faver, 
\ he ean either supply you with 
dry heaters or arrange fer your 
temporary use of canned pre- 
nine selvent bex tees which 
require ne selvent wet- 


ting at pulling-ever. 
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Reg. U. S. Pat. Off., 1901 


MISHAWAKA RUBBER & WOOLEN MFG. 











And with them—your first look at 1950 prospects 
for big sales and steady profits. Your Ball-Band 
Salesman will soon be headed your way 
with the new Summerettes—the fabric shoes 
for every daytime occasion—the colorful casuals 


for year-round selling and all-season promotion. 


Ready soon—your copy of the complete 


new Ball-Band Waterproof and 


Woolen Footwear catalog that makes reordering 


easy. Look to Ball-Band for fast fill-in service. 


CO. @ MISHAWAKA, INDIANA 


ARE COMING! 
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RED GOOSE DIVISION - INTERNATIONAL SHOE COMPANY - ST. LOUIS 3, MO. 


NEW YORK OFFICE: 551-553-555 MARBRIDGE BUILDING 
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» TOMAHAY 


COLOR NO.3..., 


The TRAMPER._ 


STYLE 3832 


Deep, lustrous, and di 
NO. 3, WIN 

prefer aniline lec 

: today for sa 
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Rueping’s TOMAHA\W 


par-around favg 
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‘C 
QUIGLEY SHOE CORPORATION 
Yorth tbingtoun, Wass. 


ae 








ing shoemakers who 
Smariness. Write 


ner eautiful Tomahawk shades. 












TO RETAIL PROFITABLY 


s 895 : 109 


A FEW ST 
SLIGHTLY HIGHER 







AMERICAN GENTLEMAN DIVISION 


Craddock-Terry Shoe Corp. Lynchburg, Virginia 
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FINEST 


Gold 





CAMPUS STANDOUTS 





ee ‘ry 
eS Year after year GOLD SEAL'S COED 
BOOTS have held a prominent spot in 
thousands of young America's back-to- 
school wardrobes. Warm, snug and smart- 
\ 4 ly styled, they've become a fashion must 
* for stadium and campus activities. 












The perfect boot for early season selling, 
GOLD SEAL COEDS are designed to 
fit any shoe. 


(A) COED BOOTS 


Fleece Lined, Rubber Surface, 
TALON Slide Fastener, 
Shearling Cuff, Flat Tread. 
(Packed 12 pairs to case, Whole sizes) 
Stock No 
W2115 Womens Black 
W2100 Womens Brown 
W2105 Womens Red 
W2110 Womens White 
G2100 Misses Brown 
G2105 Misses Red 
G2110 Misses White 
C2100 = Childrens Brown 
C2105 Childrens Red Starts size 7 
C2110 Childrens White 


(B) LACE-COED BOOTS 


Fleece Lined, Lace Boot, Rubber Surface, 
Shearling Trimming around Top 
and extending down Instep, 
Shearling — Covered Tongue, Flat Tread. 
(Packed 12 pairs to case, Whole sizes) 
Stock No. 
W2200 Womens Black 
W220! Womens Brown 
W2202 Womens Red 
W2203. Womens White 


(C) LACE-COED VELVET BOOTS 


Fleece Lined, Lace Boot, Velveteen Upper 
Shearling Trimming around Top 
and extending down Instep, 
Shearling — Covered Tongue, Flat Tread 
(Packed 12 pairs to case, Whole sizes} 

Stock No. 
W3000 Womens Black 
W300! Womens Brown 
W3002 Womens Burgundy 

W3003 Womens Green 


(A) 


GOLD SEAL RUBBER COMPANY 


174 LINCOLN STREET, BOSTON 11, MASS. 
Sole Distributors for 
GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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GOLD SEAL RUBBER CO., 174 LINCOLN ST., BOSTON 11, MASS. Sole distributors | GOODYEAR RUBBER CO. Middletown, bo 
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UNITED 
COMBINATION 


NETIC 


give you these 8 
Shoemaking Advantages! 


Acts as filler through shank area 

Provides firm, broad base for outsole leveling 

Gives fullness and character to finished bottom 

Makes possible accurate, quick insertion 

Provides positive locating of steel or wood shank piece 
Maintains uniformity with every pair 

With long heel style, affords tighter joints at heel breast 
Leaves insoles free from prong or tack point penetration 


A+ t+ + + + HH 


FOR the maker of welt shoes . . . United 
suggests Combination shanks, finest for this 
type of footwear because they impart so many 
extras in addition to reliable support. Precision 
fitting, characteristic of all United shanks, is found in both the 
cover and the steel (or wood). 


For greatly improved shoemaking, try United Combination Shanks. 
Ask your United man about a 
shoemaking trial with a Com- 


bination shank individually  Umited Shoe Machinery Corporation 


suited to your shoemaking. BOSTON, MASSACHUSETTS 
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never before a suede ETEM like this / 


fF W Do SQUINC 







SHE’LL CARRY IT IN HER HANDBAG. 


This fine wire brush slides in and out of its plastic case like 
a lipstick. It removes excess dirt and renews the nap on 
suede shoes, gloves and handbags. It's so handy . . . so compact 
... $0 clean, it can be carried in the finest purse. Comes packed ina 
tell-'em, sell-'em self-dispensing display carton that 
will draw those 25c pieces to your cash register like a magnet. 
CASH IN ON THE BIGGEST SUEDE SEASON IN HISTORY. 
Order from your jobber today! 





b, 
Uliids 


ESQUIRE SUEDE SHOE KIT 


3( 
pid 











fl LADY ESQUIRE, 
sem SUEDE BRUSH 
- ESQUIRE with a plastic handle that 

CHEMICAL SPONGE bah epeiens © 











. POLISHES BRING YOU THE ONLY COMPLETE SUEDE LINE IN AMERICA 


Products of KNOMARK MANUFACTURING COMPANY, INC. + BROOKLYN 11, N. Y. 








TRAVELS EARLY AND LIGHT 


Fifty years ago the famous spas were the fashion places of 
the nation, noted for the assemblage of costume firsts. Today 
every retailer and manufacturer eyes the resort towns. . . 


East, West, South and North . . . for fashion news. First 





notes from this passing season stress: 


Clear, fresh SUN YELLOW (TCCA Buttercup Yellow) 
Standard Division 597 97 \g 
New Castle Division 159 159 


Clean, vibrant LAGUNA BLUE (TCCA Blue Sparkle) 





Standard Division 570 70 
New Castle Division 1366 1366 
Sterling Division 270 270 ~=— (Tucson Colt) 
Lucid, lambent MARDI GRAS WINE 


Standard Division 30 





New Castle Division 1415 


From the second lines on to Spring and Summer, 
these are colors to plan with, to use singly or in 


sprightly combinations with white or each other. 


ALLIED KID COMPANY 


BOSTON ° NEW YORK ° PHILADELPHIA ° CAMDEN ° WILMINGTON 
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of. oly, 


\g =~ eo store bid 


(| or fashion business... 









Harzfeld’s, famous in the fashion 
business, knows the value of 
Glamour in building more business. 
PROOF: 

Harzfeld’s use of Glamour for results like this: 
4429 pairs of Logrollers 

($43,182) SOLD from a 

single ad in 1948 August Glamour. 

900 pairs of 

Dupliquette Hose ($1,755) 


from one Glamour ad in December. 








buyers buy by 


WOUR 
A L ] / 


See for rates and data, write Glamour's Advertising Manager, 
420 Lexington Avenue, New York 17...0r your nearest office. 


CONDE NAST PUBLICATIONS INC. BLANCHARD-NICHOLS-OSBORN BLANCHARD-NICHOLS, INC. 

Mr. A. Coley, Mgr. Russell C. Lewis, Mgr. 569 Eight Hundred Peachtree Bldg. 2020 Russ Bldg 633 So. Westmoreland Av-. 
Statler Building Room 1602, Wrigley Bldg. Atlanta 5, Georgia San Francisco 4, Calif. Los Angeles 5, Calif. 
Boston 16, Mass. Chicago 11, Il. 
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THE 


Saleomen 


WHO IS 














ALWAYS THERE... 





yt Ture, through all the bustle of a selling day . . . there, long after the 
>| last customer and sales clerk have left for home, there in a well 


deserved place of honor on the retailer’s and buyer’s desk 





is Boot and Shoe Recorder, your Salesman, always on the job. 
It arrives twice monthly and stays there, always a constant source of 
information and inspiration to the executives who move better than 


214 billion dollars worth of shoes at retail each year. 


Diligent, competent and untiring as the modern, successful 
salesman must be, no mortal man could “live with” his customers 


to quite this same degree. 


For those who make shoes, any of the many related articles which are sold in shoe stores or 
supply any of the hundreds of materials and services used in shoe mak- 
ing and shoe selling, Boot and Shoe Recorder can be an efficient 
“Salesman Who Is Always There”. . . ever on the buying spot 

with an A.B.C. audited circulation of 20,250 subscribers. 


BOOT AND SHOE 


A cnitrom @ rusication ecor d er 


100 EAST 42ND ST., NEW YORK, N. Y. 





BOSTON «+ CHICAGO ¢ ST. LOUIS ¢ PHILADELPHIA ¢ LOS ANGELES 


26 Boot and Shoe Recorder 








WE°LL SEE YOU AT THE OPENING 





4 


AND YOULL SEE THATS Vand 


Qual ity 
They’ve got everything — “ 


wonderful colors, smart | f’ 
textures, fine finish — yes, ‘a eat AlcAS 
everything that makes for & ae 
through and through are the 
quality in leather. : 
American Leathers 
: for Spring 
WE°LL BE IN aoe 3 


BOOTH 22 AT THE WALDOR | A 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY Established 1857 
September |, 1949 
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COMFORTABLE TO WEAR 
and «,foy b Cehold 


That’s why Gallun’s Norwegian Calf 
is the leather that sells your shoes 





Like all the famous Gallun vegetable tannages, Norwegian Calf 
is glove-soft at the first wearing. You take your first step in 
exceptional comfort — superb comfort that lasts throughout the 
life of the shoe, despite repeated wettings and dryings. 

But shoes made from Norwegian Calf offer much more than 
comfort. This handsome vegetable tannage, with its striking 
hand-boarded grain and rich, mellow colors, has long been 
a favorite of custom bootmakers. It lends an added air of 
distinction to expert craftsmanship — aristocratic distinction 
that's a joy to behold. 


Let the inherent comfort and beauty of Gallun vegetable 
tannages build a loyal customer following for you —a 
following that means consistent, profitable repeat 
business. Check the Gallun numbers when making 
up your orders to leading manufacturers, A. F. Gallun 
& Sons Corporation, Tanners, Milwaukee, Wis. 


















a 


hand-boorded grain 


ONE OF THE FAMOUS CALLUN VEGETABLE TANNACES 


° = 






Normandie Calf 


hand-boaerded, glazed 


Cretan Calf. 


smooth, but not glared 


Boot and Shoe Recorder 


Sea eee eee te 


PRE LRP SES 








September |, 1949 









ame. 
NOW! 300 WAYS TO PROFIT THIS FALL 


with... 


OVER 300 TERRIFIC NEW STYLES 
TO PICK FROM AND PROFIT WITH! 


How benefit with high-fashion creations from ‘The House of Style" 





@ Each and every number a 
gorgeous eye-catcher! 


@ Every style a solid profit maker! 


@ All top values at popular prices! 






23377 Block Suede 
23397 Brown Suede 


£3398 Block Elk _—— 
S&M aie | “~~ ORDER WHAT YOU NEED... 
) When You Need It 


=1088 Black Suede FAST IN-STOCK SERVICE 


in Black Suede. Join the 1,200 Independents, 
Department Stores and 









Block Elk i 





“a i Chains profiting 
$310 

with TICO 

anand oon DROP US A CARD — TODAY! 

Sry ag =2611 Black Suede $310 fai 


\ 











$310 4 
23030 Block Suede 
Black Smooth Elk 
Block Patent Leather 4 
Brown Suede 
S & M Widths 22127 Block Suede 
Also in Cubon Heel. 
S & M Widths 
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oO 143 DUANE STREET, NEW YORK 13.N.Y 
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NOW...the trade is raving about 


T2GUFPS 


Pats. Pending 


The Sensational New Shoe — 















ZIP THE CUFF ON! 


SEE YOUR DISTRIBUTOR FOR HI-CUFFS! 
ARKANSAS 


Hutcherson Wholesale, Fort Smith >. ZIP THE CUFF OFF! 
CALIFORNIA : Me, | 

Martin E. Lee, Los Angeles Ors ted Allows customer to change 
ILLINOIS ‘. cuffs to any desired height 

Louis Keer Shoe Co., Chicago / at will! (6 to 16 ) 
MAINE 

A. Emple & Co., Bangor 
MARYLAND 

The Pilot Shoe Co., Baltimore 
MASSACHUSETTS 

Chas. Kemler Shoe Co., Boston 

Hub Shoe & Rubber Co., Worcester 
MINNESOTA 

Mattaway Shoe Co., St. Paul 
MISSOURI 

Modern Shoe Co., St. Louis 
NEW YORK Retailers across the nation are acclaiming the new, 


a ” patented HI-CUFFS* . . . with its exclusive “zip-cuff” 


omo that permits customers to use one basic shoe to HUNT— 


Sharwell Bros., Cleveland FISH — WORK — PLAY — simply by changing cuffs! 
PENNSYLVANIA 

Lyons Bros., Philadelphia W rite for quotations today, on the year’s most 

bene oe ed merchandise-able shoe... HI-CUFFS*! 
VIRGINIA ; 

W. H. Miles Shoe Co., Richmond 








OR' WRITE TO 


ROBERTS-HART, Inc. 


KEENE © NEW HAMPSHIRE 


A Full Line of “Job- planned” Work Shoes *Trade Mark Reg. U.S. Pat. Off. 


30 Boot and Shoe Recorder 


Peet SRNR, AMES AER OLNIRNNET eR HIN EIT I 








FEATURED 


SHOES FOR MEN 


reamies 
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MILLER TREES 
MAKE 


- lh -. 


SALES! 











¢ Tree 
jitter adjvstoble pack Fie 
ta 


Miller Trees’ mean business — 
extra business! When you've made a 
sale, the customer is in the right 
frame of mind to buy a pair of Miller 
Trees. He’ll appreciate your pointing 
out the way to extend the life and 
looks of his shoes. 

Miller Trees sell quickly — faster 
than the shoes themselves — because 
there’s nothing to take off or try on. 
Miller’s are available in four sizes, 
fit practically all shoe sizes by easy 
adjustment lengthwise. Self adjusting 
for width. What’s more, they feature 
foreparts modeled like a shoe last 
and bottoms hollowed out to allow 
for metatarsal pads. Shoe stores 
everywhere are proving that money 
grows on Miller Trees! 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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*PLASTICSUEDE 
Shoe By 
COSMOS SHOE CO. 


© See our display at 
THE ALLIED SHOE SHOW 

HOTEL BELMONT PLAZA 

ROOM 1001 


Y 
S 


ff 
“=> 
e— 
S 





Use the PLASTICSUEDE Tag. 
t is your customer's 

essuronce of quality and 
style at low cost. 





PINE HILL PRODUCTS CO. 
264 FIFTH AVE., NEW YORK, 1 
PHONE: MUrray Hill 9-6470 
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VERSATILE NVI (} \ 


IN the proven correct men's weaves 


IN the open weaves for women's shoes 


IN meshes 
IN shantung 


AND IN spectator cloth 


DON'T MISS THEM ...... 


you want to see them in rooms 1033-1034 


at the BELMONT PLAZA — ALLIED PRODUCTS SHOW 


ALSO LOK sn sor sonsns on 
J. EINSTEIN INC. 


ONE PARK AVE. 


NEW YORK 16, N. Y. 
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With this sensational merchandising announcement, 
WEINBRENNER injects an essential ‘3rd dimension” 
into the art of perfect work shoe fitting ! 

Until now, work shoe salesmen have fitted feet for 
length and width. Today, THOROGOOD Dealers 
alone can also fit a man for dis fob... sell him the right 
shoe as well as the right size / 

The new THOROGOOD Combined Catalog and 
“Counter Clerk’ attracts the eye with its unique 
reading-rack display. Job-indexed for easy use, it 
invites inspection by your customers who can quickly 
*Catalog copyrighted. 


WEINBRENNER CO. — 


another 
reinbennam™ 


“lst | 





It Classifies Shoes by Trade and Type 
of Work! 





@ \t Trains Your Staff to Do JOB-FITTING as 


Well as Foot-Fitting ! 


@ \t Helps Customers Select Shoes and SELL 


THEMSELVES While They Wait! 


find in it the answers to their own needs. 

In your store, you'll find this year-ahead unit a 
practical aid for easy selling...a course in how to 
sell...and an active se/f-seller...all built on the 
exclusive THOROGOOD profit-plan of work-shoe 
sales—job-fitting. 

If you are now a THOROGOOD Dealer, your 
Weinbrenner salesman will call on you soon and put 
this unit to work in your store. If you are NOT, 
write, wire or use the coupon below, immediately, 
for full details of the THOROGOOD Franchise ! 





ALBERT H. 
oe eee _ > GENERAL OFFICES: MILWAUKEE 1, WISCONSIN 


SS eS a i 


ALBERT H. WEINBRENNER CO., 2025 N. Summit Ave., Milwaukee 1, Wisconsin 
1 want to-know more about THOROGOOD “Job-fitting,”’ the new way to build work shoe sales! Have your sales man call. No obligation. 
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An easier way to keep your shoe shop records! 


This remarkable business machine fits every need of 
your shoe shop or shoe department. 

In the National “200” you get a modern, stream- 
lined National Cash Register, plus a built-in adding 
mechanism that you can use at any time without 


disturbing the cash records in the slightest degree. 


Stops Mistakes — Saves Time — indicctioy 
shows price of each item and total . . . gives 
protective supervision over ali prices charged. 
Any amount from 1¢10 $999.99 can be recorded 
Register automatically adds amounts, thu 
preventing mistakes and speeding service .. . 
cutomatically accumulates total for bolancing 
cash, 


Single-Lock Control — Five- 
position lock, controlled by 
proprietor’s key, protects rec- 
ords and accumuloted total. 


Descriptive Key Sec- 
tion — These keys car 
be used to identify 
salespeople, to print 
sales-slip numbers, stock 
or size numbers, and to 
code sales for various 
brands or types of mer- 
chandise, etc. This fea- 
ture makes it possible 
for you to get exact 
records you need for 
more profitable opera- 


hon of your Dusiness. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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Check the features shown below. Think how you 
could use them in your business. Then see for your- 
self how this modern register will give you informa- 
tion that makes money and protection that saves 
money. Get a demonstration at your local National 


branch office today. It’s exactly what you need! 


Automatic Distribution — Cilossification keys auto- 
motically separate and provide ao printed record of 
sales by men’s, women's, or children’s shoes, rubber 
goods, hosiery, bags, selling employees, or other classi- 
fications. This feature is quickly adapted to any need. 



















Extra-Large Cash 
Drawer — 7 coin, 4 bil 
comportments. Free- 
gliding roller-bearing 
construction prevents 
binding ond sagging. 
Removable, plastic coin 
tray permits balancing 
cash in private. 
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INVITE YOUR CUSTOMER to look for the 
NORZON ® fabric trademork which “glows” 
right through the shoe under X-Ray light 


Ld 


Fabric 





e . 
For your protection... Mr. Retailer... and for your 
Customer's sake ... make the X-Ray test on receipt 
F. of every shipment of NORZON Shoes. 
ro History-making, fast-selling NORZON, naturally has its imi- 


tators. People like to climb aboard a popular band -wagon 
In fact, some manufacturers have even substituted other 
material when “genuine NORZON fabric” was specified in 


retailers’ orders. 


To prevent substitution and eliminate all guesswork, we the 
makers of NORZON have devised new, positive proof that 
tells at-a-glance whether you and your customers are getting 
what you paid for... “genuine NORZON fabric”. Specify 
genuine NORZON fabric” in your orders to your manu- 
facturer. Check each shipment by X-Ray. This way you and 
your customers can be certain that you re getting your money's 


worth .. . There is only one NORZON fabric. 






THIS IS WHAT YOU SEE! The NORZON * 

fabric trodemork hos been imprinted on For newest NORZON color les w ‘ 
the back of the fabric with a hormiess pig- fistributor of NORZON fabric. Phill Se 
ment visible under X-Ray! : 


1 Ma 


™ ISo South Stree 
( PATENT PENDING ) 


we 
™ NORZON is the reg stered trademark of Behr-Manning Corporation 


for its electrococted pile fabric 


BEHR-MANNING (= 2se=2 cam TROY, NEW YORK 
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l:yelets That Measure U'p with Micrometer Precision 


i 
' 


United eyelets are produced with “engineered” accuracy. This means that each 
dimension is duplicated in each successive eyelet. This uniformity and reliability 
of product permits a steady rate of production at the eyeleting operation. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Look fora 
nage 


in Carter’s 
Kangaroo 
Sales! 


Right now, the opening adver- 
tisement in Carter's powerful 
National Campaign is hitting the 7 
newsstands. Your customers will aiamacaeaemmneell 
be seeing it in the September 10 
issue of the Saturday Evening Post 
out September 7, in the Septem- 
ber 24 Collier's, out September 16 and 

the October Esquire out September 9, with still 


others to follow at strategic intervals during the fall. 


This campaign will drive home the smart styling, 
good looks and real down to earth comfort of 
Carter Kangaroo and other “soft 


leather” shoes to literally millions of 
men— YOUR CUSTOMERS. It 


will open up new sales possibilities 
if you are one of the 
to old customers, send new ones 18,000 Carter dealers, it 
will pay yow te tie in 
completely with this power- 
ful selling assistance .. . 
if not... Better Write 


to you. Dealer mats available. 


Write for them! 


J. W. CARTER COMPANY NASHVILLE, TENN. 


Le es ae oe a ont i 
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IMPROVES 
the STYLE 


WHILE ASSURING | 
COMFORT aud FIT 


THOMAS TAYLOR & SONS, 


HUDSON 
MASSACHUSETTS TAYLORED 10-017 


(R) 
















Copr. 1949, Thomes Taylor & Sons, Inc. 
THOMAS TAYLOR & SONS WILL BE AT 1125 BELMONT PLAZA HOTEL DURING THE ALLIED PRODUCT SHOW 
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Brown Reversed Beau-Kaf Blue Reversed Beau-Kaf 
STYLE 821 Burly-Flex Leather Sole STYLE 816 Embossed Lizard Trim 


Customs... 


Smart men... smart-looking men...choose CURTIS CUSTOMS 


for their distinctive style, distinguished leathers, and their impeccable 


craftsmanship in the British tradition of custom bootmaking. Their 


bred-in-the-leather good looks are marks of good taste, smart 
grooming. And their Bur/y-Flex construction, exclusively CURTIS’, 

gives you lasting smart lines through long, comfortable wear. 

CUSTOMS!... Impressive footwear for town and country. At your 


CuRTIS dealer where you get America’s finest shoe values. 
IN-STOCK — IMMEDIATE DELIVERY 
CURTIS SHOE COMPANY, INC., MARLBORO, MASS. 


Four Generations of Fine Shoemaking 


STYLE 823 


Redwood Beau-Kaf 
Burly-Flex Leather Sole 











rinkle-Free Toe Linin 
AND NO QUESTION ABOUT IT! 











BUILD COMFORT AND SALES WITH *CELASTIC! 


For over twenty years Celastic box toes have brought positive 


toe comfort to men, women and children. The assurance that 





toe linings are permanently secure... in one style or one hun- wit = a 
dred . . . in one shoe or one million, is the Celastic contribution Box TOE > 

to toe comfort. Good will and consumer satisfaction accumu- UNITED SHOE MACHINERY 
lated by year after year of Celastic performance prove that it’s CORPORATION 

good business to provide your customers with the best. BOSTON, MASSACHUSETTS 


*CELASTIC” is a registered trade-mark of the Celastic Corporation 














TAKE A CHANCE? 


BODOOOO0 


READERS 








—A wealthy man who owned a fine country 
home far up the mountain side desired the | 
services of a chauffeur. The road leading to 
his place was very dangerous and skirted the 
edge of great caverns and made many sharp 
turns. Several applicants sought the posi- 
tion. The same question was asked each one: 


—“How near can you come to the edge of the 
precipice without going over?” 


—The first replied, “I think I can go within two 
inches.” 


—But the wealthy man said, “You will not do.” 
—The second thought he could go within an 


nh a eo romps red THIS FALL in... 


—The third applicant was an Irishman. His 
reply was, “Begorra, I'd kape as far away as 


I could.” ; 
—“You’re the man I'm looking for,” the employer 
said. “The job is yours.” 
(contributed by C. G. Hatmaker) 


—This wealthy man knew the dangers of msk. 


A businessman’s experience is constantly a | P N : 

risk, a gamble, chance. | ARE S 
—tThese actions are common enough in busi- 

ness without deliberately daring them. 


—Of course the fascination of gambling is in 
man’s blood. It’s the easy way out. 





—But, the wise businessman will not operate 
a business on the turn of a card or the rise 
of points. If he gambles, it will be the ordi- 
nary gamble of business, not the gamble of 
a gambler. 


—If you must gamble, take a chance or dare a 


risk, first ask yourself: 
—“Can I afford it?” 


EUs Tobe _ VAISEY-BRISTOL SHOE COMPANY INC. 


President, | ROCHESTER 3, NEW YORK 
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As Advertised in October PARENTS’ Magazine. 


LITTLE ELBEE SAYS.. 


Hoy Mo” / look 
LAZY-BUNES 


Reg. U. S. Pat. Off. and Canada 


flexible shank unlined oxfords 








PARENTS 


MAGATINE 





eer — men 


See and feel the fine soft 


~ 
leather — note the Good- = 
year welt — observe the 4 ———— a 
smart, modern styling. Now, - 
bend the shoe as shown... 


Ly 
AM 











that flexible shank insures 


<a b the utmost in comfort. 
/ Z Gf e col Look Good ~~ 
Look ae. Mrs., Miss and Little Sis all look good in LAZY- BONES. 
eee 


And they feel good, because these smart shoes caressingly massage 





Perfectly smooth -~ 
-“ cael i: the foot with every step. Complete range of styles ... Cradle Steppers 
piece vamp and tongue — sizes 4¥2 to 8 at $4.95—Junior sizes 82 to 12 at $5.45 and 122 

no inside seams to pinch 

or rub young feet — to 3 at $5.95 — Senior sizes 3% to 10 at $6.95, $7.95 and $8.95. 
outdo comatespodet. For the name of your nearest dealer write . . 


THE LAZY-BONES SHOEMAKERS . 10th Floor « Shell Building + St. Louis 3, Mo. 


JS-9019 
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Administration forces succeeded in getting a minimum wage bill through 
the House raising the rates from 40 cents to 75 cents an hour. But they lost 
coverage for an estimated 1.3 million workers. 

Shoe and other retail stores are exempt provided more than 50 per cent 
of their revenue is received from within the state. Estimate is that 200,000 
borderline retail workers would lose coverage. 

Retailers would also be affected indirectly by the provision which 
would ban outright the use of child labor. But a firm which unwittingly buys 
or ships goods produced in violation would be given the benefit of a "good 
faith" defense. 

A change in definitions would benefit manufacturers. Existing law 
provides coverage for "necessary" workers; this is changed to "essential". 

Wage hour officials estimate this would remove 750,000 from coverage since a 
worker might be necessary but not essential within meaning of the law. 

Similar legislation is before the Senate. If brought up for con- 
sideration this session, the Administration will try to get the discarded 
coverage restored—-and upheld in conference. 

SS = 4 & @} 

Increased use abroad of such items.as the heavy, safety—type shoe and 
work glove may turn out’ to be one result of the visits to this country by 
foreign labor and industrial representatives under sponsorship of ECA. 

Recent visitors from the United Kingdom told BOOT AND SHOE RECORDER 
that it was particularly noticeable to them that not only American management 
but workers themselves place high emphasis upon such safety precautions. In 
many British jobs, for instance, workers are inclined to scoff at such safety 
measures or ignore then. 
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Despite increased savings and a slight downtrend in employment last 
year, final tabulations by the Office of Domestic Commerce show that Americans 
spent $11 billion more than in 1947. 

Although there was an increase of $12 million in the over-all amount 
spent for footwear, actually one mill less per dollar spent by the average 
consumer went into footwear (.018 per $1). 

Total expenditures for footwear were estimated at $2,987 million. 

At the same time, expenditures for repair and maintenance decreased by $14 
million to $261 million annually. 
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Exclusive authority over Czechoslovakian foreign trade in leather and 
rubber raw materials, semi-manufactures, and finished manufactured products 
has been turned over to the Exico Company, Ltd., (formerly Bata) of Gottwaldov, 
according to information received by the Commerce Department. 

This company, under direction of the Central Planning Authority and 
the Ministry of Foreign Trade, handles all export business for the nationalized 
producers. This includes imports, raw materials and their equipment. 

eS &-F eS = 

According to reports made by the United States Embassy, footwear 
production in New Zealand has increased to the point where that nation is 
virtually self-sufficient except for children's shoes. In this category, 


imports during 1948 continued heavier than in 1947. 
*# #@#49 @ @ 


Canada's production of leather footwear during the first quarter 1949 
amounted to 8,983,694 pairs. This was a gain of almost 9 per cent over the 


same period last year and 3 per cent above the last quarter 1948, according to 
the Department of Commerce. 


























DAVIDSON 
Slipper - Sox 












FIRST WITH THE NEW STYLE 


THE ONLY ONE WITH FULL TOE CAP AND HIGH CUT HEEL 


ADDED COMFORT because it fits better. Leather toe and heel cap hold the sole 
firmly in place on the foot. 


LONGER WEAR because it's leather covered at the points of greatest wear. 
INDIVIDUALLY PACKAGED in the most attractive gift box offered to the trade. 
SMARTER LOOKING Davidson Slipper-Sox are made from the finest 100°, wool, 


softest glove leather with heavy felt inner soles. Sizes 9, 10, 
11, 12 in assorted colors. Contact the Davidson Representative 
or order a sample pair from the factory today. 


A few territories are still available to responsible representatives with good 
dealer contacts. For a top quality line of wool sports and dress hosiery as 
well as Slipper-Sox, write us at once for information. 





focturers of wool hose for every 
Specialists in athletic se of all wool and wool mix 


including shri proof hose, boot sox, ski sox, fin 


EATON RAPIDS, MICHIGAN 


September |, 1949 47 








our customers say... 


Pueedies. 


cre the best fitting 
pumps in the industry 


heels from flat 
to party pretty 


ALLURING FOOTWEAR 


NATIONALLY ADVERTISED — Harper’s Bazaar, 
Vogue, Charm, Mademoiselle, Glamour 


TWEEDIE FOOTWEAR CORPORATION e¢ JEFFERSON CITY, MISSOURI 
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A, W. ZELOMEK, president of the 
International Statistical Bureau, Inc., 
New York City, asks: 

**W hat are the major causes of 
the general business recession? 
How much deeper has it to go 
and how long is it likely to 
last?”” 

The following excerpts from one 
of his recent talks answer these ques- 
tions conclusively: 


x) X 


ti 





“Like the recession of 1937-38, 
the one now being experienced was, 
to a large extent, caused by a too 
rapid and a too drastic advance in 
inventories, prices and profits. Un- 
der this powerful double stimulus. 
production and prices expanded at 
a rate that soon outstripped pur- 
chasing power despite the fact that 
purchasing power had risen to un- 
precedented heights. One product 
after another was priced out of the 
market. Inventories piled up as buy- 
ing retreated. The resulting forced 
liquidation aggravated the price de- 
clines that inevitably followed this 
chain of events. As prices receded, 
often returning to cost levels, back- 
logs of orders dried up. Manufac- 
turers sought refuge in curtailment 
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and the total effect was to cause 
the recession to feed on itself. 

“How far will the general reces- 
sion go? It seems likely to us that 
low will come late this year or early 
in 1950. Chief reason for believing 
this is found in the position of 
banks, private debt and credit. We 
see no evidence in these fields that 
what is happening now can de- 
generate into a financial panic. Li- 
quidation of inventories and read- 
justment of prices are painful. The 
decline in production and employ- 
ment that accompanies them may 
be quite sharp. But readjustments 
of this type don’t take more than 
12 to 18 months, provided the 
financial picture is reasonably 
strong.... 

“No industry is greater than the 
collective strength or weakness of 
all its managements. Management 
in every branch will be called upon 
in the months ahead to make indi- 
vidual policy decisions which can 
profoundly affect the health of the 
entire economy. Many of these de- 
cisions must of necessity have to do 
with questions of reducing costs of 
production and merchandising. 

“T think the great majority of us 
know by now that we can move too 
far in the direction of economizing 
just as we moved too far in the other 
direction during the late inflation. 
Let’s complete the job of putting 


our house in order! But let’s not 
weaken its foundation in_ the 
process.” 

# * *- 
M. J. ROSENFIELD of The Boot- 
ery, Elmira, New York, says: 

“With the cost of shoes remaining 
high and retail sales in a decline, it 
is a rather elementary observation 
that shoe retailers should examine 
operating costs with a view to revis- 


SALES 





<es 


ing them downward wherever pos- 
sible. Granted the desirability of re- 
ducing operating costs, the average 
merchant finds himself up against a 
difficult problem. His store rent is 
usually fixed by a lease lasting sev- 
eral years. He is paying liberal 
wages to employees but, knowing 
how hard it would be for his sales- 
people to live on less under present 
conditions, he is reluctant to cut 
salaries. His electric and other ser- 
vice bills have probably increased 
but he must continue to use such 
service. In most cases, advertising 
rates are also up somewhat but, in 
a period of increasing competition, 
few shoe stores can afford to reduce 
advertising effort. In our own case 
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we are intensifying it. 

“Some stores may decide that 
self-service is the answer to lower 
operating costs. It is being tried in 
many localities with apparent suc- 
cess. It seems especially suitable for 
merchandising inexpensive shoes 
and clearances. Stores that stress 
minimum service, plain surround- 
ings, no credit, low markup and 
heavy volume have done well in the 
past and undoubtedly will continue 
to do so. However, a shoe store’s 
merchandising policy should fit the 
character of its trade. Self-service 
or limited service may be best for 
low price volume retailers but I 
think it is out of place in a store 
catering to customers able to spend 
a moderate or large amount for 
shoes. We like courteous and graci- 
ous service, informed and helpful 
salespeople. Jt is generally recog- 
nized that people who are well able 
to buy what they want are often in- 
clined to be anything but liberal 
spenders. To know how to deal with 
such customers, using just the right 
psychological approach which will 
make them feel that perhaps they 
are being unfair to themselves in 
denying themselves shoes they can 
well afford—that is a task for well- 
qualified salespeople.” 


* * * 


COUNCIL NEWS, official bulletin 
of the Tanners’ Council of America, 
published the following in a 
recent issue, under the headline: 
“VALUES”: 

“What can you buy for $5.65? 
Here are a few items that compete 
for the consumer’s dollar. Obvious- 
ly, some appear to provide greater 
value than others. Five-sixty-five will 
buy you one of the following: 

“(1 ) A six months’ supply of 
chewing gum for a moderate 
devotee. 

“(2) Less than a month’s 


cigaret supply for an average 
smoker. 

“(3) Two balcony tickets for 
‘South Pacific’ (in 1951). 

“(4) Two ‘private brand’ 
men’s shirts (no whites, please ). 

“(5S ) A meal for two at your 
favorite dining-out spot (tip 
extra). 

“(6) One medium-size tur- 


50 


key, without trimmings. 

“(7) Twenty gallons of gaso- 
line for the family car. 

(8) A bottle of Scotch— 
some brands. 


“(9) A Good Humor a day 
for Johnny and Mary for twen- 
ty-six days. 

(10) A pair of shoes (aver- 
age retail price for all shoes, 
approximately $5.65, based on 
recent government figures for 
factory average price, plus 
normal retail markup). 

“Is there anything that takes the 
beating, provides the service and 
comfort, and gives the value of a 
pair of shoes?” 


* * * 


W. Z. ZIMMER OF FLORSHEIM 
SHOE STORE, Chestnut Street, 
Philadelphia, Pa., says: 

“Men are just as style conscious 
as women when it comes to shoes, 
despite some belief to the contrary. 
There are many men who think 
more of their shoe appearance than 
they do of their other attire—wit- 
ness the number of men who stop 
for a shoe shine on the street cor- 
ner, whose general attire is not al- 
ways as polished looking. They wel- 





come changes in color and style as 
well as their wives. 

“We find that men are not price 
conscious. They are primarily in- 
terested in being well fitted in the 
style they prefer. They can be pretty 
particular about having their feet 
well shod and are only easy to 
please when they are readily suited. 





If you notice the number of men 
with their wives studying the shoes 
in various windows on the avenue 
and catch some of the comments, 
you will know that men shoe shop- 
pers are sometimes even more care- 
ful in their shoe purchases than 
women. Many times a well dis- 
played window attracts women 
passersby, who in turn make sug- 
gestions to their husbands. Unlike 
other items of a man’s wardrobe, he 
has to buy his shoes personally, 
which makes them the most impor- 
tant purchase on his buying list.” 











Litt SHOES Lote 











WATCH “| l=aN—} 


| OPENING Tio 
A 


6 























sy | 


oo 










Boot and Shoe Recorder 





D 


Qa. 8" Oo. @ et poe 




























PATENT 


WEARS A NEW FACE 


rn SPRING... 


Besides the Classic Types, Very Delicate Feminine Designs Give This Leather a / 
/ 
Chance to Show How Dainty It Can Make a Shoe. 











“PATENT leather for the coming Spring? Yes, I like it but I want to see 
something different done with it.” “Yes, I believe patent leather should be 
good next Spring. It belongs in the trend toward polished leathers. It will 
have to be very carefully treated, however.” “I like patent leather very much. 
How it sells will depend on the kind of promotion that it receives. It can be 
a very smart accessory accent if used in bright sharp flat surfaces. You can 
do things in a big dramatic way with patent leather and that is how it should 
be handled.” “It is a bright spot for Spring.” “It needs to be treated in a 

different way, used in opened-up shoes.” 
The above are the comments of five top designers of women’s style shoes. 
[TURN TO PAGE 92, PLEASE] 





“Fifth A atent suit pump 

Shoes Designed by Grace Powell for the Patent with white ~ caaineeal banding; 

Leather Bureau for Spring and Summer 1950. shallow scooped quarter expresses ab- 
breviated mood of Spring’s shoes. 


PHOTO ABOVE: 

Designed by Adele Simpson for her 
1949.50 Fall and Winter collection, 
this button-down-the-front mink bro- 
cade taffeta cocktail dress is as femi- 
nine and dainty and sparkling as the 
new patent leather shoes promise to 
be. Photograph courtesy of New York 

Dress Institute. 


“First Empire,” girdled waist san- 
dal in neutral Spring beige patent 
leather on a 23/8 heel. 





“Flirtatious,” sparkling black pat- 
ent ankle strap sandal, the outside 
of the asymmetric quarter suggest- 
ing a domino mask. 23/8 heel. 
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‘ SHOWS ITS 


Pencil slim black wool 
Pauline Trigére for Fall 
will be reflected in Spring 


shoes. Photograph New ae = ; 
York Dress Institute. Resort, Spring and Summer Seasons. 


CoLor, color and more color, one, two, 
three, four and even five colors combined 
in one shoe, that is how high style design- 
ers of kidskin shoes are thinking for Spring 
and Summer 1950. With all their talk of 
color, however, kidskin tanners are also 
thinking of more white—in an entire shoe 
or in fresh, new trimming treatments on 
black, navy or brown, or on such a neutral 
as gray. White, say the kidskin stylists, is 
already showing its importance at current 
shows in millinery and in touches of white 
on clothes. In kidskin there is also an off- 
white, as well as a real white. 

Then there are the neutrals, expected to 





be very important for the coming Spring, 


Kidskin in new multicolor comoina- 


tions, shown here in glazed kidskin in ranging from pale, pale beige to a warm 
three colors—orange, tan and green— honey tone. There is gray also and a taupe 
braided ~ oe ae — with a faint pink tone said to be especially 

2 new and attractive in glazed kidskin. Neu- 


Below: White casual in soft grained 


surface of shrunken goatskin or trals will sometimes be blended with other 

crushed kid. Shown here in a softie neutrals and sometimes sh y s 

Hea og ao ig: gpa : imes sharply contras ted 
Pactaarg Ghous. with bright or pastel shades. Sometimes 





| TURN TO PAGE 96. PLEASE] 


White suede kid, opened-up and 
airy, on high, medium or low heel 
for country dress-up wear. 
The asymmetric vamp mokes 
for flattering, size-diminish. ° 
ing lines in this low heel 
wedgie; Penaljo. 







Shoes shown on this and the following pages are not new Spring designs, but 
illustrate current trends that will carry through into Spring. 


KIDSKIN 


VERSATILITY 


In Tailored, Dressy and Casual Shoes: in Colors and Combina- _, / 
/ 

“tuxedo suit” designed dy tions, As Well As in White and Black, Kidskin and Goatskin / / 

evapo Spee wa Offer a Wealth of Style Possibilities for the Coming / 


— one brilliant accent will be used on shoes Reflecting the trend to pol- 


that consist otherwise entirely of blended ished leathers, the tailored 
: smooth kidskin shoe. 


~~ 
ae neutrals. One style expert is showing orange in important comple- 
a oy : av , ment to Spring suits a: 


from Rice-O’ Neil LE 


This three-strap is Ax 


‘ « 











/ 





The dressy daytime shoe in 
suede kid for early 
Spring promotion. A , 
fine piping emphasizes 

the asymmetric vamp; 
Tweedie Footwear. / 







y 





CALFSKIN 


LOOKS TWO WAYS 


FOR SPRING eee 


Shoes by Julianelli from the Brigance Collection. 















CALFSKIN, smooth as well as suede, long 
ago established its suitability for use in 
dressy, light weight, soft shoes. So popu- 
lar have these shoes been and so big and 
constant has been the demand for suede, 
that designers and manufacturers seemed 
to neglect for a while the style possibilities 
in more tailored shoes in smooth calfskin. 






















Lacings that start far down on 
the low-cut vamp and tie high : 
on the ankle are the dramatic feature of this 

tailored tweed shoe in smooth calfskin. 


This coming Spring, however, we can ex- 
pect to see smooth calfskin shoes of this 
type in many interesting new treatments. 

We need not look for anything very 
revolutionary, because, by their very na- 
ture, tailored and walking shoes are bound 
to be more classic, less novel in their styl- 


[TURN TO PAGE 96, PLEASE] 



















It Offers the Soft Surface of Suede, Perennial Favorite of 
Many Women. And Now, Smooth and Polished Calfskins 
Are Making Headlines in Unusually Smart Shoes. 































Ruffled cape-collared black and white 
tweed coat, designed by Monte-Sano 
for Monte-Sano and Pruzan’s 1949. 

50 Fall and Winter collection, back- 
ground for the more feminine 
calfskin shoe in suede or 

polished. Photograph courtesy 
New York Dress Institute. / 


Suede calf for dressier patterns ZA 

interpreted in this d Orsay pump 

on 21/8 heel with unusual and / 
graceful vamp cutouts. / 


Another dressy suede calf- 

‘ skin pump with new and 

‘ee subtle treatment of an ayvm- 

metric silhouette which dips 
to an off-side throat line. 








\ 


18/8 built-up leather heel 
with slight Louis curve. 
fudged sole, smart walking 
last, in a new spectator in 
smooth caifskin. 


The new square toe, abbreviated 

fringed tongue and treatment of 

the lacings all important fea- 

tures of smooth calfskin tailored 
shoe on 17/8 heel. 
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MIDE 


LEATHERS 
uapero LAKEAT 


AT WORK OR PLAY 





































Flattering and striking, a patio dress in 
brilliant cotton print over solid color cot- 
ton by Pat Premo of California. Photo- 
graph courtesy of Cotton Textile Institute. 


Sturdy, Soft and Suited for Use in Nurses’ Shoes, Pop- 
ular Price Lines and Casual Types, Side Leathers Will 


NO experienced shoe man needs to be Have an Important Job to Do This Spring and Summer. 
told the importance of side leathers for 
women’s “work” shoes: nurses, wail- 
resses and other women needing com- 
fortable, sturdy shoes are big customers 
for shoes in side leathers. Nor does he 
need to learn how important they are 
for children’s shoes and in women’s pop- 
ular price lines and in the ever-growing 
field of casual shoes. Two types of tanning 
are widely used in these leathers, elk fin- 
ishes and glove tanning. 

These leathers have several obvious ad- 
vantages for such shoes. They are sturdy; 
the full grain, especially, is not easily 
scuffed. They are soft but plump enough 
to be put into unlined shoes. Their com- 
paratively lower price, too, is an im- 
portant factor in the manufacture of 
shoes to retail in the popular under-ten 
dollar price bracket. 

With more and more demand for color. 
especially in casual lines, tanners of side 
leathers for this use have introduced an 

[TURN TO PAGE 95, PLEASE] 


Top to bottom: Two-tone casual in com- 
bination of sueded and elk finish side 
leather from Lissak. All-over elk sabot strap 
on wedge, casual, light and open, from 
Hollywood Skooters by Vogue. Spectator 
details and clean-cut lines (square toe and 
toe opening, square throat line and square 
cutout on instep strap) make tailored 
casual in elk from Fortunet. 
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Reptiles sx» Novelties 


REGISTER STRONGLY FOR SPRING 


THE new concept of styling reptile shoes in classic, as and other soft effects. but it was a revolutionary use of 
well as novelty. patterns gives these leathers a much alligator, formerly considered best adapted to tailored, 
larger scope than they have previously had. In the past _ classic patterns. 

few years reptiles, including alligator, have been going Today the fashion wheel has tyrned again, and the 
into novelty patterns—opened-up sandals and pumps as_ men and women interested in styling reptile shoes are 
well as epera pumps. This seemed like a natural use of stressing the use of these leathers in more staple and 
snakeskin, with its soft pliable skin suited to draping [TURN TO PAGE 94, PLEASE] 


i 
Above, top to bottom: Classic pump in Java 
ring lizard, white patterned on grey; a Paxette 
by Avon. Another staple pattern in alligator 
lizard on medium heel; a Martinique by Pearl 
Pre-View. Calcutta lizard in tailored wall toe 
strap pattern with sling back; a Pedemode, 
Grossman’s Shoes. 


More Reptiles in More Kinds of Shoes Slated for 
the New Season. Alligator, Alligator Lizard and 
other Lizards and Snakeskins Expected to Be Im- 
portant. Ostrich, Pigskin and Other Novelty 
Leathers To Be Promoted for Spring 


Top: Rust alligator ankle strap on *4-inch platform 
and 27/8 heel with strap design repeating vamp motif ; 
Beleganti. Bottom: Siam snake sandal in dark multi- 
color with strap, low platform: Caswell-Douceite. 
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| MEN'S SHOE 
jana LEATHER 


A well-proportioned custom brogue mitt 
over a fuller toed last, a new de- 


velopment in Brown Oak kidskin Shoe 
by Nunn-Bush Shoe Co. i 
e 


TAWNY TAN—Continues in growing favor as a lively 
light tan, especially for town wear with light-weight Sum- 
mertime clothes. A highly desirable shade for combino- 
tion with Brown Oak or British Tan in ventilated type 
THE colors grouped under smooth leathers comprise the shoes for Summer wear. Suitable for smooth calf, sides 
repeated colors Brown Oak, British Tan, American Bur- 29 kips in the new softer tannages. 

gundy, Cherrytone, Golden Harvest, Ranger Tan, Tawny GOLDEN HARVEST—Rich gorse tone, again highly rec- 
Tan, Cocoa Tan and Natural Tan. Classified under grained ommended as a prestige color for informal town shoes, 
sill “ TE EE I ted 2 well as country types. In smooth calf, it is adapted 
ee ee a §6—t. Eaht sen or polahing. In heavier utility 
color Golden Harvest. Under the heading of brushed leathers |ooihers and cattle hides, this warm golden 

are the new tones Admiral Blue, Forest Green and Prairie an lends itself well to heavy antiquing. 

Brown, and the repeated colors, Rustic Grey and Bermuda aMERICAN BURGUNDY —Consider- 

Brown. Black and White are also specified. [TURN TO PAGE 96, PLEASE] 


















SMOOTH LEATHERS 
BRITISH TAN—This distinctive russet shade retains its 


wide acceptance, particularly as an important color for 
town shoes in fine smooth calfskin. An excellent tone for 
Summer wear in lighter weight shoes of smooth calf 

in new soft finishes. Much used as a trim on white. 


BROWN OAK—Remains in the top position 
as the leading basic color for town and 
country wear. Ranks first in volume for , 
all types of smooth leathers in calf, 

kip, kidskins and sides. 























Norwe 
casual 
§ 









A side gored strap version of 

the ever popular plain toe monk 

suitable for development in 
white buck. 





An interesting slashed and elas- 
tic gored vamp slip-on casual 
for development in kidskirt ( pat- 
tern courtesy Allied Kid Co.) 












A Merchandising Guide 


COLORS: SPRING 1950 


THis merchandising guide has been issued by The Textile Color 
Card Association to assist in the promotion of the fifteen 
official colors jor men’s shoes, adopted by the Joint Com- 

mittee of the Tanners’ Council of America, National 

Shoe Manufacturers Association and the National 

Shoe Retailers Association cooperating with 

The Textile Color Card Association. 


Slashed throat gored slip- 

on casual suitable for de- 

velopment in crushed or 
shrunken kidskin 


cated for Spring shoes 


; 


. Ss F ustom effects are indi- 
eg, 


of kangaroo leaiker. 
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a 
The ultimate in wing 
tip custom expression, 
Johnston & Murphy 
e ever popular two- executes this brogue 
eyelet Norwegian front in Tawny Tan calf. 
blucher is particularly 
well suited to execution 
in brushed leathers. 


fs 8 8 © «@ 2 3 


Norwegian moccasin front strap 
casual, suitable for smooth or 
grained side leather. 
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Keeping In Trim... 


Sketches by MIMI HARNEY 








Tree, leaves and drapes are of “Celastic,” a material which is 
' dipped into a solvent before draping, and hardens to stonelike 

surface. Sign and shelves are of Tekwood. Leaves are cut-out 
and can be attached to the drapes. 


Swatches have a tailored look and are made of “Celastic,” strong enough to hold shoes. 
Fashion figures are cut-outs or actual photos. Make pins of dowels and use heads of 
wooden balls. Copy sheet carries out swatch ideas. 


















































The author will answer inquiries on window 

by BEN WALTERS display problems. All such inquiries should be 
Walters Display, New York addressed to Mr. Walters, c/o Boot AND SHOE 
Recorver, 100 East 42nd Street, N. Y. 17, N. Y. 
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Dressy women’s shoe window, with drapes, chandelier and leaves of “Celas-ic.” 
Try hanging glass pendants when material is dry. Small holes can be punched 
in for receiving the pendants. 





Men’s shoe window, featuring Fall materials. Bunch the plaid to represent foliage of 
tree. “Celastic” forms the copy plaques; use pecky cypress shelves for shoes. 
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Let Business Speak Up 


WITHIN the past few weeks there appears to have de- 
veloped a somewhat more hopeful sentiment regarding 
the business outlook and the probable extent and dura- 
tion of the current recession which, since last Fall, had 
been causing increasing apprehension among business 
leaders and workers in industry. There are some indi- 
cations of improvement in the situation, and the favor- 
able developments have tended to cause financiers and 
industrialists to view the decline in business and em- 
ployment as less serious than many had previously 
been inclined to consider it. There now appears to be 
considerable hope that recovery may come sooner than 
most business people had expected. 

It remains to be seen, of course, whether this change 
of sentiment is warranted. It may take some time to 
determine whether forces set in motion by the condi- 
tions that caused the recession have brought about a 
balance in the economy which will provide a foundation 
for substantial recovery. Such recovery, and soon, is 
what everyone in business and industry is hoping and 
striving for; to the extent that improved business senti- 
ment may help it along, optimism regarding the im- 
mediate future may be counted all to the good. 

No doubt business leaders and the administration will 
both feel that their previous positions have been vindi- 
cated if any substantial and lasting improvement does 
occur. Business will naturally be all the more con- 
vinced that its attitude in resisting increased taxation 
and trying to force the issue of economy in government 
helped to ward off a more serious depression. The ad- 
ministration, on the other hand, will hardly be back- 
ward in claiming full credit for having saved the day. 
should events really prove that salvation is at hand. 
Regardless of the fact that they have changed their 
course and advocated conflicting measures, Mr. Truman 
and his advisers will scarcely hesitate to attribute any 
positive improvement to the actions they have taken. 
They will be quite ready to concede that “we planned 
it that way.” 

In appraising the measure of credit that is due, it 
will be necessary to keep in mind the fact that such ad- 
ministration action included, among other things, the 
recent change of heart which accepted a return if neces- 
sary to a policy of deficit financing rather than curtail 
the increased government expenditures that are pro- 
posed. We hope the public will not be misled in this 


regard. Mr. Truman’s decision came too late to make it 
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even remotely conceivable that his willingness to resort 
to deficit spending played any part in the change in 
business sentiment. Thoughtful business people recog- 
nize the dangers of debt at any time. If business is 
really justified in taking a more hopeful view of the 
future, that fact only goes to show how unwise and un- 
necessary it is at this time to embark on a policy of 
heedless spending without regard to the perils that lie 
in such a course. 

Even if business recovery were to be temporarily 
stimulated at this time by an increase in the present vast 
total of Federal commitments, with an accompanying 
increase in the nation’s staggering debt burden, such 
recovery would at best be dearly purchased. History 
has proved again and again that the semblance of pros- 
perity that may sometime be induced by inflation can 
lead only to disaster if the policy is long pursued. And 
never before has any nation ventured so far along the 
precarious way of finding the money for vast and fre- 
quently wasteful expenditures by borrowing from the 
future. 


MR. TRUMAN is deserving of commendation for his 
efforts up to now to maintain a balanced Federal budget. 
even at the cost of continued high taxation. Having so 
long resisted the appeals of the school that would meet 
today’s obligations out of tomorrow’s income, it seems 
a pity that he appears at last to have yielded. Fear of 
further deterioration in the business situation, together 
with an unwillingness to abandon or curtail projects to 
which he felt himself committed undoubtedly influenced 
his decision. 

The President showed wisdom in abandoning his in- 
sistence on increased taxation at this time to help finance 
increased expenditures. His error, from the viewpoint 
of thoughtful business people and many members of the 
Congress, was in his disinclination to approaeh the prob- 
lem from the other direction and give favorable con- 
sideration to a policy of rigid economy. That alterna- 
tive might not have been, in these times, as simple and 
easy as it sounds. The decisions involved in putting 
measures of economy into practice are seldom simple 
and easy. But it is apparent to most people that there 
have been waste, extravagance and unnecessary expendi- 
tures in Washington which, if eliminated, could go a 
long way toward wiping out this year’s deficit. 

[TURN TO PAGE 99, PLEASE] 
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“MY INTEN. 
oa ae aes TO HELP OTHERS FIND RELIEF 
T HAS MADE ME THE OWNER OF THREE 


F ppuwirt WEALTH SPOT SHOE STORED WEALTH SPOT STORES” 


928 “s" SrTecet 
gaceamenTo- Cauroears 


436-19 erecet 
aanciece. carroans 
Gars ac 23-4294 


© 13, Cauwonne San 


August 2n¢, 1949 
ur. G. 8. Musedeck, President 


e 
Porest * Westover Streets 
nomow 


Dear “rT. Musedeck: 





18 years 8° I was nearly & cripple! 
18 years 86° I nad spent thousands of gollers seeking relief for 37 feett 
18 years 8g° I discovered Health Sot Shoes! 





Behind these three sentences lies the keynote for every demonstration 
t has been sincerely presented to every 7a", woman and child who 
has walked into my shoe stores. 


wy intense desire to help others find relief for their feet through the 
medium of shoes, hes kept me in the Health Spot Shoe business! has made 
me the owner of three such stoves» with plans for the opening of more. 


erful partner, and the days have turned into 


My wife has been my che 
ake over our stores as i am 


exciting chaliences! ity son now will soon t 
attempting some sort of a retiremente 


Not only are we grateful for the knowledge of the existence of such @ 
shoe, but also the fact that such @ lucrative business hes turned into 

intengible gratification that comes 
when a customer has walked in on a cane and walked out in & pair ° 
Health Spot Shoes? Our written testimonials verify this everycsy 
occurrence. 


Yes, we are sole on Health Spot Shoes! Likewise, our many thousands of 
customers ere sold on Health Spot Shoes! #y family (all 7 of us) is sold 
on Health Spot Shoest ¥y whole life will continue to be Health Spot Shoes. 





Very sincerely yours» 


— fealth Spot Shoe Stores says N. S. DOUMITT 








° ei 
He S- Dounitt ie “a ner of Health Spot Shoe 
St ; 
: ores in Oakland, San 
bs Y om rancisco and Sacr 
4 * Cree amento. 





See our exhibit at 
the Convention 
Suite—804A— 
805 A—806 A— 
Stevens Hotel, 
Chicago. CHICAGO 





T 
YPICAL HEALTH SPOT SHOE STORE 


There are . .. 
a limited numb 
15,000 or ove mber of dealershi . 
rt . ps open 
A Health Spor Meanie ia experience in “ oe eee of 
selling a staple li ise is a way of earning a substanti meee 
Seis thee: bone a of quality footwear backed — living 
re) 
merchandising ad ay by way of inventory and co y support 
& advice and sales assistance. Writ eels caten, 
. € giving per- 





The most comf. 
‘ortabl 
women’s shoe in piconet 


HEALTH SPOT S-278 


we'll train : 

you with our 

th F methods and 

at will be profitable now and PE oi macamsta 
© come. 


HEALTH 
SPOT SH 
OE 
COMPANY oconomowoc w 
, WISCONSIN 
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Exterior of the new Volk branch at Live Oak is of white Austin-stone. Main entrance, right, is made up of 
large windows which extend to the roof from the top of plate glass doors. Over the entrance is a California 
redwood marquee filled with growing plants. 


Volk's Suburban Branch 
Built in a Triangle 


Ultra Modern Store Opened by Dallas, Texas, Firm Includes Novel 
Features Such as Theater, Fish Pond, Glassed-in Bird Cage 


THE new store of Volk Bros. Company, Dallas, Tex.. located at 
Live Oak and Skillman, which was opened to the public August 1, 
reflects in its planning and arrangement the firm’s emphasis on 
the merchandising of shoes. Volk Bros. started as a shoe business 
60 years ago, and shoes are still an important part of the business, 
although it has developed into a fine specialty and apparel firm, 
featuring ready-to-wear, millinery, lingerie, bags, hosiery and 
all accessories. 

[TURN TO PAGE 112, PLEASE] 


Above: Full view of 

women’s shoe salon, 

showing mirrored columns supporting 
the low ceiling. 


Right: Casual shoe section at back of 

women’s shoe salon. Murals by Bur- 

nette Thompson, set over plant boxes 
with indirect lighting. 












all \eading manufacturers 
Yd all quality grades 
a all fashion shoes 


concentrated for the first time under one roof for the convenience of America’s best retailers 


Fashion 
Sho C. HOTEL MALIN 


NOV. 6° tc 10” 


Show 


Come to New York P& 


QUALITY RETAILERS: More time to plan when you place your 
fashion buy at this first country-wide New York showing of 
quality lines exclusively. Make your hotel reservations NOW ! 





SPONSORED BY SHOE MANUFACTURERS’ BOARD of TRADE of NEW YORK, INC., 1! WEST 42nd ST. NEW YORK 18.N Y 


September |, 1949 
















‘e = E. 


FORMULA: 


This Arch Preserver 
window, featured by 
Stone Shoe Company. 
shows how men’s shoes 
may be presented sim- 
ply but effectively. 
Note coordination with 
accessories and show- 
ing of various types of 
shoes to promote a 
shoe wardrobe. 


For a Successful Men s Shoe Operation 


It Takes a Skillful Blending of a Number of Ingredients to Do a 
Consistent Job—Here’s the Recipe of an Established Retailer 


by W. R. NELSON 
Stone Shoe Co., Cleveland, O. 


WHAT makes for continued successful operation of a 
high grade men’s shoe department? 

Let us say, first, one or several choice convenient 
locations. 

Sufficient capital to carry an adequate stock of mer- 
chandise at all times. 

Smart selective buying of the merchandise that is 
desired by the buying public. 

A long background of prestige, confidence, good 
will, etc., which" begets the desire to buy in one store 
rather than another. If you have these requisites, you 
can get the choicest lines which have public appeal 
through merit and modern skillful promotion. 

Lastly, but vitally important, you must have an ex- 
perienced sales force. This crew of men must have 
supreme faith in their line of merchandise. They must 
have a familiar appearance of many years’ standing 
along the avenue. There must not be a call upon the 
floor man requesting an older, more experienced man 
who knows his merchandise. 

The customer who wants high grade shoes and has 
the money, wants them properly presented, correctly 





fitted—in other words, intelligently sold. Very fre- 
quently in the course of the day’s business, you'll hear 
this type of customer say,“Well, I guess I need some 

[TURN TO PAGE 94, PLEASE] 


Sales staff at Stone Shoe Company. Left to right: jim 
Broz, Ed Murray, Bill, Nelson, Ed Rhyne, Frank Davis 
and Ed Tincher. 
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full sponge innersole 


4 215 FEATURE-FOR ADDED PROFIT 





Cushioned Comfort - your key 
to greater shoe sales and profits 
S wproves te (f — Wakes shoo baat longer. 


b Speone Davidson Rubber Company, incorporated in 1857, has 
supplied the shoe industry with quality sponge — trade- 
marked Cush-n-Fit — for the past twenty years. 


Cush-n-Fit is a great sales-stimulator because it enables you to 
give your customers two outstanding plus values at no extra 
cost — ertra comfort.and extra durability. You'll discover that it 
pays — both in prestige and customer satisfaction — to link 
Davidson's respected name (the oldest in the rubber sundries 
field) to your shoe line. Here are four outstanding features of 
this superior sponge rubber. 


SALES REPRESENTATIVES 


J.S. LAING AGENCIES, LTD. EDWARD D. BAKER & SON 
22 Ripley Ave. 1602 Locust St. 
Toronto 3, Ont., Canada St. Louis 3, Missouri 


H. H. KEMPER CO HARRY A. BATCHELDER 
1019 Temple Bar Building 918 North Fourth St. 
Cincinnati, Ohio Milwaukee 3, Wi 1 


STEPHENS LEATHER CoO. 
San Fernando Building 
Room 808—406 S. Main St. 
Los Angeles 13, California 
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Sell, more. Shoes ~ Bul, 


GREATER RESILIENCY — It contracts and expands and 
breathes air into every step. 

LIGHTER WEIGHT — Feather-light and foam-soft, yet firm 
and bouncy. 

UNIFORMITY — Uniform in thickness, weight and texture. 
It gives balanced support and helps prevent foot trouble. 
DURABILITY — Its cell structure won't mat or break down. 
Makes your shoes last longer. 

Build Cush-n-Fit into your shoe line, and see how soon your 
profits climb! We'll gladly send samples and a catalogue of the 
complete Cush-n-Fit line. Just write us. 


: beages Paefihe 








Cattle in the stockyards, a source not only of bee{ for food, but of leather for the footwear and allied trades. 


SHOES avo LEATHER -- 


SPRING 2x0 SUMMER, 1990 


by IRVING R. GLASS 


Executive vice-president, Tanners 
Council of America 


TRADE appraisals which come to focus at the semi- 
annual Leather Show in New York on September 7th 
and 8th will unquestionably give a good deal of atten- 
tion to the surprisingly satisfactory record of the shoe 
and leather industries in the past six months. Prior to 
the last Leather Show early in March, a number of 
reasons were advanced to refute unjustifiable pessimism 
and to describe the comparatively strong basis under- 
lying shoe and leather prospects. This reasoning has 
been confirmed by developments in recent months when 
the shoe and leather industries have fared substantially 
better than many other lines against a background of 
general business recession and adjustment. 

Once again it seems pertinent to stress some of the 
foremost aspects of the footwear and tanning industries 
during a period of economic uncertainty and even 
apprehension. In the first place it can be stated broadly 
that there has been nothing wrong with the volume 
enjoyed by the shoe industry during the first seven 
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months of 1949. Output in this period has held to a 
rate equivalent to yearly production of about 460 mil- 
lion pairs. While this level of annual production has 
been exceeded, it represents nevertheless a gain of more 
than 11 per cent over the prewar average. 

Based upon the prewar record of per capita consump- 
tion of footwear, output during the first half of 1949 is 
consistent with the normal and expected growth of the 
shoe business. Conditions in the shoe industry were 
somewhat exceptional in comparison with most other 
consumer goods lines where fairly substantial declines 
in volume occurred. The principal reason for the rela- 
tively favorable status of the footwear industries has 
been noted before and must be stressed again. Shoe 
output and consumption did not scale unprecedented 
heights during the postwar boom; caution was a key- 
note in both the shoe and leather industries; no extraor- 
dinary dislocations developed to require drastic cor- 
rection. 
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Pattern of Supply for Spring and Summer Footwear Should 


Give Scope to Aggressive and Alert Merchandising—Here’s a 


Detailed Analysis of the Leather and Shoe Picture. 


It is interesting to note the paradoxically favorable 
consequences of continuous and insistent caution result- 
ing in part from the warnings uttered by spokesmen on 
the grave risks of inflationary developments. Their 
stress upon the dangers to industry and to consumers 
were all productive of sound thinking and policy de- 
cisions. It is true that the shoe industry did not benefit 
by the extreme and ephemeral gains which marked vari- 
ous other lines. However, neither has it suffered the 
rude awakening which the return of normalcy has 
brought to other industries. Few other consumer goods 
industries have shown the stability which marked the 
shoe business through the first half of 1949. 

There are differences of trade opinion in estimating 
volume of retail sales during 1949 in comparison with 
shoe output. These differences, however, are not very 
large, and it appears to be generally conceded that retail 
shoe sales were reasonably close to production during 
the first half. Based upon Department of Commerce 
figures, aggregate dollar volume of all shoe retailers was 
almost equal to a year ago. In view of price declines 
noted this year, pairage results would therefore have 


made an even better comparison with 1948. 

Limited information is available on changes in foot- 
wear inventories of manufacturers and distributors. It 
appears to be reasonable, however, to assume that no 
significant changes occurred during the first part of 
1949 and that the atmosphere of caution under which 
business was done prevented needless accumulation. In 
fact, the opinion has been expressed in some quarters of 
the shoe and leather trades that the effort to minimize 
risk has frequently been carried to an extreme actually 
resulting in the loss of potential sales. Sound business 
judgment, it is held, should dictate recognition of ade- 
quate working stocks of shoes as a prerequisite to 
efficient promotion and selling. This is particularly true 
in a style industry where additional volume over and 
above the bare minimum of consumer requirements can 
only be achieved by highlighting and promoting new 
colors and new models. 

Conditions in the leather industry reflect the same 
operating forces which have been apparent in shoe pro- 
duction and distribution. Output of leather in the first 

[TURN TO PAGE 88, PLEASE] 


In this photo taken in a tannery, a wringing machine squeezes out excess moisture uniformly as skins cre 
prepared for further steps in the tanning process. 











Official 
Boy Scout Shoe 


~ 


BROWN. 
SHOE CO.§ 


IE AN HERE oe AEG “ By 





For rugged individualism in leather tannages 
our full chrome Hampton Boarded has a 
sturdy yet sleek appearance as typified in the 
Official Boy Scout shoe shown above. 

Considered as specification for Garrison shoes 
and for all brogue shoes for town and country 
wear. 
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IRVING R. GLASS 
Executive Vice-President 
of Tanners’ Council 


SHERWOOD B. GAY DANIEL H. HICKEY 
President, Tanners’ Chairman, Exhibit 


Council Committee 
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COLORS COMMITTEE 
Robert E. Binger, Allied Kid Company 


Frederick J. Blatz, Amalgamated Leather Companies, Inc. 


Felix Carr, Carr Leather Company 

Rudolph Correll, Hermann Loewenstein, Inc. 
G. B. Davy, Beggs & Cobb, Inc. 

James F. Donovan, F. C. Donovan, Inc. 

W. Malcolm Fleming, Fleming-Joffe, Ltd. 
Carl Ganter, Colonial Tanning Company 


James T. Gormley, B. D. Eisendrath Tanning Company 


Louis Halle, Diamond State Tanning Company 
Dan Hickey, Surpass Leather Company 

Milton Hubschman, E. Hubschman & Sons, Inc. 
Roland L. Jensen, Fred Rueping Leather Company 
Max Kornreich, R. Neumann & Company 

Frank R. Lemp, Armour Leather Company 

Philip |. Light, American Hide & Leather Company 
J. W. Macpherson, John R. Evans & Company 
George H. Mealley, The Ohio Leather Company 
Robert J. Mellin, A. C. Lawrence Leather Company 
Frank H. Miller, G. Levor & Company, Inc. 

George E. Poh, Barrett & Company, Inc. 

Lester E. Rosenburg, Agoos Leather Companies, Inc. 
Walter Ziegler, Hunt-Rankin Leather Company 


EXHIBITING TANNERS 


Agoos Leather Cos., Inc. 
Allied Kid Company 
New Castle Division and Quaker City 
Division 
McNeely Division and Sterling Division 
Standard Division 
Amalgamated Leather Cos. 
Amdur Leather Co., Inc. 
William Amer Co. 
American Belly Tanning Corp. 
American Hide & Leather Co. 
American Kid Co., Inc. 
Carl Antholz, Inc. 
Armour Leather Co. 
Peter Baran & Sons, Inc. 
J. S. Barnet & Sons, Inc. 
Barnet Bros. Leather Co. 
Barrett & Co., Inc. 
Beadenkopf Leather Co. 
Beggs & Cobb, Inc. 
Besse, Osborn & Odell, Inc. 
Blanchard Bro. & Lane 
N. Brezner & Co., Inc. 
Burk Brothers, Inc. 
Carr Leather Co. 
Colonial Tanning Co., Inc. 
Crestbrand Leather Co. 
Donnell & Mudge, Inc. 
F. C. Donovan, Inc. 
Dreher Leather Mfg. Corp. 
Dungan, Hood & Co., Inc. 
Eagle-Flagg Tanning Corp. 
Eagle-Ottawa Leather Co. 
John R. Evans & Co. 
Fleming-Joffe, Ltd. 
S. B. Foot Tanning Co. 
A. F. Gallun & Sons Corp. 
Garden State Tanning, Inc. 
Garlin & Co., Inc. 
Geilich Leather Co. 
J. Greenebaum Tannina Co. 
Griess-Pfleger Tanning Co. 
Gutmann & Co. 
L. H. Hamel Leather Co. 
Thomas B. Harvey Leather Co. 
Hecht Leathers Corporation 
Melvin Henkin, Inc. 


Boot and Shoe Recorder 





LEATHERS FOR SPRING, 1950 


EXHIBIT COMMITTEE 


Dan Hickey, Surpass Leather 
Company, Chairman. 


Frederick J. Blatz, Amalga- 
mated Leather Companies, 
Inc. 


Milton Hubschman, E. Hub- 
schman & Sons, Inc. 


Frank R. Lemp, Armour Leather 
Company. 

George H. Mealley, The Ohio 
Leather Company. 


Robert J. Mellin, A. C. Law- 
rence Leather Company. 




























































= LOUIS ry rae oss nr tne JR. Joseph W. Macpherson, John 
cretary oj ifanners reasurer of fanners 
Council Council R. Evans & Company. 
Hiteman Leather Co. Loewengart & Co. Prager Leather Corp. 
Horween Leather Co. Hermann Loewenstein, Inc. Fred Rueping Leather Co. 
E. Hubschman & Sons, Inc. Malis Leather Co. Seton Leather Co. 
Hunt-Rankin Leather Co. Marcus, Forscher & Co. Shrut & Asch Leather Co. 
Irving Tanning Co. McNeely & Price Co. Sigma Leather Mfg. Corp. 
1. M. Kaplan, Inc. Merrimack Leather Co. S. W. Simon Leather Co. 
Kirstein Leather Co. W. Milender & Sons Sole Leather Bureau 
Korn Leather Co., Inc. Monarch Leather Co. Surpass Leather Co. 
Kroy Tanning Co. Murray Leather Co. Tan-Art Co., Inc. 
A. C. Lawrence Leather Co. R. Neumann & Co. Albert Trostel & Sons Co. 
Leach-Heckel Leather Co. Northwestern Leather Co. R. J. Widen Co. 
6. Levor & Co., Inc. The Ohio Leather Co. Winslow Bros. & Smith Co. 
J. Lichtman & Sons Overseas Commerce Corporation Richard Young Co. 
Lincoln Leather Co. Pfister & Vogel Tanning Co. Ziegel, Eisman & Co. 
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THE Shoe and Leather Color Card for Spring, 1950. 
has been completed and these official colors, adopted by 
representatives of the Tanners Council of America, 
National Shoe Manufacturers Association and National 
Shoe Retailers Association, in co-operation with the 
Textile Color Card Association, will be shown by tanners 
at the Leather Show at Waldorf-Astoria Hotel, New 
York, September 7 and 8. Following are the co-ordina- 
tion notes prepared as a guide for retailers in connec- 
tion with the Spring colors. 


LEATHER COLORS: — 






HANDBAGS 












COORDINATION NOTES rove SPRI 


WOMEN'S TOWN COLORS 


KOLABROWN—widely stressed light brown, deriving its ap- 
propriate name from the African cola nut. Keyed in subtle har- 
mony to Spring costumes in the important neutral scale of string, 
hemp and burlap beiges, as well as smart browns in the cocoa, 
praline and noisette or hazelnut range. Also very attractive with 
aqua and teal blues, soft rosy shades of the raspberry type, bluish 
greens, greys and the pastel gamme. 


ADMIRAL BLUE—Perennial favorite, whose continued popular- 
ity is assured because of the strong fashion rating given blues in 
Spring ensembles, especially navy and animated medium tones of 
the butcher blue variety. This classic navy shade is also in accord 
with beiges, greys and the red to rose gamut, including grenadine 
and red peppermint tones. 


CHERRY RED —Enjoys firm acceptance as an animated medium 
red, for wear with tailored town clothes in navy and lighter blues, 
greys and the entire range of beige and natural tones. Also a 
distinctive shade with duck and other greenish blues and soft 
medium greens, particularly the bluish tonalities. 


GREEN PEPPER—Again scores high as a spirited medium green 
that keys most effectively with costumes in gleaming copper, terra 
cotta and spicy shades, rich candy browns and honey beiges. Like- 
wise an interesting contrast to amber, golden toast, ripe wheat and 
other burnished tones. Also steps in close harmony with new Spring 
greens. 


COGNAC BROWN -—this worm lively brown again achieves 
style recognition, because of its excellent blending attributes with 
the range of rust, henna and coppery hues, prominent in Spring 
costumes. Also a stimulating accent to sprightly greens, including 
the yellowish pineapple, mint julep and lime variations. Very dash- 
ing, too, with greenish blues, as aqua and turquoise, and with 
crushed tomato, shrimp and coral tones. 


CAFE BROWN-—Ploys a highly successful return engagement 
as the most important dark brown leather tone for volume use. 
This widely favored basic brown goes well with neutral Spring 
browns and beiges, including twine, sand and natural shades, and 
greys. Also appropriate with the entire family of medium and 
darker greens, including hazy pine tones and yellower moss or 
olive versions. 


BLACK—Black shoes have basic significance for Spring and 


Summer wear. 
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WOMEN'S TOWN AND COUNTRY COLORS 


CINNABAR GOLDEN WHEAT 
MISTY GREY TURFTAN 


The marked popularity of casual and spectator shoes places strong 
emphasis-on these four leather tones for Spring and Summer wear 
with informal town, sports and country clothes. 

Introduced as a top favorite in this casual group is the new 
coppery tone, Cinnabar, which adds a lively note to costumes in 
rust, copper, tangerine and orangy hues. It likewise suggests an 
animated complement to brilliant emerald and lime greens, warm 
tans and reddish browns, greenish sea blues and the Sand and 
Sea Colors. 

Misty Grey, the versatile neutral leather tone, is again slated for 
wide use as a harmonizing accent to town, travel and spectator 
clothes in the entire gamut of greys, as well as soft greyish blues. 
It is also in good taste with mauve and violet tones, the rose to 
red scale and navy blue. 

Golden Wheat, the saddle shade, is cited as a highly promising 
fashion color for sports and play shoes. This warm burnished ver- 


“sion goes especially well with the light Summery tones among the 


Blossom Pastels and Horizon Pastels, as well as white, chamois, 
natural or string shades and bright sports hues. 

Turftan remains firmly entrenched in the spectator sports group, 
particularly as a trim on white shoes. When used as an all-over 
color, this russet shade is suitable with greens, rusts, navy and 
lighter blues, greys and beiges. 

Admiral Blue and Cherry Red are also recommended for casual 
and spectator shoes. 


BUTTERCUP YELLOW PLAYRED 
IRISH GREEN BLUE SPARKLE 


Also featured in the group of Town and Country Colors are these 
four sparkling hues, which have high promotional appeal for sports, 
play and dressier type shoes for resort, cruise and country club 
wear. Used alone or in combination, these dashing shades add a 
gay splash of color to sports and Summer clothes in white or 
natural tones, pastels and brilliant hues, especially the Happytones, 
which include golden yellow, lime and emerald greens, tangerine, 
sopphire blue and radiant red. 

White leathers, alone or in combination, continue their importance 
for sports and Summer wear. 
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LEATHER SHOW 


SETON LEATHER CO. 


NEWARK 4, N.d. 
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WOMEN’S TOWN COLORS 
WOMEN’S TOWN COLORS LEATHER DELIVERIES BY TANNERS 
SPRING SEASON 1949 


TANNERS® LEATHER DELIVERIES 
TEN MAJOR COLORS IN VOLUME 


SPRING SEASON 1949 
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WOMEN’S RESORT AND CASUAL COLORS * 


TANNERS LEATHER DELIVERIES 
SPRING SEASON 1949 


(EXCLUDING WHITE AND BLACK LEATHER) 


> REPRESENTS BO% OF TOTAL DELIVERES OF WOMEN S LEATHERS- 
SPRE 1068 


Surveys Leather Sales 


TALK is one thing, but statistics are another. The Tanners’ Council 
has proved the truth of that statement with the release of its first sur- 
vey of sales of leather colors, based on tanners’ actual deliveries and 
retail shoe store sales for the Spring season of 1949. Blue for women’s 
shoes was the talk of the town last Spring, but when the results of 
this survey were in, black commanded 38 per cent of the retail sales, 
and blue, a poor fourth behind brown and white, got only 12 per cent. 

[TURN TO PAGE 112, PLEASE] 


MEN'S SMOOTH AND GRAIN LEATHERS 
LEATHER DELIVERIES BY TANNERS MEN’S SMOOTH AND GRAIN LEATHERS 


SPRING SEASON [949 LEATHER DELIVERIES 
TEN MAJOR COLORS IN VOLUME 
SPRING SEASON 1949 


MAJOR COLOR GROUPS 
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WOMEN’S SUN AND SEA COLORS* 


TANNERS’ LEATHER DELIVERIES 
SPRING SEASON 1949 


> RCPRESENTS 35% OF TOTAL CELIVERIES OF WOMEN S LEATHER - 





First Report of Deliveries of 
Leather for the Spring Season, 
1949, Shows Black Far in the 
Lead — Report to be Issued 
Semi-Annually. 
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CUTE SWOES FOR 
CUPE CHILDREN 
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STOCK NO. 379 
Red and Smoked Elk, 
Two-Strap Saddle 

\ Slipper, White Rubber 
{\ smi ; Sole and Heel. 
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le SE -- like Northwestern Leathers 


ARE TOPS IN THEIR FIELD 


The colorful pair of children’s shoes illustrated here is made of Northwestern 
Leathers. Good news indeed for mothers buying them. Designed to give proper 
protection and support to growing feet, Thorogood footwear provides the extra 
value of colorful, long wearing, carefully tanned leathers, made especially for 
use in children’s shoes. Fortunate in many ways is the retailer who carries 
Thorogoods, for in workmanship, style and quality of materials, shoes bearing 


this name have won overwhelming customer satisfaction. 


WE SELECTED 
NORTHWESTERN LEATHERS because their top quality 


rating among lecthers for children’s shoes characterize the essential 
standards we require in Thorogood shoes. 





ARE MADE EXCLUSIVELY BY 
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First Choice of Buyers 
At The Leather Show 





The name that "makes sense"... and dollars, too, for 
manufacturers who appreciate the job good leathers 


do toward increasing sales. 


Come visit us at the Leather Show . . . See ai/ the 
famous Northwestern line at once. You'll like our 
leathers . . . we'll make your visit pleasurable . . . and 
you can’t go wrong in choosing Northwestern 


Leathers again for the coming season. 
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OPENING OF 
AMERICAN LEATHERS 
FOR SPRING 


WALDORF ASTORIA 
NEW YORK - SEPTEMBER 7-8, 1949 
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NORTHWESTERN LEATHER ‘« 


BOSTON II, 


COMMEMORATING FIFTY YEARS O 
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MR. COBCBLERIGRT helps me buy right 


To operate wisely in the leather market these days, every fact and bit 
of knowledge is essential. To get just the right leather for his new styles, 
such as this new STEP MASTER RED OXFORD for children (now being 
featured by the nation’s smartest children's footwear stores and depart- 
ments), Mr. N. Ettelbrick gets suggestions and swatches from Mr. 
Cobbleright regularly. 















This way, his shoes get maximum retail selling appeal and value — plus 
cutting figures that STEP MASTER SHOES, INCORPORATED can rely 
on for profitable close competitive pricing. Mr. Cobbleright will gladly 
submit his suggestions and quote on the leathers for your new stylings, 
on request 





Mr. N. Ettelbrick, Head 
Step Master Shoes, Incorporated 
Greenup, Hlinois 









STEP MASTER Moccasin Oxford In Stock for immediate Delivery = a VISIT BOOTH 54 
Aveileble in sizes 514 /8, 84/12, 1214/3 BCD widths in All ———— Main Ballroom 
Red, All Brown, Brown & White, and Brown & Fawn Two-Tone. ; Waldorf Astoria, New York 
Prices: $2.30 to $3.30 depending on size. September 73 








N. BREZNER & COMPANY. Ine. 


145 SOUTH STREET, BOSTON 11, MASS. TANNERY: BREZNER TANNING CORP., PENACOOK, N. H. 


Represented by — ST. LOUIS, MO. NEW YORK, N. Y. MONTREAL, CANADA TORONTO, CANADA 
H. B. Avery Co. Homer Bear D. Chouinard Ed. R. Lewis Leather Co., Ltd. 


LOS ANGELES. CAL. SAN FRANCISCO, CAL. ROCHESTER, N. Y. 
Russ White Co. Russ White Co. John E. Graham 


















Leatherson Display at Tanners Showing 


Surfaces and Colors for Spring, 1950, to Be Shown 


by Firms Exhibiting at the Waldorf-Astoria Hotel, 


New York, September 7 and 8, 1949 


Lists as received from tanners up to time of going to press. 


AGOOS LEATHER COMPANIES, 
INC. 


Doeskin Suede Kid 
Brown Almond No. 261 
Kola Brown No. 263 
Admiral Blue No. 657 
Green Pepper No. 425 
Misty Grey No. 645 
Golden Wheat No. 272 
Cinnabar No. 290 
Cognac Brown No. 254 
Cafe Brown No. 231 
Blue Sparkle No. 687 
Irish Green No. 466 
Playred No. 514 
Buttercup Yellow No. 180 

White Agobuck 


ALLIED KID COMPANY 
New Cast ie Division 


Glazed Kid 

Cafe Brown (Ozark Brown) No. 3N 

Mission Brown No. 43 

Sierra Brown No. 47 

Aztec Gold No. 50 

Bayou Taupe No. 59 

Misty Grey (Shale Grey) No. 71 

Buttercup Yellow (Sun Yellow) 
No. 159 

Rodeo Brown No. 345 

Bowie Beige No. 360 

Cinnabar (Camino Rust) No. 370 

Frontier Beige No. 815 

Pawnee Beige No. 820 

Mojave Beige No. 915 

Plantation Violet No. 1005 

Purple Sage No. 1007 

Pimlico Purple No. 1014 

Prairie Green No. 1130 

Irish Green (Gulf Green) 60. 1132 

Santa Anita Green No. 1135 

Surf Green No. 1145 

Mesa Verde No. 1170 

Playred (Navajo Red) No. 1220 

Mohawk Red No. 1225 

Malibu Blue No. 1304 

Potomac Blue No. 1305 

Tahoe Blue No. 1307 

Cascade Blue No. 1318 

Admiral Blue (Regatta Blue) 
No. 1330 

Blue Sparkle (Laguna Blue) 
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No. 1366 
Mardi Gras Wine No. 1415 
Hialeah Orange No. 1505 
Adobe Pink No. 1600 
Carnival Pink No. 1610 
Belmont Pink No. 1651 
Apache Red 
Creole Brown 
Kola Brown (Boulder Brown) 
Cognac Brown (Canyon Brown) 
Alamo Blue 
Desert Night. Shadow 
Glacier White 


Maracain 


Cafe Brown (Ozark Brown) 
Mission Brown No. 43 
Sierra Brown No. 47 


Aztec Gold ” 


Bayou Taupe No. 59 

Misty Grey (Shale Grey) 

Buttercup Yellow (Sun Yellow) 
No. 159 

Rodeo Brown No. 345 

Bowie Beige No. 360 

Cinnabar (Camino Rust) No. 370 

Frontier Beige No. 815 

Pawnee Beige No. 820 

Mojave Beige No. 915 

Plantation Violet No. 1005 

Purple Sage No. 1007 

Pimlico Purple No. 1014 

Prairie Green No. 1130 

Irish Green (Gulf Green) 

Santa Anita Green 

Surf Green 

Mesa Verde No. 1170 

Playred (Navajo Red) 

Mohawk Red 

Malibu Blue No. 1304 

Potomac Blue No. 1305 

Tahoe Blue No. 1307 

Cascade Blue No. 1318 

Admiral Blue (Regatta Blue) 

Blue Sparkle (Laguna Blue) 
No.1366 

Mardi Gras Wine 

Hialeah Orange No. 1505 

Adobe Pink No. 1600 

Carnival Pink No. 1610 

Belmont Pink No. 1651 

Apache Red No. 1228 

Creole Brown 


Kolabrown (Boulder Brown) 
Cognac Brown (Canyon Brown) 
Alamo Blue 

Desert Night. Black 

Glacier White 


STANDARD Division 


Suede Kid 


Cafe Brown (Ozark Brown) No. 544 

Mission Brown 

Sierra Brown No. 553 

Aztec Gold No. 512 

Bayou Taupe No. 515 

Misty Grey (Shale Grey) No. 580 

Buttercup Yellow (Sun Yellow) 
No. 597 

Rodeo Brown 

Bowie Beige No. 516 

Cinnabar (Camino Rust) 

Frontier Beige 

Pawnee Beige No. 511 

Mojave Beige No. 517 

Plantation Violet 

Purple Sage No. 591 

Pimlico Purple No. 592 

Prairie Green 

Irish Green (Gulf Green) No. 565 

Santa Anita Green No. 566 

Surf Green 

Mesa Verde 

Playred (Navajo Red) No. 526 

Mohawk Red 

Malibu Blue 

Potomac Blue No. 573 

Tahoe Blue 

Cascade Blue No. 567 

Admiral Blue (Regatta Blue) 
No. 576 

Blue Sparkle (Laguna Blue) 
No. 570 

Mardi Gras Wine 

Hialeah Orange No. 527 

Adobe Pink 

Carnival Pink No. 594 

Belmont Pink No. 522 

Apache Red 

Creole Brown No. 542 

Kolabrown (Boulder Brown) 
No. 543 

Cognac Brown (Canyon Brown) 
No. 546 

Alamo Blue No. 574 
[TURN TO PAGE 80, PLEASE] 
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Desert Night, Black 
Glacier White 
Glazed Kid 
Cafe Brown (Ozark Brown) No. 44 
Mission Brown 
Sierra Brown No. 53 
Aztec Gold No. 12 
Bayou Taupe No. 15 
Misty Grey (Shale Grey) No. 80 
Buttercup Yellow (Sun Yellow) 
No. 97 
Rodeo Brown No. 45 
Bowie Beige No. 16 
Cinnabar (Camino Rust) No. 55 
Frontier Beige 
Pawnee Beige No. 11 
Mojave Beige No. 17 
Plantation Violet 
Purple Sage No. 91 
Pimlico Purple No. 92 
Prairie Green 
Irish Green (Gulf Green) No. 65 
Santa Anita Green No. 66 
Surf Green 
Mesa Verde 
Playred (Navajo Red) No. 26 
Mohawk Red No. 24 
Malibu Blue No. 78 
Potomac Blue No. 73 
Tahoe Blue 
Cascade Blue No. 67 
Admiral Blue (Regatta Blue) No. 76 
Blue Sparkle (Laguna Blue) No. 70 
Mardi Gras Wine No. 30 
Hialeah Orange No. 27 
Adobe Pink 
Carnival Pink No. 94 
Belmont Pink No. 22 
Apache Red 
Creole Brown 
Kolabrown (Boulder Brown) 
Cognac Brown (Canyon Brown) 
Alamo Blue No. 74 
Desert Night 
Glacier White 


STERLING Division 


Mello Colt 
Pawnee Beige No. 201 
Desert Bone No. 202 
Teton Beige No. 203 
Mission Brown No. 222 
Belmont Pink No. 242 
Mohawk Red No. 245 
Boulder Brown No. 249 
Devon Aqua No. 263 
Laguna Blue No. 270 
Sun Yellow No. 283 
Gulf Green No. 284 
Hampton Green No. 285 
Shore Green No. 286 
Adobe Pink No. 291 
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Hialeah Orange No. 1600 
Purple Sage No. 1640 
Bowie Beige No. 1652 
Potomac Blue No. 1671 
Pimlico Purple No. 1690 
Glacier White 

Desert Night. Black 


Quaker City Division 
Black Glazed Kid for Men’s and 


Women’s Shoes 


McNEELy Division 
Brown and Blue Glazed Kid for Men’s 


and Women’s Shoes 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Charmooz 
Suede Kid 
Glazed Kid 
Genuine Reptiles 
All in Official Spring colors 
Kid Linings 
Slipper Kid 
Complete line of colors 


AMDUR LEATHER COMPANY, INC. 


Elk Leather 
White, Brown, Colors 
Chrome Splits 
Red, Copen Blue, Royal Blue, Navy 
Blue, Kelly Green, Brown, Wine. 
Reindeer, White, Beige 
Chrome Upper Suede Spits 
Black. Town Brown, Navy Blue, Bur- 
gundy, Kelly Green, Pine Green, 
Misty Grey, Lipstick Red. Sun Cop- 
per, Tan 
Chrome Spits for work gloves, indus- 
trial purposes, shoe linings. slipper 
soles and all purposes 


WILLIAM AMER COMPANY 


Black Glazed Kid 

Black Satin Kid 

Black Suede Kid 

Bronze Kid 

Tan Kid 

Town Brown Kid 

Playred, Irish Green. Buttercup Yel- 
low. Blue Sparkle, Admiral Blue 


AMERICAN BELLY TANNING 
CORP. 
Cowhide Sides and Shoulders, Bark 


Tanned, Tooling Sides, Lining Bellies, 
Sandal and Novelty Bellies 


AMERICAN HIDE AND LEATHER 
COMPANY 

Suede Calf 

Rosebay Willow Calf 
Willow Calf 

Sport Willow Calf 

Royal Calj 
Pocketbook Calf 
Empire Sides and Kips 
Amerigrain Elk 

Titan Kips 


Women’s Colors 
Kola Brown, Admiral Blue, Cherry 
Red, Green Pepper, Cognac Brown, 
Cafe Brown, Misty Grey, Turftan, 
Playred, White, Black 
Men’s Colors 
Brown Oak, British Tan, American 
Burgundy, Cherrytone, Black. 


AMERICAN KID COMPANY, INC. 


Suede Kid, Black and Colors 

Glazed Kid, Black and Colors 

Slipper Kid, All Leading Colors 

Lining Kid, All Fashionable Colors 

Leaf-Gold and Silver Kid, Cabrettas 
and Capeskins 

Laminated Gold and Silver Kid and 
Capeskins 

Amicape — Smooth Capefinish Lamb- 
skins in All Colors 

Elk and Smooth Sides, White and Colors 


CARL ANTHOLZ, INC. 


Complete line of Lizard, Snake, and 
other Reptilian Leathers in all lead- 
ing Spring colors 


ARMOUR LEATHER COMPANY 


Full Grain 

Maison-aniline finished, vegetable 
type, smooth kip 
Bokide-chrome tanned, grained kip 
Crystal-chrome tanned, aniline dyed, 
smooth veal side 

Corrected Grain — 
Skeet-grained, chrome kip 
Ivory-smooth, chrome kip 

Cossack-burnished grain, semi-aniline 
finish, vegetable type, smooth kip 

Plapac-sturdy weight, vegetable type, 
moccasin leather 

Shewan-brushed nap, vat dyed, sueded 
on flesh, kip 

Surftan-aniline dyed, sueded on grain, 
kip 

Babuck-sueded grain, simulating buck, 
white & colored kips 

Swanky-aniline dyed, double sueded, 
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MISTY GREY 
KOLA BROWN 
COGNAC BROWN 


CINNEBAR 


CAFE BROWN 


PLAYRED 


CHERRY RED 

GREEN PEPPER 
BLUE SPARKLE 
ADMIRAL BLUE 


AMBUCK 


ON EXHIBITION 
BOOTH 30 


999 
943 
953 
915 
923 
924 
914 
967 
979 
959 


(WHITE SUEDE) 


F.. the Spring season ahead Amalgamated Coordinated Colors will be 
a greater help than ever in selling more shoes and accessories profitably. 


Amalgamated will feature only those Colors adopted by the Joint Com- 
mittee and will promote them only under the names designated by it. 
Thus, you may specify Amalgamated Coordinated Colors confident. in 
their fashion fidelity and in the precision of their coordination. 


All Amalgamated official Spring 1950 Coordinated Colors are available 
in Charmooz, Glazed Kid, Genuine Reptiles and Amalac. Kid linings in 


Official opening of American leathers for Spring, Waldorf-Astoria Hotel. 
Swatch books available on request. 


AMALGAMATED LEATHER compPaANIEes, INC. 


DELAWARE 





























kip skin splits 
Ooze-kipskin non-slip lining splits 
All in Official Spring colors 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather in the latest 
Spring colors 


BARNET BROS. LEATHER CO. 


Genuine Alligators 

Alligator Lizards, Bengal Lizards, Java 
Ring Lizards, Calcutta Lizards, Orien- 
tal and Mexican Lizards 

Java and Argentine Pythons 

Tiger Snakeskins, Cobra and Tweed 
Snakeskins 

All in Leading Spring Colors 


J. S. BARNET & SONS, INC. 
Calf 
Thorobred 
Barlite 
Brawnie 
Glowella 
Glowette 
Barbuk 
Barnet Suede 
Demi-V eals 
Thorobred 
Vinette 
Kips 
Thorobred 
Barvel 
Glassboro 


BARRETT & COMPANY, INC. 
Boarded and Embossed Calf and Side- 


for beth men’s and women’s shoes in 
all the Official Spring colors 


BEADENKOPF LEATHER COMPANY 
Kid Suede 


Black. and Official Spring colors 
Glazed Slipper Kid 
Golden Brown, 
Blue, Wine 
Glazed Kid Linings 
Miami, Grey, Waterlily 


Black. 


Burgundy. 


BEGGS & COBB, INC. 


Side Upper Leathers 
SnoBuck 
Wedgemere 
Komfi Kip 
Briar Burlee 
Burlee 


Playtog 

Dress Smooth 
Winchester 
Leisurelk 


Leathers on Display at Tanners’ Showing 
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Splits 
Suede 
Finished Linings 
Ooze Linings 
No-Slip 
Slippers 
Dresshu 
Workshu 


Gussets 


Women’s Colors 
Cafe Brown, Cognac Brown, Admiral 
Blue, Cherry Red, Turftan, Play- 
red, Irish Green. Green Pepper. 
Brilliant Yellow 
Men’s Colors 
British Tan, Brown Oak, Cherrytone. 
American Burgundy. Cocoa Tan 


BESSE, OSBORN & ODELL, INC. 


Natural Calfine for civilian shoe linings. 
cowboy and riding boot linings. and 
industrial purposes 

Lambskins for linings and inlay work 
Red, Green. Yellow. Blue and Stand- 

ard Shades 

Hat Sweat Leather 
Tan, Brown 


BLANCHARD BRO. & LANE 


Buffalo Brand Lining, 

Flexible, Sole and Workshoe Splits 
Velveau Upholstery Leathers 

Top Grain Imperial Antique 

Top Grain Rex Imperial 

Buffalo Brand Deep Buff Leathers 


N. BREZNER & COMPANY, INC. 


Smooth and Elk Kips. Extremes and 
Sides 
Black, White. Admiral Blue, Cherry 
Red. Cherrytone. Cognac Brown, 
Irish Green, Lipstick Red, Navy 
Blue. Parkway Green, Turftan, 
Wine 
Smooth Finished Splits 
Black and Colors 
Embossed Reptile Grains in 
Kips and Sides 


BURK BROTHERS, INC. 


Black Glazed Kid 

Black Satin Mats 

Slipper Kid 
Light Blue No. 701 
Admiral Blue No. 703 
Burgundy No. 727 
Continental Green No. 731 
Manhattan Brown No. 754 
Red Flame No. 790 









Lining Kid 
Waterlily No. 340 
Miami Tan No. 342 


Beige No. 343 
Grey No. 346 and No. 347 
Suede Kid 


Admiral Blue, Cafe Brown, Kola- 

Brown, Black, White 
Dress Elk 

Admiral Blue No. 1003 

Burgundy No. 1026 

Green Pepper No. 1030 

Cognac Brown No. 1050 

Chestnut Brown No. 1051 

Yellow No. 1080 

Red Flame No. 1090 

Black, White 


CARR LEATHER CO. 

SuEDE CALF 

Women’s Town Colors 
Admiral Blue No. 108 
Cafe Brown No. 160 
Green Pepper No. 465 
Kola Brown No. 480 
Black No. 100 

Town and Country Colors 
Admiral Blue No. 108 
Blue Sparkle No. 111 
Misty Grey No. 207 
Play Red No. 214 
Golden Wheat No. 235 
Turftan No. 301 
Cinnabar No. 450 
Irish Green No. 485 
Buttercup Yellow No. 490 


Ven’s Colors 
Forest Green No. 15 
Admiral Blue No. 108 
Rustic Grey No. 208 
Prairie Brown No. 495 


COLONIAL TANNING 
COMPANY, INC. 


(Combined with Leach-Heckel Leather 
Company Division) 
Patent Leather 
Buttercup Yellow No. 610 
Irish Green No. 278 
Playred No. 612 
Cherry Red No. 579 
Sparkle Blue No. 611 
Cafe Brown No. 577 
Pepper Green No. 609 
Turftan No. 591 
Cognac No. 480 
Cocoa No. 586 
Black 
White No. 608 
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SHOWS ITS COLORS! 









King Kid again demonstrates its leadership in the 
Kidskin parade! It is now tanned in fashion's 
standard blue and brown for women, as well’ 
as the bright multi-colors for spring—Green—Red— 
Yellow—Blue. 
Co-ordinated with those rich and lustrous colors 
is the unique combination of beauty, comfort and 
der cling paletied erly by the Sone soc 
kidskin leathers. 
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Cinnabar No. 604 
Admiral Blue No. 578 
Golden Wheat No. 584 
Gunmetal No. 11 
Bronze No. 572 
Copper No. 596 
Frosted Raspberry No. 607 
Misty Grey No. 374 
Velka (Elk) Side Leather 
Cafe Brown No. 225 
Admiral Blue No. 252 
Cinnabar No. 247 
Cherry Red No. 245 
Pepper Green No. 220 
Turftan No. 208 
Army Russet No. 204 
Black No. 201 
White No. 200 
Natural Saddle No. 249 
Smeked No. 230 
Bamboo No. 234 
Buttercup Yellow No. 250 
Irish Green No. 251 
Playred No. 202 
Sparkle Blue No. 253 
Pink Pastel No. 217, 226 
Blue Pastel No. 218, 227 
Yellow No. 219 
Grey Mist No. 246 
London Tan No. 248 
Spuit Division 
Suede Splits 
Black, White, Colors 
Ooze Lining Splits 
Grey, Beige, Waterlily 
Gusset Splits 
Black, Army Russet, Natural 
Finished Insole Splits 
Chrome Retan Sole Splits 
Printed Lining Splits 
CALFSKIN DIVISION 
Silka Suede Calf 
Featuring entire list of adopted 
Spring colors for Men’s and 
Women’s trade 


CRESTBRAND LEATHER 
COMPANY 
Suede Splits 
White, Black, Colors for Men’s and 
Women’s shoes 
Chrome Sole Splits 
White and Natural 
Alligator and Lizard Grains on Calf- 
skins and Kip Sides in all official 
colors for Men’s and Women’s Shoes 


DONNELL & MUDGE, INC. 
Grain & Reverse Sheep & Lamb 
Leather for Shoe Linings 
Cape Leathers in White, Colors 
Mirakrome Lamb Shee Linings Smooth 
& Embossed Sheep & Lamb for 
the Leather Goods Trade 


[CONTINUED FROM PAGE 82] 
Saddle Lambs 


F. C. DONOVAN, INC. 


Democ Leather for men’s, women’s and 
children’s shoes in several new Spring 
colors 

Kashmir Domoc in new Spring shades 

Domoc Sof Shoe Leather 

Navonod and Dov Lining Leather for 
men’s high-grade shoes 


DREHER LEATHER MFG. CORP. 


Randak Products 
Genuine Alligators 
Lizards 

Ostrich Skins 
Pinseal 

Piggy Suede 

Gold and Silver Kid 
Cabrettas and Skivers 


DUNGAN, HOOD & CO., INC. 


Black Glazed Kid 
Black Suede Kid 


EAGLE-FLAGG TANNING CORP. 


Smooth Side Leathers from 2% to 5% 
ounces in Spring colors for play shoes 
and slippers. Also in range of Brown 
shades for men’s dress shoes, loafers, 
moccasins, etc. 

Lining and Finished Upper Leather 
Splits in range of Tan and Brown 
shades 


EAGLE-OTTAWA LEATHER 
COMPANY 


Elk 

Nos. 10, 20, 30, 32, 52, 72, 85 
Haven 

Nos. 10, 89, 92, 93 
Sportster 

Nos. 87, 95, 96 
Merican Grains 

Spey Royal Scotch 

Nos. 10, 30, 36, 37 

Broadway No. 33 

Edinburgh No. 37 


JOHN R. EVANS & COMPANY 


Ruby Black Glazed Kid 
Ruby Dawn (Satin Matt Finish) 
Peerless Glazed Kid 
White, Cafe Brown, Cognac Brown, 
Admiral Blue, Cherry Red, Green 
Pepper, Kolabrown, Golden Wheat 
Evanette Suede 
White, Black, Cafe Brown, Cognac 
Brown, Admiral Blue, Cherry Red, 
Green Pepper, Kolabrown 


Brogandi (Shrunken hand-<rushed 
Goatskin ) 

White, Black, Popular colors 
Cara (Shrunken hand-grained Kidskin) 

White, Black, Popular colors 
Peerless Glazed and Suede Kid Linings 

Light Fawn No. 7 

Light Grey No. 15 

Dark Fawn No. 16 

Dark Grey No. 17 

Waterlily, Cafe Brown, Black 
Peerless Slipper Kid 

All Popular shades 

Gold, Silver and Bronze Kid 

Gold and Silver Brogandi 


FLEMING-JOFFE, LTD. 


Alligators 
Lizards 
Alligator Lizard, Bengal Lizard, Cal- 
cutta Lizard, Oriental Lizard, 
Iguana Lizard 
Snakeskins 
Cobra, Siam, Chouri, Boa, Ampala- 
gua, Karung 
Pythons 
Diamond, Rock and Royal 
In Costume Colors, pastels in Kar- 
ung Snakes; Oriental Jewel Col- 
ors; Special Promotion Colors; 
Group of New Colors 


S. B. FOOT TANNING CO. 


Side Leathers 
Corrected Elk in Popular Colors 
White Finish & Washable White 
finish 


A. F. GALLUN & SONS 
CORPORATION 


Aztec 
Cretan 
Eskimo 
Norwegian 
Wax Norwegian 
Normandie 
Viking 
Apache 
Tooling 
French Process Wax 
Furniture 
Grains 
Lining 
Domino 
Baguette 
Mandarin 
Lido 
Milwaukee 
Ebony 
Quarterbright 
Clyde 
Kongo 
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Pigskin 
In Various Colors and Black 


GARDEN STATE TANNING, INC. 


Upholstery handbuffs 
Upholstery deepbuffs 
Cowhide 
Luggage, Wallet, Fancy Grained 
Splits 
Suede, Chrome Retan Sole 
Workshoe, Lining 
Garmoc 
Corrected Elk Side Leather 
Smooth Unilene Side Leather 
Smooth Extremes and Kips 
French Process Suede 
Alligator Grain Calf 
Flexibles 


GARLIN & CO., INC. 


Buck in White and Colors 
Alligator in Seasonal Colors 
Templer & Sons, Inc., Aniline Sides 


GEILICH LEATHER COMPANY 


Complete line of Smooth Combination 
Tanned Leathers in new Spring 
shades 

Complete range of Full Grain and Cor- 
rected Grain Lining Leathers 


J. GREENEBAUM TANNING CO. 


Vegeleen 
Vormil 
Hampton 
Dresides 
Primo 
Sporto 
Dress Elk 
Shoe Cordovan 
All in Official Spring Colors 


THE GRIESS-PFLEGER 
TANNING CO. 


Aniltan Kip, Extreme and Large Sides 

Combotan Smooth Dress Kip, Extreme 
and Large Sides 

Lozant Chrome Smooth Dress Kip, Ex- 
treme and Large Sides 

Bison Black and Brown Full Grain 
Work 

Elk Sides 

Lining Splits 


GUTMANN AND COMPANY, INC. 


Gambola 

Flacor 

Gluv 

Ski 

Smooth Side Leather 
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All in latest Spring colors 


L. H. HAMEL LEATHER CO. 
Glazed Kid 
Wildfire Red, Cherry Red, Cafe 
Brown, Town Brown, Black, Kola- 
brown, Admiral Blue, Green Pep- 
per, Cognac Brown, Misty Grey, 
Buttercup Yellow, White 


Glazed Lining Kid 

Mocha No. 323 

Water Lily No. 327 

Grey No. 394 

Blue No. 308 

Green No. 309 

Pink No. 311 

Dark Grey No. 356 

Dark Mocha No. 357 
Black Suede Kid 
Sueded Lining Kid 

Mocha Suede No. 323 

Water Lily Suede No. 327 

Grey Suede No. 386 

Dark Grey Suede No. 356 

Dark Mocha Suede No. 357 
Cape Glazed Linings 

Mocha No. 123 

Water Lily No. 127 

Grey No. 194 

Blue No. 108 

Green No. 109 

Pink No. 111 

Dark Grey No. 156 

Dark Mocha No. 157 

Town Brown, Black 
Sueded Cape Linings 

Mocha Suede No. 123 

Water Lily Suede No. 127 

Grey Suede No. 186 

Dark Grey Suede No. 156 

Dark Mocha Suede No. 157 
Garment Leather 

Buccaneer Cape 

Marrona Suede 

Beige Suede 

Buck Suede 

Henna Suede 

Powder Blue Suede 

Red Suede 

Green Suede 

Seal Brown Goat 
Bag Leather 

Black Cape, Town Brown Cape. Pep- 

per Green, Cherry Red. Black 
Suede, Brown Suede 


THOMAS B. HARVEY 
LEATHER COMPANY 


Suede Kid 
White. Black 






Brown No. 110 
Admiral Blue, Continental Green 
Misty Grey 

Kid Linings 


HECHT LEATHERS CORP. 


Reptile Leathers of Every Description 


MELVIN HENKIN, INC. 


Lining Kid—all Popular Color= 
(Waterproof) 

Chrome Lining Lamb—Popular Colors 

Suede Kid, Black and Colors 


HITEMAN LEATHER 
COMPANY, INC. 


Full Grain Calf Leathers in Official 
Spring colors 

Full Grain Calf Slipper Leather in 
Black and high colors 


’ HORWEEN LEATHER CO. 


Black and Colored Chromexel Calf (for 
Men’s and Women’s Shoes) 

Férest Calf, Colors (for Men’s Shoes) 

Woodland Calf, Black and Colors (for 
Women’s Lined and Unlined Shoes) 

Shell Cordovan Butts 


E. HUBSCHMAN & SONS, INC. 


Black and Colored Finished Calf 
Leather 
Women’s Shoes 
Kolabrown, Admiral Blue, Cherry 
Red. Green Pepper, Cognac Brown, 
Cafe Brown, Rust, Black, Cinna- 
bar, Golden Wheat, Turftan, Irish 
Green. Playred 
Unlined Women’s Shoes 
Admiral Blue. Cherry Red, Green 
Pepper, Cognac Brown, Cafe Brown 
Men’s Colors 
Unlined Shoes 
British Tan, American Burgundy, 
Cherrytone, Tawny Tan, Black 


HUNT-RANKIN LEATHER CO. 


Bucko Calf (For Women’s Shoes) 
White 
Cafe Brown No. 124 
Cocoa Brown No. 200 
Admiral Blue No. 13P 
Misty Grey No. 33L 
Bucko Calf (For Men's Shoes) 
Jet Green No. 570 
Medium Brown No. 11 
Rustic Grey No. 700 
Dark Brown No. 124 
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IN A GENTLEMAN‘’S SHOE 


In this interesting eight page 
dealer help, Edwin Clapp poses 
the question “Why Kangaroo For 
A Gentleman’s Shoe?” and 
answers it forcefully with Kan- 
garoo facts in a simply phrased 
message for the layman con- 
sumer. It’s an outstanding 
example of Kangaroo pr i 
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IN this “Palm Beach” Model, Edwin Clapp demonstrates the complete 
acceptability of soft, supple, Surpass Kangaroo Leather in a gentle- 
man’s shoe. 


Famed for its good looks, its fitting qualities and the simplicity of its 
care, Edwin Clapp’s “Palm Beach” represents the ultra in comfort and 
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Shoes and Leather—Spring and Summer, 1950 


half of 1949 was relatively well main- 
tained, with the available raw material 
supply constituting a practical limita- 
tion upon tannery activity. Tanners 
have been cognizant of the handicap 
under which they must operate as long 
as disturbed foreign trade conditions 
prevented any notable expansion in the 
imports of raw material. The leather 
industry has sought through official 
protests and representations to increase 
the possible fow of raw material to the 
United States, and several faint rays 
of hope became evident in recent 
months. Nevertheless the limitations of 
raw material supply, with domestic re- 
sources continuing the mainstay of 
tanners’ operations, has prevented the 
appearance of inventory excess or dis- 
locations. 

In any appraisal of shoe and leather 
prospects, trade judgment must not be 
unduly warped by developments and 
trends of a general business nature. 
Observers are beginning to recognize 
that several characteristics of the rres- 
ent-day economy, which are associated 
with various aspects of government 
policy, tend to support consumer in- 
come levels. No survey of the present 
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economic scene can ignore the fact, for 
example, that farm price supports or 
the functioning of the social security 
system represent props under consumer 
income, and most especially the type of 
consumer income available for expen- 
diture upon necessities and staples. 
Whatever the meaning of these facts 
may be, in the broadest sense their di- 
rect consequences for industries pro- 
ducing staple consumer goods cannot 
be overlooked or minimized. Looking 
ahead today, retail analysts believe that 
volunte in shoes and other basic types 
of merchandise will also be aided by 
such steps as the refund of G.I. insur- 
ance payments during coming months. 

A review of the supply outlook for 
the leather industry offers, on net bal- 
ance, encouraging indications for the 
second half. Uncertainties in foreign 
trade still becloud raw material import 
prospects. Nevertheless, slight signs 
of improvement in this direction plus 
the seasonal expansion of supply in 
domestic hides and skins should aid the 
stability which has marked values in 
recent months. Before touching on 
some of the specific facts of the raw 
material supply picture it would be 


worthwhile to review the broad implica- 
tions of foreign trade and their bearing 

upon leather and shoe supplies. 
Tanners and their customers have 
become increasingly aware in 1949 of 
the profoundly important consequences 
flowing from abnormal and artificial 
conditions abroad. Striking emphasis 
was given to these conditions by the 
emergence of the sterling crisis and 
official concern with the repercussions 
of foreign currency problems. Shoe 
manufacturers, retailers and even con- 
sumers of footwear and other leather 
goods might well ask how sterling or 
other currencies affect their interests. 
Although a full answer would be com- 
plex, the pertinent phase of the prob- 
lem is quite simple: Distorted currency 
values abroad tend to thwart and pre- 
vent the normal movement of raw ma- 
terial to the United States. A terse 
analysis of the reasons as presented by 
the Tanners’ Council has gained wide 
circulation and is worth repeating: 
“Present fixed, and artificial, rates of 
exchange have three broad results. 
First, international trade is restricted 
by a maze of controls which are un- 
[TURN TO PAGE 90, PLEASE] 
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sound and discriminatory. Barter ar- 
rangements and inter-government deals, 
politely known as bilateralism, became 
necessary to circumvent the stultifying 
consequences of fictitious currency 
rates. Second, the tendency to discount 
money to a realistic value produces dis- 
torted quotations in foreign commod- 
ity prices. U. S. importers of raw ma- 
terial have been severely affected in one 
way or another by this condition. Joe 
or Jean Doe abroad can buy or write 
off his own sterling to, say $3, and 
therefore can operate much more freely 
in the sterling area than the U. S. 
buyer who has to pay $4 per pound at 
the bank. Third, over-valued currencies 
tend to block and restrict exports by 
the countries concerned.” 

In spite of the major difficulties aris- 
ing from currency factors, a few straws 
in the wind have recently lent encour- 
agement to the trade. Token shipments 
of raw calfskins have been permitted 
by France, and according to trade re- 
ports other prewar sources of supply 
are evincing signs of interest in renew- 
ing exports to the U. S. market. While 
this development has not yet reached 
any significant level, it is construed as 
a favorable augury of trends which 
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might develop if and when underlying 
foreign trade dislocations are remedied. 

The domestic supply picture, which 
is the primary mainstay of tanners’ raw 
material supply, presents a more en- 
couraging prospect. Cattle slaughter in 
1949 has held above expectations at the 
beginning of the year and usual sea- 
sonal increase is looked for in the Fall 
months. In almost every year on rec- 
ord, slaughter during the third and 
fourth quarters of the year runs up to 
10 per cent higher than in the first half. 
No factor is currently in sight which 
would cause a departure from normal 
in 1949, and increased cattle slaughter 
is therefore anticipated during the clos- 
ing months of the year. Although such 
an increase cannot add materially to 
raw hide reserves, it should help cattle- 
hide tanners meet the continuous re- 
quirements of the shoe and other leather 
products industries. Greater flexibility 
in supply is, unfortunately, not likely 
to be achieved until foreign raw mate- 
rial becomes available as in prewar 
years to supplement domestic resources. 

Prospective calfskin supplies are not 
expected to change in any noteworthy 
degree from the pattern established 
during the past two years. For 1949 to 


date, slaughter has shown a slight de- 
cline although livestock authorities be- 
lieve that the total for the year will 
not be greatly different from that of 
1948. In contrast with the traditional 
net imports of calfskins by the United 
States, 1949 has witnessed a slight ex- 
cess of exports. Causes responsible for 
this abnormal pressure on U. S. mar- 
kets have been strenuously protested 
by tanners and it is hoped that the for- 
eign trade situation will be redressed 
for the benefit of U. S. consumers. 

Supplies of goat and kidskins have 
been held up by tanners’ persistent ef- 
forts to secure raw material in spite 
of the many difficulties interposed 
abroad. Imports during 1949 are likely 
to equal and perhaps slightly exceed 
the scale of arrivals a year ago. In goat- 
skin markets abroad the effects of trade 
and fiscal abnormality have continued 
to make themselves evident in upward 
cost pressure. 

Summarizing the supply picture as 
a whole, it would appear that no im- 
portant changes are in prospect and 
that the relationship between supply 
and demand noted during the earlier 
months of 1949 is likely to mark the 

[TURN TO PAGE 92, PLEASE] 
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second half. Uncertainties and question 
marks remain on the horizon, but the 
outlines of the supply and demand 
structure which have made themselves 
apparent for a number of months 
should not be ignored and might even 
be construed as defining a plateau for 
the operations of the leather and shoe 
industries. Most important of all, the 
probable pattern of supply for Spring 
and Summer footwear in 1950 should 
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give sufficient scope to aggressive and 
alert merchandising. Manufacturers 
and retailers know that tanners have 
met and will meet production objectives. 

The salient problem for the Spring 
and Summer of 1950 may well be mer- 
chandising footwear to the consumer 
more intensively so that the shoe indus- 
try can explore real possibilities for 
sound business. At the Leather Show, 
producers and distributors will find 
more provocative and stimulating ma- 
terial than at any time since the Leather 
Shows held prior to the war. Tanners 
are exhibiting a fresh and interesting 
range of color; new textures coupled 


with advances in production techniques 
make the appeal of leather an ideal 
medium with which to center consumer 
attention upon footwear. 





Patent Wears a New 
Face for Spring 


[CONTINUED FROM PAGE 51] 


They were all enthusiastic, but all felt 
that designs should be carefully thought 
out to dramatize the sparkle and dainti- 
ness of this leather. Grace Powell, who 
created the three designs shown here, 
stresses especially these qualities. 

“Patent leather,” she comments, “is 
the exciting style idea for opened-up 
footwear for the coming resort and 
Spring season. Shoes in patent leather 
are so feminine,” she says. “Delicate 
strip sandals with the light airiness so 
much wanted for warm weather will be 
interpreted for 1950 in genuine patent 
leather. Patent leather has the sparkle 
which adapts itself to delicate and 
jewel-like effects. Pastels, sunny, bright 
shades and rich, dark tones all lend 
themselves to the new season’s shoe 
fashions. Patent can be the highlight 
of a costume. In pastels it becomes a 
pale highlight.” 

With such ideas in mind, tanners of 
patent leather have brought out a wide 
range of colors, including some new lus- 
ter in bronze and other tones. One tan- 
ner has a Shadow Box patent and a 
piqué grain. Leading colors for Spring, 
aside from black, are navy blue and 
some brown. White is being made in a 
very limited way. Touches of white on 
black and navy will also be good. All 
types of shoes from classic to high 
style will be made in this leather. 


Lower Shoe Prices Sought 
By British Consumers 


EDINBURGH, SCOTLAND — Dominating 
feature of the British trade is a de- 
mand for best quality footwear at low 
prices. As wholesalers put it, “the pub- 
lic wants to buy a Rolls Royce at the 
price of a Ford and it just cannot be 
done.” 

But that does not prevent the fash- 
ion hungry woman from _ seeking 
fashion shoes at 30 to 35 shillings, or 
white canvas types, now that the 
weather is right, for about 20 shillings. 
There are fairly ample reserves of fash- 
ion shoes at higher prices but money 
is tight and the average shopper just 
says “no,” or ultimately buys an ex- 
pensive pair after exhausting all the 
possibilities of obtaining them at the 
price she would like to pay. Retailers 
are naturally pressing for such shoes 
but are finding the going hard. Their 
suppliers cannot meet the price at 
present-day costs. 

Most popular fashion types are ankle 
strap types, brown courts and platform 
shoes. 
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Formula for a Men’s 
Shoe Operation 
[CONTINUED FROM PAGE 64] 


more shoes. I need some tans and blacks, 
and what shall I buy in sport shoes? 
What about golf shoes?” These cus- 
tomers look easy when handled by an 
experienced salesman who has labored 
for years to gain their complete confi- 
dence. But they’ll turn away when mis- 
handled by a novice, even one with the 
best intentions. 

You have already guessed it. This 
picture fits the Stone Shoe Company of 
Cleveland. This is the oldest store in 
the city. The main store is located in 
the heart of the busiest corner, Ninth 
and Euclid. The East End branch, a 
tremendous store in itself, is at the 
great East End intersection at 105th 
and Euclid. A third department at 
Shaker Square is in a new high grade 
community in the best residential sec- 
tion of the city. At the main store a 
new front was completed recently—one 
of the finest and most attractive fronts 
on Euclid Avenue. 


We have just passed through a 
decade of seller’s market. Customers 
have come in pleading for shoes at any 
price. Younger salespeople with no 
more than ten years’ experience do not 
know anything about the other side of 
the picture. We know we'll have to face 
it. We do so with confidence. We have 
gone through the valley before, and 
have come out with flying colors. We 
have a line of shoes which meets the 
demands of our customers, and the 
know-how to present them intelligently. 

Our men’s force consists of Ed Mur- 
ray, men’s buyer and banner salesman; 
Bill Nelson, assistant; Jim Broz, Frank 
Davis, Ed Rhyne and Ed Tincher. Total 
years of retail experience—not less than 
245 for the six men! It is easy to see 
that the contact man with the customer 
is properly equipped to face the prob- 
lems which are sure to come up during 
the next decade. 

If the old law of survival of the fittest 
still holds, we expect to sail through 
with flying colors. 





Reptiles and Novelties 
Register Strongly 
[CONTINUED FROM PAGE 55] 


year ’round patterns. They feel that 
so many novelty reptile styles have been 
made that the other possibilities in 
these shoes have been neglected. Bring- 
ing back lizard to a more extensive use, 
as they are doing, is one way of en- 
couraging manufacturers to make more 
staple patterns in reptile shoes. The 
markings of lizard skins, especially of 


Calcutta lizard, offer an ideal surface | 
And tailored shoes | 


for tailored shoes. 
have come into their own with tweeds 
and more tailored suits and coats. 


In addition to extending the scope ef | 
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reptile leathers to include more staple 
styles, tanners have put in additional 
style colors for Spring. Recognizing 
the importance of the tan and brown, 
amber and rust, color family, they have 
dyed snake and lizard skins in these 
and also in brighter tones such as tan- 
gerine and orange for casual wear. 
Other color families have been added, 
too: pink, rose and deep red and a se- 
ries of mauve tones. Natural snakeskin 
will continue into Spring. Alone or 
combined with black suede it has been 
an important trend for Fall. One high 
style casual line is making it one of 
their promotion features for late Fail 
dselling, used in an all-over shoe or 


combined with a taupe, navy or black, 
with matching handbags. 

Black snakeskin can be expected as 
a very new, high style idea. Multicolors, 
slated to be so important in some other 
leathers, will be used extensively in 
snakeskin where we may be prepared 
to find subtle combinations of pastels 
and also of darker colors such as some 
high style manufacturers introduced 
this past Summer. New browns will 
also be used, sometimes in tone-on-tone 
combinations. In high style alligator 
lizard shoes, pastels will be used again 
following their limited introduction this 
season. In alligator, classic brown or 
the lighter amber and rust tones prom- 





From cutting room to the cus- 
tomer’s try-on, BURK’S KIP and 
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ise to be the most popular and smart- 
est colors. 

It should be noted that the kind of 
surface interest that is making reptiles 
so much talked about for wear with 
tweeds can also be found in such skins 
as ostrich and pigskin. These leathers 
will, without doubt, be strongly in the 
style picture for the coming Spring 
season. One tanner of genuine ostrich 
and pigskin, as well as of ostrich and 
pig grains on calf, has tanned the genu- 
ine ostrich in the new “camel” promo- 
tion color as well as in the natural color 
of the skin. His tannery is also work- 
ing on a soft finish genuine pigskin. 
This leather, intended especially for 


















casual shoes, will be featured in brown 
and natural shades. 





Side Leathers Made 
To Take It 
[CONTINUED FROM PAGE 54] 


increasing number of shades. Once upon 
a time, not so long ago, we had black, 
brown, white, tan and smoked elk. Now 
a range of style colors is available in 
elk and glove-tanned side leathers. 
Color, in fact, is the number one pro- 
motion feature of casual lines. Start- 
ing with classic tans, browns, blues 








White 
Black 
Cafe Brown 
Kolebrown 
Admiral Blue 









You'll associate the 
extra smooth feel of 
BURK’S suede kid with 
a favorite, lush, and 





well-kept green where you 


do your best putting. 


Regularity of good finish and 


color depth makes this suede 


a favorite with producers of 


women’s better shoes. 








September |, 1949 


and black, manufacturers first went 
into bright reds and greens. In the past 
few seasons they have been adding an 
increasing number of novelty colors. 
Manufacturers and retailers have been 
learning that women will buy color in 
these shoes more freely and daringly 
than they will in any other type. They 
know that colors, bright and pastel 
monotones or multicolors, go with casu- 
al clothes. They know, too, that they 
can afford to take a chance on a new 
color or combination in a five, six or 
even eight or nine dollar shoe where 
they would hesitate to do so in some- 
thing more expensive. 

While the industry-sponsored colors 
for Spring “country” shoes include 
Turftan, Misty Grey, and new tones of 
copper, saddle, bright yellow, bright 
green, bright red and bright blue—also 
white — individual manufacturers of 
women’s casual shoes are talking of a 
“feeling” for light shades and pastels 
and we can expect an increasing range 
of new shades and striking or subtle 
combinations of colors. It may even be 
that black may come back as a style 
color for casua! shoes as it did a few 
years ago. It has been selling well in 
at least one high style and promotion- 
ally minded casual line and black will 
be a surprise high style color in one 
type of reptile skin for the coming 
season. Influences like this often ex- 
tend beyond their original use. White, 
it should never be forgotten, has been 
a volume seller in casual shoes for 
several Summers. 


Besides color and color contrasts in 
casual shoes, there will be increasing 
use of surface contrasts, combinations 
of leathers with smooth and sueded 
surfaces. This has been a growing trend 
for the past year and is appearing 
again in style shoes for the coming 
Spring. 


Dates Set for Shoe 
Manufacturers Opening 


Boston—Recent reliable surveys of 
the shoe field indicate that New 
England shoe factories making shoes 
to retail from $3.00 to $5.00 in the 
chain and mail order stores have had 
very good business, with orders com- 
ing in from all parts of the country. 
Men’s shoes retailing at $6.00 to $9.00 
are selling best in all the retail fields. 

Manufacturers of these volume-priced 
shoes will hold their Spring opening at 
the Hotel New Yorker Oct. 16 through 
Oct. 21, and according to Eugene A. 
Richardson, manager director of the 
show, over five hundred lines of national 
volume manufacturers will make their 
Spring debut at this exposition, which 
has been known in the trade for 25 
years as the Shoe Manufacturers’ 
Spring Opening. Over five thousand 
buyers from stores and other outlets 
from coast to coast are expected to be 
present at this 25th anniversary show. 
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Kidskin Shows 
Its Versatility 
[CONTINUED FROM PAGE 52] 


as such an accent color with a range of 
multicolor combinations. 


Multicolor shoes, expected to be even 
more important than last Summer, in- 
clude unusual contrasts instead of the 
bright red, green, yellow, and some- 
times blue, combinations so often used 
the past few years. The idea of the 
tone-on-tone shoe, pale blue with a 
dark blue for example, will also be 
popular, it is expected. The range of 
colors which kidskin tanners are intro- 
ducing is unusually large. It includes, 
besides the neutrals and whites previ- 
ously referred to, oranges, yellows, 
blues, pinks, purples, greens, reds, 
wines, browns, rusts and gold. These 
colors are going into glazed, sueded and 
crushed kidskins. Not only are there 
new colors and new unusual combina- 
tions of colors promised for Spring but 
there are besides, new ways of applying 
these colors in the design of the shoe, 
new uses of appliqués, of bandings and 
strippings and collars, to mention only 
a few of the new trimming treatments. 

New style interest in kidskin shoes 
will not stop with color and its applica- 
tions. There will be a variety of lasts 
in these shoes with a great deal of em- 
phasis placed on toes, wall, square, 
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asymmetric, moderately pointed and 
even harem toes. More and more me- 
dium heels, around 18/8, will be wanted, 
designers of kidskin shoes are saying. 
The softly tailored shoe and the dressy 
flat are of growing importance. 


Calfskin Looks Two 
Ways for Spring 
[CONTINUED FROM PAGE 53] 


ing. We should be prepared, however, 
for interesting new detailing and new 
kinds of lacings, different heel and toe 
and sole treatments, variations in sil- 
houettes, vamps and quarters, perfora- 
tions and stitchings. All these new 
ideas, knowingly and artistically ap- 
plied to tailored and walking shoes, will 
breathe fresh style interest into what 
have, for the most part, been classic, 
staple styles. 


The same trend can be seen in the 
new use of tweeds. Once upon a time 
these would have gone into very con- 
servative, very classic suits and coats. 
Today there is a softness, a youthful- 
ness and a freshness about the handling 
of these materials and, at the same time, 
a neat and sometimes a swagger look, 
that makes them as smartly tailored as 
any clothes of the past. And the styling 
of these new calfskin shoes is exactly 





suited to these clothes. Their polished 
surface gives the right accent to the 
woolen fabrics of the suits and coats 
and dresses. 

With so much talk of smooth and 
polished calfskins, however, let us never 
forget the beauty of suede calf. For 
dress wear style-conscious women will 
still want suede, and the same creative 
minds that are doing so many new 
things with smooth calfskin are also 
bringing new style interest into suede 
calf shoes. Again, as in smooth calf 
shoes, we do not expect to see startlingly 
new designs for Spring. We do expect, 
however, variations and new detailings 
which will give a fresh look to popular 
trends and provide merchants with 
shoes with real selling appeal. 





Men’s Shoe and 
Leather Colors 


[CONTINUED FROM PAGE 56] 


able emphasis is placed on this im- 
portant dark Cordovan shade, first 
introduced as a calf color for husky 
brogues and plain toe models, but 
now having wide acceptance in other 
types of heavy smooth leathers as 
well. Preferred by young men for 
wear with town or campus clothes. 


RANGER TAN—Increasing in popular- 
ity as an animated russet tan for 
city wear, especially with cool-looking 
Summer clothes. Sometimes used in 
combination with lighter or darker 
tones, as well as a trim on white 
leathers. Also the leading color for 
cowboy boots in the Western style. 
Adaptable for calf, kip and smooth 
side leathers. 


CHERRYTONE—Well established as 
a successful lighter rend@kion of the 
Cordovan family for casual town 
shoes. Also maintains its firm posi- 
tion as a volume color for shoes in 
heavy smocth leathers, favored by 
young men for wear with collegiate 
type togs. Can be heavily stained 
to take on a more rugged appearance. 
Has wider use in smooth kips and 
sides than in calf. 


COCOA TAN—Endorsed again as a 
popular casual color, especially for 
town wear with light-weight Summer 
apparel. Particularly desirable in 
smooth calf for Summer wear, in 
allover shoes or allied with harmon- 
izing shades. Also used for Spring 
models in combination with lighter 
or darker brushed leathers. 


NATURAL TAN—Although widely 
used for sports and country type 
shoes, this natural tone also rates 
increased favor in Summer casuals 
for town wear, especially in certain 
sections of the country. Suitable for 
elk finish and smooth calf or sides, 
also kips and veals, chrome or vege- 
table tanned. 


BLACK—Black smooth leathers con- 
[TURN TO PAGE 128, PLEASE] 
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Shoes in the News 


SKIPPY FOOTWEAR in New York has extended its line 
of misses’ and children’s slippers to include the growing 
girls’ range up to size 8. The same patterns are carried 





Two patterns from the Beau- 

teens line. Top, satin model 

with pompom trim; bottom, 
brocade sling with bow. 





| 
| 
| 





through all three size ranges. Known as “Beauteens by 
Skippy,” the slippers are available in brocades, satins, 
checks and prints, in sling styles, pompoms and scuffs. All 
have composition soles. 





Gift Wrapping Increases Gift Sales 


P ROPERLY pushed, gift sales can add a lot of long green 
to the shoe store’s profit and loss statement. But gift sell- 
ing, particularly for “occasions” such as Easter, Christmas, 
etc., poses some problems. Not the least of these to the 
often short-handed shoe merchant is what to do with the 
customers who say, “Wrap it as a gift, please.” 

This problem doesn’t bother shoe merchants of New 
Orleans, who worked out a scheme with their. local school 
board to train their salespeople in wrapping customers’ 
gifts smartly, handsomely and economically. The best part 
of the plan is that it cost the stores-nothing. The plan 
would work anywhere. 

What was the secret of the New Orleans plan? Shoe 
merchants there combined with other merchants plagued 
by the same problem to hold cooperative classes. The 
participating merchants took advantage of the George- 
Barden Act, using the distributive education plan for their 
training. ; 

Briefly, under this plan, the Federal Government has 
allotted funds to the states and to county school boards 
to be used for adult training of business men and women 
in all phases of business operation. (Bosses who want 
management training come under the plan too.) To secure 
distributive training for his employees, a shoe merchant 
approaches his local school authorities to request a distrib- 
utive training class. Then the school board contacts other 
merchants to see how many want training for their em- 
ployees in the subjects suggested. A recognized expert 
with years of practical experience is hired to handle the 
teaching. He is paid for out of the funds allotted for dis- 
tributive education. 

In New Orleans the gift wrapping classes were taught 
by Arthur Shank, an authority from Maison Blanche Co., 
a large New Orleans department store. 

[TURN TO PAGE 98, PLEASE] 
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REG. 
U. S. PAT. OFF. 


STYLE 485 


Style 485 Brown and White 
466 Red and White 
481 Black and White 
482 Green and White 

Sizes 3% to 11 AAAA to C 


Favored on and off the cam- 
pus—by high school and college stu- 
dents—for their style, wearability and 
color. Genuine Goodyear welts with 
quality in every inch. 16 Iron sole with 
reduced shanks. Priced right to sell 
on sight. Write for our catalog of 
juvenile shoes. 


“Look Well-Fit Well-Wear Well” 


NEW YORK OFFICE 


Room 1059 Marbridge Bidg. 
47 W. 34th St.. New York City 


NEW ENGLAND DISTRIBUTOR 
KREIDER-CREVELING SHOE COMPANY 
602 ATLANTIC AVE. ° BOSTON, MASS. 








= MANUFACTURING COMPANY 


oll WAde) Pennsylvania 


| KREIDER’S SONS 
| 





































SELL SLIPPERS... 
2 WEEKS A YEAR 


WITH 





edt hei 


a by GERDA & 
NEW YORK 



















REAL VALUE 
CHILDREN’S SLIPPERS 


They sell fast because of their 
easily apparent value and real 
practicability . . . and you'll 
keep your stock of sizes up 
te scratch with Gerda’s 
easy “daily or weekly 
fill-in plan.” All Pat- 
teras In Stock Always 

in All Sizes. 


No. 251 


All Leather Snap 
Durable Soft Soles 













Colors: Red, Blue 
Sizes: 5-8 $1 -45 
8/,-12 1.60 
No. 241 Felt Gore 
30 oz. Weight Felt 
Durable Soft Soles 
Colors: Red, Blue 


Sizes: 8'/2-12; 12!/2-3 















No. 302 
All Smooth Leather 
Opera. Hard Flexible 
Lecther Soles. 


g 


Colors: Brown, Blue, Red 
Sizes: 5-8, 8/2-12, 12/2-3 
$1.4 


Also Available in Extra Wide 
Widths. Red — Blue Elk 
Sizes: 5-12 


$1.65 











No. 402 
All Smooth Leather Bootee 
Hard Flexible Leather Soles 

Colers: Brown, Blue, Red 
Sizes: 5-8, 8!/2-12, 122-3 


No. 403 chubby’s 


Elk, EEE, Red, Blue 
Hard Flexible Lea- 
ther Soles 


Sizes: 5-12 $2.16 


No. 404 


All Smooth Leather 
Bootee. As Above, 
with Soft Soles 
Sizes: 5-8, 8/2-12 


$1.75 


Send for Catalog 
GERDA FOOTWEAR CO., INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 














Gift Wrapping Increa-«~ Gift Sales 


[CONTINUED FROM 


The next step after finding out any 
students there are for the 
petent instructor to teach them. 


prospective 
taining a com- 
time and place 


classe- 


for the classes—and then proce the salesmen 
and saleswomen. 
The classes took in three tw sions, held one 


1 the Rabouin 
vithout charge 


. oard. The Ra- 


week apart. The place was a = 
vocational school. It was made 
by the Orleans Parish 


(county 


bouin school was chosen for it- isily accessible 
from any section of the city. I to interfere 
with the stores’ selling hours. vere held at 
night. 


tores was for 
ts brought to 
cents wort ns and tissue 
ot the stores 


The only financial outlay 
three boxes of different sizes th 
class, and for a few 
paper with which they were 
allowed their salespeople a doll ‘o cover their 
carfares and dinners. 

To promote the competitive =; 
Shank announced a contest fer 
On the final night of the classes 
a gift job to enter. and an awar 
work. Mr. Shank served as judg 


‘lasses, Mr. 
rapped boxes. 
nt brought in 

for the best 


New Store Has Vi- 
Ore.—The current tr: i visual store 
. well exempli- 
2 store. here. 
Steinbock’s 


ront 


SALEM, 
fronts and modern and attractive 
fied by the new Raémars. Inc. 
The essential soundness of mana; an 





Soft colors of rose and wine, and n 
vide a restful atmosphere which is 
shopping in the new Raé 


woodwork, pro- 
ucive to pleasant 
store. 


e fact that the 
crease in sales 
three years ago. 
ically to attract 
The entrance 

< so that pedes- 
store’s interior 
walk traffic. The 
r-to-ceiling glass 
lized as a third 
with visibility of 


merchandising methods is borne 
store has enjoyed a steady and gr 
volume since it first opened approx 

The front of the store was design: 
attention and to bring traffic inside 
is set back several feet from the 
trians can look at window display- 
while standing out of the stream 
interior is clearly visible through 
front. The space behind the front is 
window display area without inter! 
the interior. 

Raémars features the salon type ‘rior display, as 
Mr. Steinbock feels that this is the =t effective method 
for merchandising women’s shoes. It was designed to ap- 
peal primarily to the middle income group of buyers, and 
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this is the price range of merchandise which is featured. 
The store handles good quality, brand name merchandise. 

Color has been used to good effect in the interior. There 
is a wine color rug and rose walls. Woodwork is light, 





A floor to ceiling glass front features the exterior of the 
new Raemars, Inc., in Salem, Ore. Entrance is set back 
from the sidewalk to permit window shopping. 


natural finish birch. Customers can inspect themselves in 
new footwear in any one of four full-length mirrors. Chairs 
are attractively .tyled with alder frames and beige tone 
plastic leather seats. Dimensions of the store are 20 x 80. 

The main purpose of the layout. Mr. Steinbock empha- 
sizes, was to present a store which is always “open for 
inspection. Clerks are specifically instructed not to high 
pressure customers, but to give them the feeling that they 
are free to look around whether they are in a buying mood 
or not. This purpose has been accomplished, he feels, and 
is a principal factor in the store’s growing success. 


Editorial Outlook 


| CONTINUED FROM PAGE 60] 


Government financing is not a matter for which the 
President alone is responsible. His responsibility is 
shared by the Congress. There has been plenty of 
oratory about economy in Congress, but when it came 
to a point of decision in House or Senate. a majority 
to resist the pressure for more spending was found lack- 
ing. Politics and pressure groups played a large part in 
that situation. 

Perhaps it is not too late to bring about a change of 
heart in the minds of enough members of the Congress 
to erase the deficit, or at least avoid increasing it, at the 
next session. Many members in the past have been per- 
suaded by convincing expressions from constituents 
back home. especially when an election year looms in 
the offing. Merchants. industrialists and workers in 


— 


business and industry have vital interests at stake in 
this matter. They should make their views known to 
representatives and senators and not permit the case 
for more spending, bigger deficits, increased debt and 
ultimate disaster to go by default. 
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INDOORS OR OUTDOORS 


MONDL Has THE ANSweR 


a Profit-wise, Style-wise twosome for women 
inspired by the legends of Sherwood Forest 


ROBINHOOD — 


the slipper that will make your campus and 
Christmas promotions a certain success. 





Suggested 
Rete Price 
#S 703 Sueded Cowhide te, See 
#K 703 High Grade Kid $6.95 


Both with electrified shearling lining and flexible split bend soles. 
Sizes 4 to 9. Red, Brown, Blue, & Green. 


BOOT-SHU — 


the outdoor sport shoe that fills the need for a 
flexible, light shoe that is warm and cozy. 


= 





netet Price 

= 803 Grain Elk : $8.95 
Brown, Black. Red. & Green 

# 903 Sueded Kip . $9.95 


Grey, Natural. & Brown 
Both with natural crepe soles and rawhide laces. Sizes 4 to 9%. 


Gef in the Mond! profit parade today. Send 
your order in right away for prompt delivery. 


The MONDL MFG. CO. Ji. 


38-42 OTTER STREET ° OSHKOSH, WISCONSIN 


In New York— 


Marbridge Bldg. 


in Los Angeles— 
Lenakershim Hote! 


In Chicago— 
Republic Bidg. 














































Leathers on Display at Tanners Showing 


White 

Infanta Calf 
Cafe Brown No. 332 
Cognac Brown No. 426 
Admiral Blue No. 337 
Black, White 

Velvetta Suede Calj 
Cafe Brown No. 102 
Cognac Brown No. 11 
Cocoa Brown No. 200 
Green Pepper No. 107 
Admiral Blue No. 13P 
Black 


IRVING TANNING 
COMPANY, INC. 
Irvtan 
Irvalex 
Unique 
In Official Spring colors 


Il. M. KAPLAN, INC. 


Elk, Smooth Sides and Prints 
Admiral Blue, Cherry Red. Green 
Pepper, Cognac Brown, Cafe 
Brown, Turftan 


KIRSTEIN LEATHER CO. 


Full Line of Official Colors in Kips, 
Extremes and Side Upper Leather 
for men’s, women’s & children’s 
shoes 

Suede, Lining & Flexible Splits 


KORN LEATHER COMPANY 


Slipper Sole Splits in All Colors 
Chrome Elk & Smooth Sides in light, 
medium and heavy weights for 
lined & unlined shoes 
Black, White, Blue Sparkle, Playred 
Irish Green, Admiral Blue, Cherry 
Red, Turftan, Army Russet 
Suede Splits 
Black, White, Brown 
Glove Splits 
Drab, Yellow 
Retan Sole Splits 
Chrome White Sole Splits (for athletic 
& playshoes) 
Gussets 
Work Shoe Splits 


KROY TANNING COMPANY, INC. 


Chrome Linings 
Grey No. 196, 751 
Beige No. 363W, 123 
Waterlily No. 127 
Black, Brown 
Pastel Blue, Pastel Green, Pastel 
Pink 
Vegetable Linings 
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Grey No. 196, 751 
Beige No. 363W. 123 
Waterlily No. 127 
Suede Linings 
Waterlily, Grey, Beige 
Cape 
Red, Green. Blue. Black, White, Yel- 
low 
Calf Sheep Smooth 
Saddles 
Tan Saddle, Oxblood Saddle 
Nevelty Leather 
Various Colored Marble & Pony 
Suedes 
Various Colored Garment & handbag 
Suede 


A. C. LAWRENCE LEATHER 
COMPANY 


CALFSKIN 

Men’s, Duro (Smooth) 
British Tan No. 900 
Brown Oak No. 933 
American Burgundy No. 965 
Ranger Tan No. 978 
Black 

Women’s, Moda (Smooth) 
Turftan No. 600 
Cognac Brown No. 601 
Cafe Brown No. 602 
Admiral Blue No. 603 
Cherry Red No. 604 
Green Pepper No. 609 
Black, White 


SHEEPSKIN 

Barilla 
Grey No. 69 
Black No. 101 
White No. 106 
Fawn No. 127 
Waterlily No. 151 
Green No. 158 
Brown No. 168 
Grey No. 197 
Waterlily No. 222 

Colored Linings 
Russet 
Tan No. 15 
Black No. 101 
Fawn No. 127 
Waterlily No. 151 
Brown No. 168 
Grey No. 197 
Tan No. 500 

Reverse Linings 
Fawn No. 127 
Waterlily No. 151 
Grey No. 197 

Playshoe 
Blue No. 300 
Black No. 305 
White No. 306 


Red No. 312 
Continental Green No. 313 
Cherry No. 314 
Army Russet No. 317 
Wine No. 318 
Shearlings 
Nutans for Slippers & Garment Lin- 
ings 
Barks for Slippers & Vests 
Lawroton (Mouton) Colors for Slippers 
Red. Wine. Royal Blue, 
Brown, Pastel Pink, Pastel Blue 
Electrified Colors for Cuffs & Collars 
Beige, Grey 
Whites for Novelties & Linings 
Capelt for Slippers 
Turftan, Wine. Walnut. Red. Royal 
Blue, Pastel Blue, Pastel Pink, 
Metallic Royal Blue-Wine, Pastel 
Blue-Walnut 
Colored Backs for Slippers 
Red, Wine, Blue. Brown 


SHoE Sipe Upper LEATHER 
Men’s Colors 
Sunset Keena—Smooth— Retan— Ani- 
line 
Golden Sunset No. 200 
American Burgundy No. 201 
Tawny Tan No. 202 
Golden Harvest No. 204 
Keena—Smooth—Retan—Semi Aniline 
British Tan No. 231 
Manhattan Brown No. 252 
American Burgundy No. 265 
Cherrytone No. 267 
Teeko—Smooth—Chrome—Semi Ani- 
line 
American Burgundy No. 11 
Tawny Tan No. 12 
British Tan No. 15 
Gun Metal—Smooth—Chrome 
Black No. 9 
Cognac No. 32 
Brown Oak No. 36 
British Tan No. 42 


NUBUCK 
Women’s Colors 
Gun Metal—Smooth—Chrome 
Black No. 9 
Admiral Blue No. 17 
Green Pepper No. 23 
Playred No. 26 
Cognac No. 32 
Turftan No. 41 
Town Brown No. 46 
Hikon—Boarded Elk 
Black No. 709 
Manhattan Brown No. 718 
Cherry Red No. 753 
White No. 762 
Irish Green No. 765 
[TURN TO PAGE 110, PLEASE] 
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Gane way 


FOR SUCCESSFUL 
SELLING? 





WITH 


Royalsteel 


MODERN SALON 
FURNITURE 


. «. in Gangs, Single Chairs, 
Lounge Pieces and Accessories 


<é 1a these superbly 
OO styled installations by 
Royal. They offer you lowest 
maintenance, extra-long wear— 
your best furniture investment 
by far. For special literature, write 
our Display Division today. 


,U, 
ey ATRON PLEASERS, 








No. 811 Chair in Gang shown... from 
Royal’s exciting new ‘‘800’’ Series of 
colorful square-tube designs. 














BY THE MAKERS OF 





4 

ROYAL METAL MFG. CO. 
175P N. MICHIGAN AVE., CHICAGO 1 
New York + Los Angeles + Preston, Ontario 
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J. J. Moran Now with 
American Shoemaking 


NEw YORK—J. J. Moran, vice-presi- | 
dent of Shoe and Leather Reporter, | 
actively identified with the organization | 





J. J. MORAN 


for 30 years, resigned as of September 
Ist to become executive vice-president 
of the Shoe Trades Publishing Co., 
wherein he has acquired a joint-control 
interest with Frank A. Rogers and 
Fred M. Moynihan, as publishers of 
American Shoemaking, The Leather 
Manufacturer, The Shoe Factory Buy- 
ers’ Gyide and The American Shoe- 
making Directory of Shoe Manufac- 
turers. 

Popularly known in trade circles as 
“Jack” Moran, his long association with 
the industry thus continues in a new 
affiliation to which he will contribute his 
acknowledged capabilities. 

In addition to participating actively 
in the formulation of management and 
development policies he will continue his 
business contacts with the industry, 


making his headquarters in New York | 


City and assuming direct management 


of servicing the trade in the New York, 


New Jersey and Pennsylvania areas. 





Boot Factory Moved 


Ext Paso, Tex.—The Bronco Boot 
Company factory here has recently been 
moved from 202 West Eighth Street to 
317 Mills Street. A feature is an attrac- 
tive display room facing the street com- 
plete with show windows and decorated 
in Western style. Owner of the com- 
pany is G. N. Flores. 





Loses Lease; Closes Store 


ELmirA, N. Y.—The Shoe Center, 210 
W. Water Street, announces it has lost 
its lease and is going out of business. 
Its entire stock of men’s, women’s and 
children’s shoes will be sold. 





Buy Savings Bonds 

















CUT 
SUNBURN 


from your display costs 





with hufta- Chem 


TRANSPARENT SHADES 


Never again need you take big losses 
on sun-damaged display merchan- 
dise...nor bother with awnings that 
can’t protect against reflected light, 
or canvas strips that hide your best 
advertising. Just install famous Infra- 
Chem Transparent Shades! This ex- 
clusive “miracle material” shuts out 
fading ultra-violet rays, yet keeps 
your windows attractively visible all 
day. Many other advantages, too! * 
See why over 75,000 merchants now 
cut costs and boost sales the Infra- 
Chem way. Write for facts—TODAY! 








MAIL COUPON TODAY 
‘for free hfraChem data 











@ YES—Rush me new brochure, samples of % 
. Infra-Chem, and estimate data. All : 
1: without charge. t 
i 

. maa Position : 
4 8 
© STORE NAME 7a, ae 
' 4 
O ipnntss TS-254 (496 : 
© ) e 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 149-H 


Los Angeles 12, California 
*CAUTION: Infra-Chem is our secret, 
exclusive process. Beware imitations! 


























NINE YEARS BEFORE THE CALIFORNIA GOLD RUSH 
SHOEMAKING ARGONAUTS USING KISTLER.SOLE LEATHER 
FOUND GOLD IN THE STREAMS OF TRADE — — 





then, as it is now, to stand up. “Gold,” 
said, 
well, you've got to prime the pump to 


is much like that. 


shoes with an outstanding feature- 





The Ba! 


cowboy boots 
for names of manufacturers 





This year marks the first century since the Cali- 
fornia gold rush in 1849, after gold was discovered 
at Sutter’s Sawmill on the American River the year 
before. Forty-niners wrote history. Very likely some 
wore shoes bottomed with our leather. It was known 


“ic where vou find it but, like water in a deep 
get it out.” 
Getting gold—profits—out of your stock of shoes 
An appealing feature incor- 
ported in their construction. like priming the pump, 
results te your advantage. Increase turnover, gain 
customers and hold them, swell profits by selling 


KISTLER SOLE LEATHER 


For Men's, Women's and Chidres’ s Shoes 
(IT MAKES ANY SHOE A BETTER SHOE) 


dic shoes ; 
Past-sel lines of strect, dress, sport, work and orthope 
a ond lumbcrmen’s shoes are bottomed with it 





someone 


[STRONG FIBRE STRUCTURE | 


THOROUGHLY TANNED 
UNCOMMONLY FINE GRAIN 
UNIFORM RICH COLOR 
FLEXIBLE IN ALL IRONS 


FIELD-TESTED FOR WEAR 








Write 














TREET 
WESTERN DEPT. IN CHARGE OF F. A. SHACKELFORD, 744 NORTH FOURTH ST. MILWAUKEE 2, 


BOSTON 14. MASS. 








Guthrie Is Buyer for 
Volk Green Room Shoes 


A news item in the August 15 issue 
of BooT AND SHOE RECORDER listed key 
personne] of the new Live Oak subur- 
ban branch of Volk Bros. Company, 
Dallas, Texas. The item stated that 
T. V. Guthrie had been named women’s 
shoe buyer for all Volk stores. This 
statement was incorrect. The facts re- 
garding personnel in the Volk Bros. 
organization, as recently announced, 
are as follows: 


T. V. Guthrie has been named buye>= 


102 


of all women’s Green Room shoes, that 
is, all women’s shoes to retail under 
$12.00 with the exception of casual 
shoes and women’s house shoes, for 
which Kelly Acord has been named 
buyer. George Richard is buyer of all 
women’s shoes above $12.00 retail. B. 
D. Abney continues as children’s shoe 
buyer in addition to his duties as man- 
ager of the new Volk’s Live Oak store. 
Mrs. Nell Donaldson assists Mr. Abney 
in buying children’s shoes. Jack Selby 
continues as men’s shoe buyer and 
Herman Ehlert, vice-president of the 
company, heads the seven-man_ shoe 
buying staff. 








Improvement Noted 


In Leather Market 


CHICAGO—Some improvement in buy- 
ing has been noted recently in the leath- 
er markets. There is a slightly firmer 
trend in the most desirable grades. It 
is reported that tanners’ stocks are 
small, but looking at the picture from 
the rawstock side, there is a good back- 
log of sole leather hides. In another 
month, the grass cattle run will get 
underway and then the hides will be 
lighter. The leather markets, however, 
are still in a formative state, with tan- 
ners waiting for a well-defined price 
structure to guide them in future trad- 
ing. It’s difficult to forecast the future, 
but one thing is certain—trading is 
continuing on an individual basis rather 
than on the broad scale that tanners 
would like. Firming rawstock quota- 
tions on the one hand and requests for 
lower quotations on leather on the other 
have made tanners a bit cautious. How- 
ever, hide dealers said recently that tan- 
ners who refused to pay the prices asked 
for rawstock when quotations were 
stable are now paying more for the 
same hides. 

Kid leathers are in fairly good de- 
mand, particularly black suede. Also, 
black glazed kid is getting some calls. 
Brown is definitely the next best color 
choice at the moment. The one bright 
color that is taking well in kid leather 
for Fall is green, but tanners are now 
preparing kid leather in colors for 
showing at the Leather Show this 
month at the Waldorf-Astoria. It is ex- 
pected that white glazed, suede and 
crushed will be in demand in the 
Spring. 

List prices on sole leather have not 
changed materially. There is more in- 
terest in heavy bers than in mediums 
or lights. 

The calfskin market is still unsettled. 
There has been a leveling off after 
some price reductions in August. There 
is more interest in men’s medium and 
better grades, than for the bottom se- 
lections, which tanners are finding hard 
to move. In wemen’s weights, the situ- 
ation is the reverse. The top selections 
are not wanted at today’s prices, but 
the medium and lower grades are get- 
ting more call. 

Interest is in the two extremes of 
side leather—the better and cheaper 
grades—with less demand for the mid- 
dle tannages. The heavy aniline types 
are active. 

Sheep leather tanners have been try- 
ing for fractional price increases, but 
most sales are at steady prices. How- 
ever, quotations are firm and the buy- 
ing active. Several selections of sheep 
leathers are selling well. These include 
russets, boot linings, specialty and slip- 
per sheep leathers, shoe linings, ete. 
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BLACK PREDOMINATES FOR 
FALL IN BOSTON 


S HOE retailers in Boston experi- 
enced the usual August lull—a com- 
pound of vacations and intense heat 
—despite which, during the third 
week, at least some stores displayed 
early Fall styles while continuing 
their Summer sales. In the former 
category, black suede was easily the 
leader, and merchants feel that it 
will be good for some time following 
the opening of Fall buying. A few 
predict that this year’s Autumn vol- 
ume will be better than the corre- 
sponding period of last year. 

In a window devoted to youthful 
fashions, the Thayer McNeil Com- 
pany showed a chocolate brown ox- 
ferd with yellow laces and rubber 
sole. looking like a cut-down ski boot. 
at $7.95; suede oxfords with crepe 
soles and smooth leather blucher ox- 
fords in brown, also with crepe soles. 
Among the dress types were black 
suede pumps with closed toes at 
$12.95. 

Fall styles shown at Wilbar- on 
Tremont Street included more black 
than any other color. among them. 
black suede with a net insert in vamp 
at $9.95: ankle straps with lattice 
vamp in the same material and color. 
also at $9.95: and black suede pumps 
with short vamps and closed toes at 
$10.95. 

The Walk-Over Tremont Street 
continuing its Summer sale. 
offered a wide variety of patterns in 
casuals and dress shoes in red. green. 
blue and gray at prices ranging from 
$8.88 to $12.88. 

Filene’s Little Shoe Shop. where 
inexpensive lines are carried. com- 
bined its Fall showing with its Sum- 
mer sale. Fall styles were mostly 
black with a few browns. Being 
pushed were black suede ankle straps 
with cut-out vamps, plain pumps. 
some with closed and some with 
open toes, all at $6.95. Included in 
Summer sale styles wer reptile wedge 
heel numbers in yellow, green, red 
and multicolor. 

The Enna Jettick store. concluding 
its sale, offered Fall shoes only. There 
were combinations of suede and 
smooth black leather at $9.95: all- 
over black suede at $8.95: and black 
smooth leather styles at $6.95. 

Kay’s-Newport store at the corner 
of Tremont and Boylston Streets. 


store, 
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pushed casuals and dress shoes for 
the school and college set. Among 
the casuals were hand-sewn moccasin 
types in brown at $8.95, while dress 
styles included black suedes. colored 
reptiles, and brown smooth leather 
pumps and oxfords at prices ranging 
from $10.95 to $14.95. 

A few stores outside of the main 
shopping — section reported success 
with sales at as low as $1.99 for 
left-over casuals and whites on which 
women were stocking up for late 
vacations and house wear during the 
early Fall months. Bargain base- 
ment shoe departments also were well 
filled for the first two davs of the 


third week in August. 
* * * 


COLLEGE SHOES DOMINATE 
PHILADELPHIA SALES 


“Lers have lots of shoes for the 
college crowd,” seems to be the 
theme in practically every shoe store 
in Philadelphia from downtown 
Chestnut Street to outlying section< 
of the city. According to the variety 
of styles and materials. it looks verv 
much as though these shoes will at- 





[NI... 








We", \, 


OOF ce , 
1 Miler presents from # new fell collection } 
} 


woe oe cont Be Nog Shem comeing te cot 
wth sherry wade 1495... the Figpant Flapjack i= 1] 
gh phar wade grey blocs o 6 brows ond sherry { 
combine 16.95 ... Bow-Peap, the wudgie in ved o greet iy) 
call 15.95... the fabulows Noughty Shank in genvine ie 
Hiquier 20.95, in red or green langeter 19.95 
| tes ametits sneer + 835 weet stventa svecer 


Four styles in fashionable low heels, 
featured by the |. Miller store in Los 
Angeles, Calif. 






tract wearers who don't go to college 
but like to be fitted with shoes that 
are comfortable and smart. The num- 
ber of career girls who will ask for 
these new styles is expected to exceed 
that of the college trade for whom they 
were originally designed. 

A few years ago there were three o: 
four “bread and butter” styles that 
appeared to be the mainstay of shoe 
stocks. and stores that carried these 
shoes along with women’s did not 
stress them. Today the same shoes 
that served college girls and other 
students have developed into so many 
attractive versions of the originals 
that many shoe stores feel the neces- 
sity of expanding the lines intended 
for those who go to school. The in- 
creased number of colorful ads ap- 
pearing in national magazines set- 
ting off sport and casual shoes have 
made shoe buyers feel that wider 
stocks in this field are needed in 
their stores. They know that all the 
eye-catching ads and displays are 
going to make customers want to buy 
more than one pair at a time. 

Materials in some of the new cas- 
uals for Fall include pony, pigskin. 
suede, calf. ostrich. lizard, and many 
combinations both of colors and ma- 
terials. Leading colors are dark 
green. wine. and shades of tan. There 
are styles with straps placed in any 
manner wanted and also casuals with 
laces. Slip-ons that slant down at the 
instep like a d'Orsay pump, stitched 
around the edge. are new also. 

* + * 


NEW YORK FALL 
BUSINESS STARTS LATE 
Very little could be reported about 


the women’s shoe business in New 
York at the middle of August. The 
unseasonably hot weather kept cus- 
tomers out of the city and out of 
the stores. so that the early Fail busi- 
ness which might have been expected 
by this time has barely begun to make 
itself felt. 

A few suedes have sold. 
black, but a few navy blues also. 
Most suede shoes now being promoted 
are opened-up patterns on platform 
soles and a variety of heel heights. 
the low and medium range outselling 
the high. A few closed shoes are 
also being featured by high style 
stores. One store. catering to women 
who look for real comfort features as 
well as a certain amount of style, has 


mostly 
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been selling a closed stepin combin- 
ing suede and nylon mesh in the 
elasticized portion. 

Besides suede, some reptiles are 
being promoted by the stores, alliga- 
tor and alligator lizards in particular. 
One high style department has intro- 
duced an ostrich pump to go with 
“college or career clothes.” 

While the real back-to-school busi- 
ness has not yet started, some young 
styles on flat heels are being featured 
and sold in a limited way. The bright- 
est spot in the shoe business right 
now, according to a number of mer- 
chants, is in the casual departments. 
One retailer says that the same thing 
is happening in his store as happened 
last Fall—customers are buying cas- 
ual types to “fill in” for the last 
weeks of warm weather. He has 





bought new Fall casual styles for 
this business and reports that they 
are moving nicely. 

One high style store has made the 
unusual move of advertising new Fall 
suedes at a reduced price for the 
month of August. In September. so 
the advertisement reads. the price 
will go up seven dollars. All stores 
are finding first Fall shoes moving 
very slowly, if at all. but merchants 
are looking forward to good business 


a little later in the season. 
* * * 


ST. LOUIS STOCKS 
IN GOOD CONDITION 


CLEARANCE sales this Summer. 
although described by buyers as only 
moderately successful. have. along 
with months of restrained buying by 
shoe merchants, greatly improved in- 
ventories from the standpoint of 
having reduced stocks of unwanted 
merchandise. Thus, St. Louis shoe 
buyers face the Fall selling season in 
relatively good shape. Summer busi- 
ness has been spotty. however, and 
Fall buying has consequently con- 
tinued on a cautious plane. Numer- 
ous buyers have reported they have 
held off on making heavy commit- 
ments for Fall for this reason. Others, 
however, have stated that such buy- 
ing tactics are not due to the slow 
tempo of Summer sales, but are the 
beginning of a new competitive pat- 
tern of buying, which they believe 
will be continuing. 
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"Black Diamonds" was the way in 
which Rich's in Washington, D. C., 
described their cut-out suedes. 





In other words, they point out that 
from here on out, shoe merchandising 
will follow a more coordinated pat- 
tern between producer and manufac- 
turer than it has for many years. 
with producers sharing a larger por- 
tion of the ups and downs of retailing. 
This will be evidenced, say some buy- 
ers, by retail merchants depending 
more and more on quick reorders 
from producers, and the tendency to 
spread out their buying over the full 
course of the selling season. rather 
than to commit themselves for the 
bulk of their inventory in advance. 

“It simply marks the return of 
competitive practices.” said one buyer 
recently. “to an economy which has 
been moving in that direction for two 
to three vears. The strategy of shoe 
merchandising is now catching up 
with a condition which few of us have 
been willing to admit existed until 
recent months.” 

Buyers agree that there is danger 
in not having stocks up to adequate 
depths in sizes at the height of the 
selling season. but they also point 
out that a “policy of close inventory 
control” is necessary. by emphasizing 
a belief that the fellow who attempts 
to please everybody through variety 
of patterns is apt to suffer. 

* * * 


CUSTOMERS MORE SELECTIVE 
IN BALTIMORE 


In spite of lower than usual (in some 
stores) reductions in Summer foot- 
wear over the months of July and 
August, buying in Baltimore has 
been, in general, more leisurely, more 
selective, and consumers are not tak- 
ing second choice. They have been 
holding out for just the thing they 
want, despite lower prices. 

Reports are that multicolored cas- 


uals went exceedingly well, especially 
in reptiles, calf and suede. One store 
reported interest in bright red and 
bright green reptiles. White doeskin, 
wheat, tan and natural straw were best 
sellers for one department store shoe 
section. 

Pumps and wedges were selling 
well; there was still a demand for 
sling pumps, platforms, sandals and 
ankle straps. 

Buyers stated that volume of busi- 
ness on the whole decreased over the 
same period for 1948. One buyer ven- 
tured to put it at 15 per cent less 
volume. another stated that business 
was on a par with last year and a 
third refused to give statistics but 
maintained that there had been a 
definite drop in sales. 

Most of the daily and Sunday news- 
papers over the July and August 
period consistently ran “price ads” 
with few illustrations. Noticed was 
Hess’s last reduction on their main 
floor (N. Howard St.) —at $5.99. 
Last year the price was $6.50 at the 
end of the season for name brand 
shoes. Many stores unloaded casuals 
as low as $3.69. The latter price 
was found at Hahn’s for shoes that 
were formerly as high as $8.95. 

Windows. too. were devoted to 
promoting price reductions rather 
than current shoes. 





BLACK LEADS IN 
MIAMI SELLING 


BusINEsS in Miami during the past 
few weeks has been very black. par- 
ticularly with the college crowd. More 
black shoes have been sold than at 
any other pre-college period. 

The one-time campus classic, the 
two-tone saddle oxford,. has given way 
in popularity to the low heel, high 
fashion black suede model. This, ap- 
parently, is a “must” for every col- 
lege girl. These shoes, usually of 
wedge design, have more or less de- 
tail. Some have cut-outs, others are 
barred and strapped across the in- 
step. But all are smart and new. 

Whether the picture will be the 
same during the next few weeks when 
high school wardrobes are being as- 
sembled, seems to be a disputed ques- 
tion. Among shoe men there is the 
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Trade Literature 


Complete Dealer-Aid Package 
Offered by Winthrop 


To the veteran shoe store operator 
or the young man who wants to open 
his own store for the first time, the 
Winthrop Shoe Company of St. Louis 
has made available a valuable package, 
covering all phases of independent re- 
tail shoe store operation, known as 
“Winthrop’s Plan of Profitable Action.” 

This package, compiled in loose-leaf 
reference form and bound in letter-size 
folders, contains detailed information 
and know-how on shoe stores from the 
way to figure mark-ups to the problems 
of inventory control. 

Containing 12 chapters, the plan cov- 
ers: general management, balanced in- 
ventory control, sales management, re- 
tail salesmen’s training program, the 
Winthrop market analyzer, how to sell 
the youth market, selling to the adult 
Winthrop market, selling the boy’s 
market, how to sell extra pairs, nation- 
al advertising, dealer advertising and 
dealer public relations. 

“For many years,” says Paul Atkins, 
Winthrop general manager, “the great 
shoe chains have demonstrated that 
sales can be vastly increased and sharp 
economies effected through organized 
planning based on coordinated national 
experience. So we are providing inde- 
pendent retailers with an operating pro- 
cedure service similar to those which 
every chain provides its subsidiaries.” 

But Winthrop’s plans are not to stop 
with this book. “We will keep it a liv- 
ing and continuous one,” says Mr. At- 
kins, “maintaining retailers’ interest 
and enthusiasm at a high pitch by add- 
ing periodical supplements at regular 
intervals.” 


Drawing on its own experience of 
many years, Winthrop seems to have 
overlooked nothing in its plan to aid 
the retailer. In the chapter, “Selling to 
the Adult Market,” for example, re- 
tailers are told of the kind of men who 
buy Winthrop shoes: their age groups, 
occupations, income, social activities, 
hobbies, sports, travel and family in- 
terests. With this knowledge, the dealer 
gains an excellent picture of his pros- 
pective customers which should enable 
him to be more efficient in meeting their 
needs. 

The Market Analyzer is one of the 
unique features of this plan. With it, 
the retailer can determine approximate- 
ly how many men’s shoes in the Win- 
throp price bracket are sold in his mar- 
ket, what share of this market he is 
getting, and where he can get more 
volume. The use of this analyzer is 
quite simple: a blank form, which is 
included in the plan, is filled out with 
local figures by the retailer, who sends 
it to the company where it is worked 
up with the pertinent information on 
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THEO TAP TIE 


Style 17—New 
‘“‘Feather-flex”’ 
construction with 
over-the-toe 
master taps, un- 
attached, in black 
patent or white 
leather. 

Child’s 514/12, M $2.50; Misses’ 1214/3, 
A &C $2.75; Girl’s 314/9, AA & B $3.00. 


HARD TOE BALLET 
$4.00. Bunny toe 


di 
pads for use with 


Style 18, M & L, per pair, $ .50. Full and 
half sizes, 10/1214, D; 13/6, C & D. 







Style 18—In pink 
Satin only, with new 
“Feather-flex” con- 
struction, no break- 
ing in required, 


ACROBALLET 
_SANDAL 


= 43 
Style 1—Sueded 
elk sandal in fawn, 
black, white, red 
or green, $ .75. 
Style 8C—Same 
as style 1, with 6-iron crepe rubber sole, 
$1.25. Full sizes, child’s 8 to women’s 9, 
one width. 





leather ; 
fae 30 


* 


HANDMADE + HAND-LASTED 


There is a service charge of 15c per pair on 
orders for less than 12 pairs of a style; 
| 25¢ on 3 pairs or less. Terms—Net 30 days. 
| ORDER NOW! 






PLEATED-TOE 
BALLET 


Style 10—Unlined colt 
leather in black or 
white, with non-skid 
sueded elk leather sole, 
$1.90. Style 12—Same 
as style 10 with FULL 
LINING, $2.00. Style 1] 
—FULL SOLE PRACTICE BALLET, same as 
style 10, with full sole, $1.90. Full and half 
sizes, child's 8 to women's 9, one width. Small 
sizes include elastic across instep. 
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DANCE FOOTWEAR 


WORLD'S LARGEST DANCE FOOTWEAR 
MANUFACTURER AND DISTRIBUTOR! 













PRIMA, Ine. 


° : 705 Ann Street, Columbus 6, Ohio 





his area, and returned as soon as pos- 
sible. The objective of this analyzer is 
to help the retailer plan to get more 
business in today’s competitive selling 
era. 

Probably one of the most profitable 
chapters is the one on public relations 
for Winthrop dealers. Now that the 
seller’s market has been replaced by 
the buyer’s market, it is explained, the 
retailer will have to have more than 
just a good pair of shoes to sell. If his 
public relations program is weak, he 
may be able to lead a man to his store, 
by the prestige of his shoes, but he 


may not be able to make him put on 
those shoes. All business is getting 
along with people. Winthrop says it this 
way: 

“Public relations is nothing more or 
less than the fine art of making friends.” 
Also stressed is the importance of be- 
ing of value to the community, or be- 
ing part of the community. This has 
always been one of the reasons that 
small retailers have experienced the 
success they have had. This ability of 
the small retailer to be on ciose and 
intimate terms with his customers is 

[TURN TO PAGE 109, PLEASE] 
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opinion that the high school miss will 
not willingly give up her saddle ox- 
ford even for the newer black flat. 
Black is very much in evidence in 
the early Fall showings. It has en- 
tered the picture for Winter right on 
the heels of the college girl's selec- 
tion. High style early showings are 
presenting open toes. closed toes. sling 
pumps, classic pumps. instep strap 
and ankle strap. flat or wedge heels. 
baby Louis, the military heel and the 
scooped-out heel—all in addition to 
the slimmed-down medium heel. All 
are in the picture right now, but what 
will become the favorite it is too early 





to predict. 
Velvety charcoal 
ranking first. 


black 
Next in importance is 
a lustrous black calfskin. 

There appears to be considerable 
interest in bows and swirl trim. This 
may be in keeping with the predic- 
tion of several of the better known 


suede is 


shoe merchants who feature high 
style numbers. that the Fall will de- 
mand a dressmaker touch to the shoe. 
There is an elegance to these early 
showings that has been absent for 
many years. Perhaps the heavy lean- 
ing toward velvet and other rich fab- 
rics for Fall and early Winter clothes 
may be the reason. One can hardly 
picture a woman in a flowing skirt 
of velvet with anything but a grace- 
ful feminine shoe of rich material. 

Some colors in the soft muted tones 
are being shown for afternoon wear. 
Brown is creeping up the scale as a 
high fashion color. and there is a 
sprinkling of blue. but not very much. 
One shoe buyer is looking forward 
to some activity in bronze later in 
the season. 

* 8 


COLLEGE STYLES LEAD 
CHICAGO SELLING 


BACK-TO-COLLEGE styles predomi- 
nated in Chicago retail shoe promo- 
tions during the first few weeks in 
August. Dark shoes to wear late in 
the Summer and into Full were also 
being advertised and promoted, and 
a few were selling. Continued hot 
weather, however. has slowed Fall 
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buying in practically all departments, 
including shoes. 

The exception to this statement 
was in all college girl merchandise. 
which has sold exceedingly well this 
year. Although buying trends have 
followed early season predictions. 
there have been some new develop- 
ments. There has been a big demand 
for black flats, both plain and with 
straps. Low heel oxfords and tailored 
pumps have also been selling better 
to this trade than in a number of 
years. Marshall Field & Company in 
a college style show and in depart- 
mental displays has been stressing 
fringed tongue brown oxfords and 
square toe pumps. Black 
pumps in kid or suede appear to be 
the leading date shoes. Casuals have 
been selling well for campus wear. 
and loafer-types and saddles about as 
usual. 

First dark suedes in regular selling 
are concentrated chiefly on pumps and 
very open sandals. Ankle version 
sandals. about 50 per cent of them 
with platforms, are expected to be 
high in demand this Fall. with green 
and blue in heavy demand. About 
60 per cent of dress type shoes sold 
this Fall are expected to have either 
open toes or heels. 

Chicago retailers are 
about Fall business. A prolonged 


brown 


optimistic 
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Colfskin polished ond perforated, 
brown or block with mid-heels. 
Or block suede with toll heels. 
Shoe Box, Sth Floor 


CRAS. A. STEVENS & CO... STATE STREET 











Butterfly bow pumps, to accompany 

butterfly hats and sleeves, were of- 

fered in this.ad by Chas. A. Stevens 
& Co., Chicago. 


hot Summer has helped materially 
in clearing stocks, so that most in- 
ventories are in better condition now 
than they were a year ago, with few 
except the staple styles left to carry 
over. Most retailers reduced their 
low end play shoes and casuals to 
extremely low figures and cleared 


out their stocks well. 
* * * 


EXPECT REVIVAL OF 
BUSINESS IN DETROIT 


Motor CITY shoe men have re- 
fused to become pessimistic, despite 
the fact that July proved such a poor 
month that most of them want to for- 
get all about it. The hot weather. 
coming in with a wave of humidity 
that was exceptional even for this 
climate, proved a major depressant 
to most types of businesses, and the 
return of another similar wave in 
August was a second factor that made 
this past month likewise dubious. 
General opinion, however, is that 
the Fall should see a marked revival 
of business, for the simple reason that 





advance Fall lines have not been pur- 
chased during the past two months, 
contrary to former years, and cus- 
tomers will be forced to shop to main- 
tain wardrobes. This weather-induced 
deferred purchasing is thus slated to 
be a boon to Fall business. 

The situation looks better in terms 
of pairage than of dollars, reflecting 
a condition that has some shoe men 
gravely concerned for the long-time 
effect. This is more true in women’s 
lines. and to some extent in children’s. 
than in men’s. as a result of a gen- 
eral down-grading in price by cus- 
tomers. Independent stores have been 
feeling the inroads of lower standard 
price lines at chain store competitors 
more heavily than in a long time. In 
the average neighborhood, the $7.95- 
$8.95 women’s lines appear to be typi- 
cal of those worst hit, with customers 
seeking $5-$5.95 shoes instead. 

Contrary to an earlier trend. the 
emphasis upon quality despite price 
appears to have seriously diminished. 
Neighborhood store owners report 
that the average woman customer no 
longer insists upon quality, or dura- 
bility, but chiefly upon style: this is 
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“The originator of X-Ray shoe fitting”. 


offers many exclusive safety features: 


for YOUR protection. 














Check these features: 
Unisteel, 





safety features. 


WRITE FOR FULL INFORMATION . 


EARLY DELIVERY ¢ GENEROUS CASH DISCOUNT OR TERMS NOW AVAILABLE 


true. of course. chiefly in the younger 
women’s shoes. Result theoretically 
could be to increase total sales by re- 
quiring more frequent purchases be- 
cause of poorer quality. but shoe men 
are looking askance at this type of 
“growth.” 

here generally have been 
taking quite a licking on colors. which 
have not moved as anticipated this 
Summer. In many situations. multi- 
color shoes sold well, in comparison 
with other Summer colors. with some 
reports of fair business in blue. The 
surprising feature was the great pre 
dominance of black—about 60 per 
cent on the average, as reported by 
major retailers. Secondary seller was 
brown, running the amazingly high 
figure of 25 per cent—four or five 
times as much as a year ago. Greens 
and wine shades had a small follow- 
ing. with some greys: some stores 
reported mild business in red and 
green. 


Stores 


Stvle prediction for Fall here is 
black suedes. 

Over-all volume picture is a little 
under 1948. but with the total slip- 
ping downward. Shoe men. at this 
writing. were counting on a settlement 
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fin” safety means the utmost in protection 
30TH Sactecder and clerk. Adrian safety features 
are the result of 30 years’ experience in the construc- 
tion of X-Ray shoe fitting equipment. Before you buy 
ANY machine, COMPARE FOR SAFETY, as well as 
appearance and performance. 


raytite construction . . . Splash 
protector at foot opening . . . Permanently 
mounted fluoroscope screen ... Button lock... 
Automatic timing ...1 mm aluminum filter. 


Your new X-Ray should have the above 


of the possible Ford strike to give a 
marked spurt to local consumer buy- 
ing: however, if the strike occurred 
and was prolonged. the contrary was 
expected. 





PRICE PROMOTIONS CLEAR 
PROVIDENCE STOCKS 


$ PECIAL price promotions on Sum- 
mer shoes have been staged in most 
Although it was 
Summer 


Providence stores. 


generally a good season. 
stocks at the end were larger than 
many retailers had anticipated. and 
the style factor was too uncertain to 


hold over much of the stock. 


In contrast are limited promotions 
en the dark Fall colors and the year- 
round styles. Casuals of the vear- 
round type are very good. Walking 
types have been very good. presum- 
ably for outdoor use. Suedes in dressi- 





Originators of X-Ray Shoe Fitting 
344 E. Ward Street 


X-RAY COMPANY 





Milwaukee 7, Wis. 


er styles are picking up. and leathers 
in limited quantities are coming into 
the picture. 

One store reports a black suede 
with closed heel, open toe, cut-out 
shank and a large showy bow, one of 
the good numbers. Another retailer 
picks as one of his good sellers a 
high heel pump with V-throat. low 
cut shank with interlocking instep 
and ankle straps. Opera pumps in 


suede with closed toe and heel and 
V-throat are 


One of the newer styles in some de- 


generally going well. 
mand is a black suede with open toe 
and heel and ankle strap. 
at another an asymmetric 


Popular 
store is 
suede pump. 
Extremely hot weather in this city 
began about the middle of June and 
continued steadily. with temperatures 
in the 90°s and high humidity. This 
helped to extend the season for Sum- 
mer shoes. but will no doubt slow 
up the beginning of the Fall season. 
One merchant does not expect arrival 
of his complete Fall line until the 
middle of September. filling the de- 
mand in the meantime from left-over 
stocks of Fall colors and styles. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mex “cli tht and Markets 


Chicago 


ALTHOUGH business at manufacturing and wholesale 
sources continues spotty, most concerns look for good busi- 
ness up through October. It will be the orders placed dur- 
ing September that will tell the story on final figures for the 
year, shoe men say. Thus far, in the Midwest at least, 
orders on women’s shoes, both dressy and tailored, have 
been running from 5 to 10 per cent behind a year ago. 
Women’s casuals are about equal in figures. Men’s shoes 
have been gradually catching up in volume, so that ir some 
quarters there is reason to hope that men’s business may 
run a little ahead. Children’s shoes are selling at about 
the same rate, although there is a marked tendency to 
lower price ranges. 

The retail situation is much better now than it was a year 
ago from the standpoint of inventories. All retailers had 
good Spring clearances. Prolonged hot weather helped sell 
a lot of white shoes and did a lot to clean out stocks of 
shoes on sale. Prices were reduced considerably on casuals 
and play shoes by a good many retailers. but they finished 
up the Summer with clean stocks. 

Retailers, however, continue to place relatively smail 
orders and on a 60-day delivery basis, a factor which is 
still plaguing factory production schedules. Local condi- 
tions point to a decided upswing in business this Fall, and 
some retailers may not be ready for the demand. A scram 
ble for merchandise about mid-October is expected par- 
ticularly in women’s stvle shoes. Orders on style shoes have 
been, for the most part, on a minimum pairage basis, and 
factory representatives state that they will not be able to 
fill immediate demands for reorders when they come. 


St. Louis 


T HE reorder business here during August—which in many 
instances comprised a major chunk of the Fall buying of 
customers of the St. Louis market—was heavy throughout 
the month and showed promise at the halfway mark of the 
30-day period of taking up the slack of June and July sell- 
ing. In a number of cases, reorders began hitting the 
market before shoe travelers had taken to the road with 
their lines of fill-in shoes. Keeping pace with this tempo 
was production, which was running at a near-peak level 
Despite the business volume. however. manufacturers were 
worried over the problem of deliveries. and those queried 
pointed out that it was too early to comment on whether or 
not there would be a serious roadblock in the days ahead 
by a flood of orders at the last minute. 

There were scattered reports by some producers, how- 
ever, that the delayed surge of buying, starting late in 


July, had commenced early enough to prevent any last 
minute delivery squeeze. The tightness in the supply of 
bows also was easing, it was reported, and was expected 
to improve notably with each passing day. This latter pro- 
duction slowdown, some producers commented, had been a 
serious threat to deliveries on some types of shoes during 
the latter days of July. 

The outlook for the balance of the year is relatively opti- 
mistic, although production for the year is not expected 
to equal that of 1948. Manufacturers see more sharp com- 
petition in the months ahead, with the necessity for more 
promotion at both the production and retail levels. On the 
price front at the moment there is little likelihood of any 
changes. sources close to the industry say, although as 
noted in a previous issue Wesseling-Jordan Shoe Co. has 
announced lower prices. 


New England 


ALTHOUGH reasonably optimistic about the future, New 
England manufacturers, with a few exceptions. had little 
cutting ahead during the third week in August. The only 
shoes in demand at that time were women’s popular price 
footwear and buyers, while not asking for immediate de- 
livery, were insisting that they would need the merchan- 
dise in from four to five weeks. This condition, it is be- 
lieved. will change after the leather opening early in 
September. and buyers will place orders far enough in 
advance to enable manufacturers to schedule production 
economically. 

Juvenile shoe manufacturers had a fair run during the 
late Summer and by mid-August had completed most de- 
liveries needed for back-to-school promotions. Retail sales 
will determine the size of reorders. 

In men’s shoe factories. more orders have been received. 
though not in volume, and this despite the fact that manu- 
facturers have been told by their retail customers that busi- 
ness is still below normal. The trend in men’s shoes, judg- 
ing from reports received from salesmen on the road, is for 
merchants to buy fewer lines. shop around less. and buy 


across the board. 
New York 


Hor weather was the manufacturers’ scapegoat for July 
and August slackness. They believed that the record-break- 
ing heat wave. lasting for several weeks. drove customers 
from the stores to the beaches. However, with a few weeks 
of cool weather, they looked forward to a pick-up of busi- 
ness soon. which was expected to continue on for the rest 
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Sees Danger to Industry in 
Soling Material Competition 


NEw YorK—In a recent bulletin of 
the National Shoe Manufacturers As- 
sociation, it was pointed out that “in 
recent months the competitive fight be- 
tween those who are interested in pro- 
moting and selling leather soling mate- 
rials, and those interested in the pro- 
motion and sale of so-called substitute 
materials, has been building up to a 
crescendo. In the meantime, there is 
grave danger that the shoe industry 
and its public relations efforts will be 
caught in the crossfire between these 
two groups, and the public will become 
completely confused on the subject of 
value, wear, foot health, etc.” 

“We believe,” the statement con- 
tinues, “that any company or any in- 
dustry which has a product to sell has 
a right to advertise, promote and sell 
that product, previded none of the es- 
tablished rules of fair competition are 
violated. There has been evidence, how- 
ever, that in their enthusiasm for the 
products they produce, and in their de- 
sire to further and expand their mar- 
kets, our major suppliers of soling ma- 
terials may have become over-aggres- 
sive to the point of attempting to pro- 
mote their own goods to the calculated 
detriment of their competitors. 

“We believe the position of the shoe 
manufacturing industry ean be simply 
stated in two points: (1) Shoe manu- 
facturers should retain the prerogative 
of making shoes out of any available 
materials which in their opinion will 
produce good footwear and render satis- 
factory service to their customers who 
in the final analysis are the eventual! 
consumers. Because one type of mate- 
rial has been used for 1000 years is no 
reason why that material should not be 
displaced, if a better one becomes avail- 
able. On the other hand, because some- 
thing is found which will give longer 
wear may not not mean that the new 
material meets all of the requirements 
of shoe manufacturers and their cus- 
tomers. Continued research for better 
and more economical soling material 
should be encouraged by the shoe in- 
dustry. (2) The shoe manufacturing in- 
dustry will violently resent being caught 
in a crossfire between their major sup- 
pliers. 

“This association, on its own, and in 
cooperation with the National Shoe Re- 
tailers Association, is spending sub- 
stantial sums of money in an effort 
to win a greater appreciation of foot- 
wear on the part of the public and in 
an effort to increase the total volume 
of the industry. Ill-advised actions by 
our suppliers in their enthusiasm for 
their products could have the effect of 
counteracting all of these efforts and 
building up a state of confusion and re- 
sentment on the part of the public 
which could not be overcome within 
the lifetime of any of the people now 
in the industry.” 
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so much. 


Easter selling. 
October 16th to 21st. 


9000 
BUYERS FROM COAST 
TO COAST AGREE 


This is it...in ‘49 
The 25th Anniversary of the 
SHOE MFR'S. 
SPRING 
OPENING 


America’s Oldest and Largest Shoe Exposition 
UNDER ONE ROOF 
HOTEL NEW YORKER ° 


OCTOBER 16-21, 1949 


THere’s no business like the shoe business 


where buying at the right time and place counts 


NEW YORK 


Five hundred lines will make their debut at this 
show. You'll find what you want at prices you want 
to pay assuring highest style and newest innova- 
tions, to meet the demand of early Spring and 
Remember it’s the New Yorker, 


ACCLAIMED FROM COAST TO COAST 


Don't Miss It... 








Guild to Show Advance 
Spring Styles 

New York—The week of September 
12 has been chosen by the Guild of Bet- 
ter Shoe Manufacturers for its Ad- 
vance Spring Opening. Member firms 
will display footwear for November 
and December delivery and types to be 
included, among others, will be shoes 
for dinner and evening wear, resort 


shoes and street styles. 


Under Personal Direction & Management of 


EUGENE A. RICHARDSON ASSOC. 
683 ATLANTIC AVENUE, BOSTON 
WRITE US TODAY! 


Winthrop Dealer-Aid Package 
[CONTINUED FROM PAGE 105] 


a strong point in his favor. Winthrop 
shows him how to go about it. 

“Poor bookkeeping appears to be an 
important factor in the unsuccessful 
business operation,” Winthrop says in 
its section on “Records and Account- 
ing.” To make sure that its retailers 
will not be handicapped by poor book- 
keeping, Winthrop explains in detail 
how to use the necessary forms in run- 
ning a business successfully. Sample 
forms with demonstration problems are 
provided. 











Leathers on Display at Tanners Showing 


Diamond Patent Leather 
Black 
Kolabrown No. 80 
Cinnabar No. 81 
Golden Wheat No. 82 
Playred No. 83 
Buttercup Yellow No. 84 
Irish Green No. 85 
Blue Sparkle No. 86 


LEACH-HECKEL LEATHER 
COMPANY 


(See Colonial Tanning Company) 


G. LEVOR & CO., INC. 


White Glazed Kid and Brazil Cabretta 
Black and White Cabretta Suede 
Flexy Kid. Black. White, Colors 


J. LICHTMAN & SONS 


{ Complete Line of Swagger Buk 
Brushed Leather in All Popular 
Spring Colors, for Men’s. Women’s 
and Children’s Shoes and Personal 
Leather Goods 

Full Grain and Corrected Lining Sides 

Ooze, Finished, Retan and Flexible 
Splits 


LINCOLN LEATHER COMPANY 


Calkskins and Side Leathers in Official 
Spring colors and Embossed Grains 


LOEWENGART & COMPANY 


Vercersburg Tannery Division 
Vegetable and Chrome Tanned Side 
Leather 
Vegetable and Chrome Tanned Deep 
Buffs and Splits for shoe upper and 
shoe lining purposes 
Flexible Inner Sole Splits 
Shoe and Fancy Leather made of 
East India Goatskin, East India 
Buffalo. East India Kips 
Eastern Tanning Division 
Suede Kid 
Slipper Kid 
Lining Kid 
Gold and Silver Kid 
Both divisions will feature articles in 
latest fashion colors 


HERMANN LOEWENSTEIN, INC. 


Technicalf Leather 

Smooth and Boarded in Wide Variety 
of Colors 

Gamuza Suede Calf 
Black, White, Colors 

Gama Reverse Calf (for Men’s and 
Women’s Shoes) in Black. White and 
Colors 


110 


[CONTINUED FROM PAGE 100] 


White Buckskin in Men’s and Women’s 
weights 


MALIS LEATHER COMPANY 


Glazed Kid 
Black, Cognac Brown, Cafe Brown. 
Cherry Red, Green Pepper, Ad- 
miral Blue, Sparkle Blue 
Black and White Suede 
Gloria Kid (Cabretta) 
Smooth Satin, Black Glazed, Cognac 
Brown, Cafe Brown Glazed 
Gloria Suede Kid (Cabretta) 
Black and White 


Garment Goat 


MARCUS, FORSCHER & CO. 


Suede Calf 
Suede Kid 
in All Official Colors. 
White Buck in Jacks & Chinas 


McNEELEY & PRICE CO. 


Suede Kid 

White. Black. Colors 
Glazed Kid 

White, Black. Colors 
Slipper Kid 

All Standard Colors 
Lining Kid 


All Standard Colors 


MERRIMACK LEATHER CO. 


Kolabrown 
Green Pepper 
Cognac Brown 
Turjtan 
Admiral Blue 
Cherry Red 
Irish Green 
Black 


W. MILENDER & SONS 
Dress Elk Sides 
in All Official Colors 

Chromaline (Aniline finished side leath- 
er) for men’s & women’s loafer 
type shoes 

Men’s Work Shoe Elks 

Double Shoulders (vegetable tanned 
shoulders All Official Colors for 
sandal type shoes 

Ven’s Quarter Lining Sides 

Ven’s Quarter Lining Splits 


MONARCH LEATHER COMPANY 


Smooth Vegemont Sides 

Montan Sides (Corrected Grain Smooth 
Chrome) in various colors 

Yucatan Sides (Corrected Grain Elk) 
in various colors 


Scotch 
Dartmoor 
Ainslie 
Exeter Grains 


MURRAY LEATHER CO. 


Vurmoc 
Army Russet. Green, Natural. Red, 
Wine 
Elk and Smooth 
Army Russet, Black, Green, Red, 
Turftan, Town Brown, Wine, White 
Black Patent 
Bag and Pocketbook 
Black, Blue. Brown 
Splits 
Black Suede, Suede in Colors 
Black Ruffies, Linings and Workshoe 


R. NEUMANN & CO. 


Alligator Grain Calf 

Genuine Water Buffalo 

Genuine Ostrich 

Genuine Seal 

Skivers 

Kip 

All in Spring colors and various 

grains and finishes 


NORTHWESTERN LEATHER 
COMPANY 


Sport Elk 
Sootan and Elko—large spread 
Extremes and Kips Sides in White 
and Various Colors 
Smooth Leather 
Smooth Pac 


Mackinac 
Tamarac 
Large. Extremes and Kip Smooth 
Sides. Combination Tanned in 


Various Weights and Colors 
Grained Leather 
Pac—Large, Extremes and Kips Sides 
in Tartan, Essex and Sussex Prints. 
Chrome Tanned. 
Work Shoe Leathers 
Kitchener (work shoe retan) 
Northwest Mounted (heavy corrected 
elk) 
Snoboot (waterproof) 
Lining Splits 
Brogue. Skiver and Natural Grain 
Prints 


THE OHIO LEATHER COMPANY 


Men’s Luxor Calf 
British Tan No. 19 
Brown Oak No. 89 
Tawney Tan No. 69 
Ranger Tan No. 67 
American Burgundy No. 71 
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Also a complete range of men’s Sport 
colors 
Women’s Kafforite Colors 
Admiral Blue No. 578 
Cherry Red No. 513 
Green Pepper No. 523 
Cognac Brown No. 588 
Cafe Brown No. 532 
Cinnabar No. 503 
Turftan No. 504 
Embossed Calj in Alligator & Lizard 
Grains matching the above colors 























Misses’ & Growing Girls’ 
Soft, All-Leather Bal- 
lerinas for Street or In- 
door Wear. Faille Lined. 
Non-Skid Sueded Sole. 


Cushion Heel Seat. Leo- 


Soft, All-Leather 
Advance 
Pleated Toe. Leo- 
ther Sock Lining 


OVERSEAS COMMERCE CORP. 


Alligator, Lizard and Snake Reptilian 
Leathers 


Ballet. 











ic S Faille Lined. ther Sock Lining. 

Ss k Lining. 
Ostrich and Domestic Suede ee eed ead 3V/p-9 + 5302 White Colt 
Sole. °5502 White = n 
¢ 5402 Black Colt 
PFISTER & VOGEL TANNING CO. Vy-12 ©5100 Black 1214-3 coal Block Colt 

, ° hit « * , 

Workshoe and Boot Leathers 7 5200 ” . N & M Widths 
Ski Grai 12'4/5-3 *S101 Black $1.90 

Ski Grain ¢5201 White ! 
Chrome Waterproof 31/59 ©5102 Block ; /2-9 
Nimrod ©5202 White Ricinrgss 
Diana Mediums and Slims. above— 
Wiscona Also Available in with Hard 
vu. 


Sports and Children’s Shoe Leathers White Sotin—Dyeable $1.90 So 
Pfisterski 


There’s a WHIRLER for every dancing shoe need! Hand made and hand lasted. 








Elk 

Econo 

Zenith Genuine Patent 
Juvenile Genuine Patent Leather or 

Dress Leathers Leather. White Elk. 
Playshu Lip Taps, Lip Taps, 
Peves Cleated Heel. Cleated Heel. 
| 


All in Official Spring colors 


PRAGER LEATHER CORP. 


- ‘Id's 8!/>- 
Sheepskins for the Novelty Trade 5603 Packed in our “a sary ipod $2.55 
Linings, Chrome and Vegetable 11-3 Youths’ $3.00 dees 5204 Misses’ 12!/>-3 
Skivers for the Novelty and Bag Trade ita ee Cel _ N and M Widths $2.65 
5205 Growing Girls’ 4-9 
M Widths N and M Widths $3.00 





FRED RUEPING LEATHER 
COMPANY 


Tomahawk 

Pawnee 

Kin Kin 

Kankakee 

Hiawatha 

Tn all the popular Spring shades 


SETON LEATHER COMPANY 


White Zephyr Buck Kips and Sides 
Patent Leather (for women’s and chil- 
dren’s shoes) in all Spring shades. 
Duderoo and Durona Sides and Kips ix 
Spring shades for men and women 


SHRUT & ASCH LEATHER CO. 


Suede Kid & Glazed Kid 
Kolabrown. Admiral Blue, Cherry 
Red, Green Pepper, Cognac Brown, 
Black, Cinnabar, Misty Grey, Turf- 
tan, Buttercup Yellow, Irish Green, 
Playred, Blue Sparkle, White 
Kid Lining in Standard Colors 
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Taps included with order 


Aa 


AT ONCE DELIVERY 


Footwear 
158 DUANE STREET 
GER 


Taps included with order 


COMPANY, INC. & 
NEW YORK 13,N.Y 


DAGRAM FOR EXPORT 





SIGMA LEATHER 
MANUFACTURING CORP. 
Gold and Silver Kid 
Cabrettas 
Sheep and Skivers 
In the Leaf and Laminated Finishes 


S. W. SIMON LEATHER CO., INC. 
Shrunken Black Suede Kid in addition 


to line of Spring colors for Pumps, 
Playshoes and Sandals 


SURPASS LEATHER CO. 
Glazed Kid 


Black 

Blue No. 13 

Brown No. 47 
Suede Kid 


Black, Brown, Blue, White 
Black & Brown Glazed Kangaroo 
Kid Linings 


TAN-ART CO., INC. 


Suede Kid 
Kolabrown, 
[TURN TO PAGE 113, PLEASE] 


Cafe Brown, Admiral 








Tanners Council Surveys Leather Sales 


The Tanners’ Council began this sur- 
vey as a logical step in its color coordi- 
nation program. Having initiated re- 
search in shoe colors and styles be- 


WOMEN'S SHOES 
Retail Sales by Colors 
TOWN COLORS 


, A Mode Range 

Black 38.2 30-45 
White 15.2 5-20 
Brown 15.6 10-20 
Green 48 3-10 
Red 7.2 3-10 
Blue 12.0 10-18 
Grey 2.7 1- 5 
Ton 2.1 1- 5 
Others 22 

100.0 


RESORT AND CASUAL COLORS 
INCLUDING SUN AND SEA COLORS 


, Mode Range 

White 21.8 15-30 
Sun Copper 9.8 7-15 
Turfton 14.0 10-20 
Misty Grey 5.1 3-10 
Sailing Red 12.1 10-20 
Greens 15.0 12-25 
Blues 5.2 3-10 
Multicolored 5.4 3-10 
Black 10.4 8-20 
Others iz 

100.0 


cause it felt that insufficient attention 
was being given to shoes and leather 
accessories by fashion designers and 
consumers, this survey was conceived 
to make the program more valuable to 


[CONTINUED FROM PAGE 74] 


the industry. A representative cross- 
section of men’s and women’s shoe 
sales formed the basis of the survey. 
Charts and tables on these pages 
show the results of this survey. Men’s 
shoe sales were heaviest in browns 
which got 40 per cent cent of the 
sales, while tans got 22 per cent, blacks 
15 per cent and burgundy 9 per cent. 
The color program was originally 
undertaken by the Council to select of- 
ficial standard colors for each season 
to meet the style risks which are so 
common in the shoe industry. There 
are three steps to this broad program: 
(1) Color committees of the Council, 
shoe manufacturers’ and the shoe retail- 
ers’ associations meet, in cooperation 
with the Textile Color Card Associa- 
tion, to select a specific range of colors 
consistent with the fashion trend. 


(2) When the selection of official col- 
ors has been made, swatches of the ap- 
proved new shades are made available 
to tanners, and color cards are pub- 
lished for the information of the leather 
and shoe trades. These cards give a 
clear indication of the range of colors 
selected and the potentialities of pro- 
moting footwear and accessory coor- 
dination. 

(3) The semi-annual Leather Show, 
sponsored by the Council, is the last 
step in this program. At this exhibit, 
the shoe and other leather goods manu- 
facturers can see the various leathers 
finished in the official color selection. 


MEN'S SHCES 
Retail Sales by Colors 


SMOOTH AND GRAIN LEATHER 


yA Mode Range 

Black 15.5 10-20 
White 5.0 3- 8 
Browns 40.8 35-50 
Tans 22.7 15-30 
Cherrytone 4.8 2-7 
American Burgundy 9.2 4-10 
Other 3.0 

100.0 


BRUSHED (SUEDE) LEATHER 
Mission Brown. 
Midnight Blue. 
Tobacco Tan. 
White. 
Vagabond Grey. 


MEN'S BRUSHED LEATHERS 
Tanners’ Deliveries, Spring ‘49 


IN ORDER OF IMPORTANCE: 


. Mission Brown. 

. Tobacco Tan. 

. Midnight Blue. 

. Vagabond Grey. 

. White. 

. Grey Bark. 

. Others—Black. 
Green. 
Maroon. 
Natural. 


NOU eR WN — 


It is expected that a similar survey 
of the sales ratings of various colors 
will be made semi-annually. 





Volk’s Suburban Branch 
Built in a Triangle 
[CONTINUED FROM PAGE 62] 


The new white Austin-stone edifice 
has been built on a triangular island, 
with the apex of the triangle devoted to 
shoes. Radiating from the luxurious 
shoe salon are the cosmetic, accessory 
and women’s and children’s ready-to- 
wear shops. 

To the left of the women’s shoe de- 
partment, sunk slightly lower than the 
general floor level, is the men’s shoe de- 
partment, and to the right are children’s 
shoes. 

Color is used in a varied and unusual 
manner throughout the store. The 
women’s shoe salon, focal point of the 
interior, is decorated in a combination 
of plaster and oak in a rose shade. To 
the rear of the larger shoe salon is the 
women’s casual shoe department, in- 
formally decorated in pecky cypress 
combined with recessed murals. These, 
in shades of cool blues and greens, were 
done by the Dallas artist, Burnette 
Thompson, and are set abeve plant 
boxes with indirect lighting. 


1i2 


The larger salon for women’s shoes 
is triangular in shape under a mez- 
zanine, which lowers the ceiling of the 
salon, thus making it further a world 
within itself. This low ceiling is sup- 
ported by triangular mirrored columns 
which give depth to the room. Up- 
holstered chairs carrying the rose color- 
ing of the salon are placed back-to-back, 
in rows across the mid-section of the 
triangle. Along the walls of the tri- 
angles are love seats and indirect lamps 
with beige shades. 

From both retailing and architectural 
standpoints, the new Volk store is ultra- 
modern. Its creators achieved a skillful 
blend of beauty, convenience and func- 
tionalism. 

There are 23,000 square feet of floor 
space; from each foot the last measure 
of utility has been squeezed. The unique 
building is of modified Swedish modern 
design. The white Austin-stone ex- 
terior is carried on into the inside for 
outstanding decorative touches. Large 
windows at corners of the triangle will 
contain displays that will attract the 
passing motorist. 

The main entrance is made up of 
large windows which extend to the roof 


from the top of plate glass doors. Over 
this entrance on the outside and extend- 
ing on both sides is a California redwood 
stained marquee filled with growing 
plants. A green sidewalk surrounds the 
building, with the exception of an area 
directly in front of the main entrance. 
This area is of red brick for contrast. 

Novel features—some ideas of Harold 
F. Volk, company president, include a 
glassed-in bird cage, a children’s motion 
picture theater and adjoining soft drink 
bar, and an interior fish pond. 

The air-conditioned bird cage contains 
parrakeets and lovebirds. It runs the 
entire height of the store from floor to 
ceiling, with one side enclosed by the 
triangular window at the corner of La 
Vista and Skillman. A full-size tree is 
inside the cage. The movie theater 
seats approximately 60 people, and free 
movies especially selected for juvenile 
audiences are shown each Thursday 
evening when the store is open until 9, 
and all day on Saturdays. 

The departments of the store are not 
isolated, but blend skillfully, one into 
the other. The color schemes form subtle 
differentiations between the depart- 
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Leathers on Display 
At Tanners’ Showing 
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Blue. Cognac. Green Pepper. Misty 
Grey. Black. White 


ALBERT TROSTEL & SONS 
COMPANY 


Black & Colored Tuxedo Sides 
Black & Colored Wapiti Sides 
Black & Colored Paratroop Sides 
Black & Colored Zebu Sides 
Black & Colored Blizzard Sides 
Black & Colored Vegetable 
Antiquity Sides 

Black & Colored Atasco Calf 
Colored Antiquity Calf 

Black Glazed Pochette Calf 


R. J. WIDEN CO. 


Dudemoc Calf 

Dudemoc Sides in Women’s Style Colors 
(for Ladies’ Handbags. Wallet Leather 
in Sides and Calf) 

Luggage Sides 


WINSLOW BROS. & SMITH CO. 


Full Chrome Linings, Complete range 
colors including Pastel, Black & 
White 

Vegetable Linings to match Chrome 
Colors 

Sueded Lambs (both Chrome & Vege- 
table) 

White Chrome Outside Leather (play 
shoe & baby shoe) 

Shearlings in Electrified Colors, Chrome 
& Vegetable Natural Finish & 
Embossed 


RICHARD YOUNG COMPANY 


Men’s and Women’s Weights 
Glazed Black Kangaroo 
Glazed Texas Tan Kangaroo 
White Suede Kangaroo 
White Jack Buckskins 
White China Buckskins 
Kips—colors and Black 

For Women’s Shoe Uppers and 

Handbags 
Rychrosuede Cape Lambskins 
Crushed Cape Lambskins 
Saddle Aniline and Calf Finish 

Lambskins 
Rychrome Lambskin Linings 
Vegetable Lambskin Linings 
New colors for Spring 


ZIEGEL, EISMAN & CO. 


Black Glazed Kangaroo 

Black and Brown Suede Kangaroo 

Dull Yellow-Back Kangaroo 
Popular colors in Kangaroo 
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SLING 


with platform 


$5.75 
less S% 


BABY DOLL 
$5.25 


less S% 
ALL IN HIGH OR MEDIUM HEELS 
BLACK SUEDE for all shoes 
BROWN SUEDE for Sling, Baby Doll 


| 
} 
| 
| 


Showing “pumps” and a complete line 
SEPTEMBER 6, 7, 8, HOTEL McALPIN 







D'ORSAY 
$5.25 


less 5% 


99 


never an extra charge... 


one pair or a hundred 










OPERA 
$5.25 
less 5% 






and high heel Opera 


BROWN CALF for D’Orsay and medium heel Opera 


(also other colors — write for our illustrated folder) 


‘JAY SHOE MFG. CO., 126 Potter St., Cambridge, Mass. 





Clothing Store to Carry Shoes 


GARDEN City, KAN.—A_ $50,000 
building has been completed here by 
the Meschke Clothing Company, with 
Tom Meschke as manager. The new 
structure is a one-story, 44 by 90 foot 
building of brick and pumice stone 
construction. A diagonal glass front 
with a canopy is a feature. Freeman 
shoes will be carried. 





Remodels Shoe Department 


Peru, IND.—Show cases with in- 
direct lighting are a feature of the re- 
modeling recently completed by the 


Boston Store for their shoe department. 
The department now has a background 
of opaque glass in Venetian design. The 
light is increased without an increase 
in the glare. In fact, there is a marked 
decrease. The store is celebrating its 
46th anniversary with a merchandise 
promotion, in which the shoe depart- 
ment is well represented. 


New Store Opened 


Datutas, TeEx.—The Allen Frank 
Shoe Company opened recently at 1629 
Pacific Street. The firm is owned and 
operated by J. Frank Zanes and Albert 
Butler. 





$13 








THAR’S 


GOLD 


IN THEM _ 
THAR GALS!) 














SEBAGO-MOCS 






No. 500 $4.85 
@ Unique—Patented 
@ Genuine Hand sewn 
@ Welt construction 
@ No innersole 
@ Amazingly flexible 
@ Extra fine leather sole 
Hand burnished Brown finish 






| No. 652 $3.60 
®@ Long wearing Neolite 
soles 





@ Skillfully machine sewn 
@ Quality construction 
Brown or Antique Red 





... when you stock 


Girls from nine to ninety go for those slick, trick, moc- 
casins, in a great big way. They love ‘em for sports, 

informal wear, and business. 

And you'll love ‘em, too, for the way they 






sell... and sell . . . and sell. 
Look at the styling. Look at the 
quality construction. Check the 
prices—and remember that we have 
this full line of ladies’ Sebago- 
Mocs ALWAYS IN STOCK. 















SIZES 
Style No. 7 Style No. 652 
AAA 6-9; AA 5- z » es 
A 4-9; B 3-10 a —_ 
Cc 3-9 Medium 3-10 














Add 25c service charge on orders 
for 3 pairs or less. 









































SEBAGO-MOC 
COMPANY 





| 
NEW YORK, 534 MARBRIDGE -— 
WESTBROOK. MAINE LOS ANGELES, 505 HAAS BLDG. 


OFFICES 























Volk’s Suburban Branch 
Built in a Triangle 
[CONTINUED FROM PAGE 112] 


ments, and reflect an atmosphere of the 
types of merchandise in each depart- 
ment. The men’s furnishings depart- 
ment, for instance, is done in imported 
English oak, to enhance its masculinity; 
the men’s shoe department is paneled 
in pecky cypress, with shadow box dis- 
play cases lined in a rich shade of 
pomegranate to set off the men’s shoes. 

The children’s shoe section, from 
which entrance to the movie theatre is 
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made, is done in red-and-white striped 
upholstery, with juvenile figures in the 
wallpaper covering one wall. New type, 
mother-and-child fitting chairs are used, 
with the child’s feet on a level with the 
mother’s chair, making it easier for her 
to see the child’s feet. 

Key personnel at Volk Bros. Co. in- 
cludes: B. D. Abney, formerly manager 
of Volk Bros. Company’s Green Room, 
now manager of the suburban store. 
Mr. Abney will also continue as buyer 
of children’s shoes for all Volk chil- 
dren’s shoe departments; Mrs. Nell 
Donaldson, assistant buyer of children’s 
shoes, assists Mr. Abney; Raymond 

















Humphries, assistant store manager; 
T. V. Guthrie, former manager of the 
company’s Village store in the High- 
land Park Shopping Village, now man- 
ager of the Green Room in the down- 
town store; Kelly Acord, promoted to 
buyer of casual shoes and women’s 
house shoes; George Richard, buyer of 
second floor shoes; Charles T. Vinson, 
formerly assistant manager of the Vil- 
lage store, now manager of that shop: 
Raymond Garfield, manager of the ap- 
parel division of the Live Oak store; 
Mrs. Margaret Lewis, manager of the 
girls’ department at the Live Oak store; 
Fletcher L. Weaver, buyer of men’s 
furnishings at Live Oak and at the 
downtown store. Herman W. Ehlert, 
vice-president of the company, heads 
with Mr. Volk, the store’s shoe buying 
staff. J. H. Selby is buyer of men’s and 
boys’ shoes. 


Army Assures Fair Treatment 


In Procurement Dealings 


New YorkK.—Brigadier General L. O. 
Grice, commanding the New York Quar- 
termaster Purchasing Office, stated re- 
cently that considerable publicity has 
recently been given to statements made 
by certain so called “service” agencies, 
attorneys and others to the effect that 
they are able to obtain special consider- 
ation for bidders and contractors deal- 
ing with NYQMPO and other Govern- 
ment procurement agencies in connec- 
tion with the awarding of contracts, 
and the filing of claims against the Gov- 
ernment, including the refund of liqui- 
dated damages. 

As to the awarding of contracts, the 
Secretary of National Defense, in a re- 
cent speech before the United States 
Chamber of Commerce, made it clear 
that it is unnecessary for a small busi- 
ness man to hire a broker or agent to 
obtain a Government contract. 

It cannot be too strongly emphasized, 
continued General Grice, that practical- 
ly all procurement by the New York 
Quartermaster Purchasing Office is ef- 
fected by the “formal” method—which 
means the issuance of invitations to bid 
which are publicly opened at a stated 
time and bid prices announced. Awards 
are then made to that responsible bid- 
der whose bid, conforming to the invi- 
tation, is most advantageous to the Gov- 
ernment, price and other factors con- 
sidered. ‘‘Negotiated” procurement is 
made in relatively few instances and 
only where specifically authorized or 
provided for by statute. 

The New York Quartermaster Pur- 
chasing Office, said General Grice in 
conclusion, has an adequate staff of 
qualified personnel, including adminis- 
trators, procurement specialists, attor- 
neys, accountants and technicians whe 
are available to answer any pertinent 
questions either prior to or afterward, 
or incident to the administration of any 
phase of contracts. Bidders and con- 
tractors are assured that fair and im- 
partial advice will be given. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


National Shoe Fair Exhibit Space Assigned 





Nearly 1100 Sample Rooms Already Reserved with Some Still 
Available—Heavy Attendance Expected 


CuHIcAGco.—Announcement has just 
been made by the Joint Committee of 
the National Shoe Fair that assignment 
of space for the 1949 Fair to members 
of the National Shoe Manufacturers 
Association and to non-members but 
prior exhibitors has just been com- 
pleted. More than 595 firms have re- 
served 1,095 sample rooms, with an ad- 
ditional 80 booths for the allied trades 
who will display their products in Exhi- 
bition Hall at the Palmer House. 

The Fair, to be held in Chicago, Oc- 
tober 31, November 1, 2, 3, will now 
offer remaining unsold space to firms 
who did not qualify under the above- 
mentioned classifications, or who failed 
to file their applications during the 
period provided for this purpose. 


Good Buying Expected 


According to the Joint Committee, 
display rooms are available in the 
Stevens, Morrison and Congress hotels. 
All space in the Palmer House has been 
reserved. The claim that over 98 per 
cent of the entire shoe production of 
the United States exhibits at the Fair 
is not an overstatement. 

The 1950 Spring and Summer shoe 
styles that will be on display are un- 
limited. The lines spread for the selec- 
tion of buyers will not be restricted to 
narrow price ranges. The wide choice 
of footwear available to all buyers in 
every type of distribution leaves un- 
challenged the claim that the National 
Shoe Fair is the dominant trade show 
of the industry. It is sponsored by the 
National Shoe Manufacturers Associa- 
tion and the National Shoe Retailers 
Association. 

The dates set for the Fair, one week 
later than in 1948, have won full ap- 
proval from buyers everywhere. The 
early November buying date is ac- 
knowledged by shoe retailers as being 
perfect for placing business, since in- 
ventories may then be appraised more 
accurately, and early Spring and Sum- 
mer buying commitments may be made 
without risk. Thousands of buyers at- 
tend the Fair each year seeking price 
information, and to confirm their judg- 
ment regarding future trends. Since 
economic developments during the past 
nine months have been confusing not 
only to shoe retailers, but to all lines 
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of trade and industry, a heavy attend- 
ance is assured. 

The National Shoe Fair, it is stated 
by the Joint Committee, has spear- 
headed this joint gathering of the in- 
dustry, resulting in progress and profit 
for manufacturers and retailers alike. 
When a trade as large as the shoe in- 
dustry can be assured, as they are at 
the Fair, that prices and styles will 
be announced which will hold firm for 
the season, every buyer who can pos- 
sibly leave his store should plan to 
attend. “No valid reason other than 
unforeseen emergencies can be offered 
by buyers for not being in Chicago at 
that time,” a committee statement says. 

Educational features of the Fair are 
in process of being planned. A news- 
paper advertising display from leading 
retail stores will be one of the features. 
Retailers will have an opportunity to 
study advertising promotions which 
have proven successful in outstanding 
retail shoe stores and gain valuable 
advertising hints on copy, layout and 
art. 

With display space still available, 
those interested may write the Na- 
tional Shoe Fair office, Palmer House, 
Chicago. 


Christmas Party Planned 
By Spokane Retailers 


SPOKANE, WASH.—The Spokane Shoe 
Retailers Association made its August 
meeting a planning session for the big 
Christmas party coming up. This event 
for fifteen years has been a highlight 
of the year. 

Lou Lincoln, vice-president of the as- 
sociation, presided, and C. C. Savage 
spoke to the group on the relation of 
proper lasts to foot care. 





Suburban Store Opened 


CoLumBus, O.—Evans & Schwartz 
Shoe Co., 479 N. High Street, Colum- 
bus, recently celebrated the formal 
opening of their new branch store in 
suburban Bexley, at 2461 E. Main 
Street. Bayard R. Brown has been 
named manager. Established in 1888, 
Evans & Schwartz, specializes in ortho- 
pedic shoes. 


Army Buys 356,000 Pairs 
Of Oxfords 


NEw YORK—The New York Quarter- 
master Purchasing Office here has 
awarded to the Craddock-Terry Shoe 
Corporation and to the Endicott-John- 
son Corporation contracts to make 356,- 
000 pairs of low quarter tan shoes for 
the army. The former firm is to make 
two lots: 50,000 pairs at $3.66 per pair, 
and 70,000 pairs at $3.71. The latter 
company is to manufacture 236,000 
pairs at $3.725. 

At the recent opening of bids on 420,- 
000 pairs of Type 11 service shoes with 
composition soles, the following firms 
submitted bids: 

Endicott-Johnson Corporation, 75,000 
pairs at $4.475 per pair; Allen-Squire 
Company, 75,000 at $4.50; General Shoe 
Corporation, 37,500 at $4.58 and 37,500 
at $4.68; Belleville Shoe Manufactur- 
ing Company, 45,000 at $4.85 less one- 
tenth of one percent, 20 days; A. R. 
Hyde & Sons Company, 75,000 at $4.95; 
and the E. J. Givren Shoe Company, 
75,000 at $6.10 less one-tenth of one 
per cent, 20 days. The directive quan- 
tity was 75,000 pairs. 

The Endicott-Johnson Corporation 
was also low bidder on 150,000 pairs of 
combat service boots of russet leather 
with a bid of $5.685 per pair. 





Sales Increased by 
Shoe Club Plan 


KNOXVILLE, TENN.—A shoe club idea 
is increasing business and attracting 
wide interest in Field’s Bootery, 1125 
North Central Avenue, Knoxville. It 
originated with Jacob B. Corkland, 
head of Corkland’s Style Center and of 
Mayer’s department store, Knoxville, 
who opened Field’s Bootery in a grow- 
ing residential section. Only two em- 
ployes are in Field’s Bootery—Jack 
Burnette, manager, and an assistant. 
But they do a large family shoe busi- 
ness, promoting the family shoe club 
plan. 

More than 1500 persons have joined 
the club. After each customer buys 12 
pairs of shoes, the thirteenth pair is 
free and it averages the cost of the 
others. 

The plan is very simple. Mr. Bur- 
nette keeps a file box in which are 
cards, aiphabetically arranged. Each 
person joining the club is listed on a 
card and as the customer makes pur- 
chases from time to time the amount 
is noted on the card. 











Allied Products Show Opens September 6 





Manufacturers to Exhibit New Products on Three Floors of Hotel 
Belmont Plaza—Peak Attendance Expected 


New YorK.—The shoe industry will 
again focus its attention on advance 
Spring style planning as its members 
rendezvous in New York City, Tuesday, 
September 6, for the opening of the 
Spring Allied Shoe Products and Style 
Exhibit at Hotel Belmont Plaza, 49th 
Street and Lexington Avenue. 

Getting the usual one-day start ahead 
of the Spring Leather Opening by the 
Tanners’ Council at the Waldorf As- 
toria across the street, the “Allied 
Show” is expected to draw peak attend- 
ance and interest from shoe manufac- 
turers, retailers, stylists, executives 
and buyers with its record-breaking 





array of new styles, products and de- 
velopments for the new season. 

Show visitors will again find all ex- 
hibits, approximately 80 in number, 
grouped on three special show floors 
and in extra suites in the hotel. This 
arrangement speeds style planning con- 
siderably by enabling buyers to make 
contacts and see all the new items fea- 
tured by the Allied Trades group prior 
to and during the Leather Show with 
a minimum loss of time and effort. The 
show runs Tuesday, Wednesday and 
Thursday, September 6 to 8, with the 
final two days running concurrently 
with the Leather Show. 








Store Specializes in 
Budget Priced Shoes 


PEORIA, ILL.—Catering to customers 
who have to watch their pennies is no 
easy task, but it has been accomplished 
by Ted Hester in the store he opened 
here last Spring. The Hester Shoe 
Store at 318 South Adams Street has 
been showing gains fairly consistently 
in its sales to women and children, for 
both of whom complete stocks are car- 
ried. 

At one time, Mr. Hester managed 
the Mary Jane shoe store here, a unit 
of the women’s shoe chain operated by 
the John Irving Shoe Corporation of 
Boston. Then he was promoted to super- 
visor and placed in charge of opera- 
tiens over a wide territory, supervising 
20 stores in Minnesota, Colorado, Michi- 
gan, Illinois, Missouri, Indiana, Ken- 
tucky and Tennessee. 

His own store, in addition to shoes, 
carries hosiery, bags and accessories. 


Old Retail Firm Moves 
To New Location 


LOGANSPORT, IND.—After 25 years at 
313 Fourth Street, Graffis & Son shoe 
store, opened in 1873, has moved to a 
new location at 306 Fourth Street. 

George A. Graffis, the present pro- 
prietor, has been in business for 35 
years, starting with his father who or- 
ganized the business. He took over the 
sole management upon his father’s 
death in 1920. 


Men’s shoes are displayed at one side 
of the main entrance in open shelving. 
The women’s and children’s shoes are 
kept in the stock room behind modern- 
istic draperies at the rear of the sales- 
room. 


Nationally advertised shoes for men, 
women and children are sold by the 
firm, also ladies’ hosiery and bags. 
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College Styles Modeled at 
Shows in Chicago 


CHICAGO—Flats and low heel brown 
oxfords replaced loafers and saddle ox- 
fords in a series of college style shows 





Left to right: Ghillies in taupe suede 

trimmed with matching calf; men's boots 

of oxblood leather stitched in white; 
black suede flats. 


in Chicago early in August. Students 
from local colleges served as models. 

Opening event and representing what 
is in demand by the college girls them- 
selves in major Chicago stores, was 
the “Ready-For-School” presentation by 
the State Street Council. Commentary 
pointed out that clothes, shoes, and 
other accessories shown were those 
selected by college students themselves, 
and not what buyers or merchandise 
managers had decided they wanted to 
sell them. Although it was reported 
that the girls said they planned to have 
either a pair of loafers or saddles in 
their wardrobe, black flats are gaining 
in favor for campus as well as date 
wear. 

No loafers or saddle oxfords were 
shown in the college show staged by 
Marshall Field & Co. With casual 
campus clothes, a number of models 
wore fringed tongue brown oxfords. 
Copper colored kid and calf square toe 
pumps were shown with tailored 
clothes. 





Dates to Remember 
Spring Showing, Allied Shoe Products 


and Style Exhibit, Hotel Belmont 
Plaza, New York. Sept. 6. 7. 8. 1949 
Opening of American Leathers for 


Spring, Tanners’ Council of America, 
Waldorf - Astoria Hotel, New York. 
Sept. 7, 8, 
Shoe Show, Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, Mich. 
Sept. II, 12, 13, 
Shoe Show, Shoe Travelers Association of 
Chicago, Hotel Morrison, Chicago. 
Sept. 13, 14, 15, 
Shoe Manufacturers’ Spring Opening, 
Management Eugene A. Richardson 
Associates, Hotel New Yorker, New 
York. Week of Oct. 16, 
39th Annual Convention, National Shoe 
Travelers Association, Morrison Hotel, 
Chicago. Oct. 27, 28, 
National Shoe Fair, Chicago, Ill. 
October 31, November |, 2, 3, 
Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 
Nov. 5, 6, 7, 8 9, 
Spring Shoe Show, Southeastern Shoe 
Travelers’ Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 5, 6, 7, 8, 9, 
Shoe Show and Shoe Clinic, Northwest 
Shoe Travelers, Inc., St. Paul Hotel, 
St. Paul, Minn. Nov. 5, 6, 7, 8, 
Fashion Shoe Show of America, Manu- 
facturers Board of Trade of New York, 
Hotel McAlpin, New York. 
Week of Nov. 6, 
Michigan Annual Shoe Show, Michigan 
Shoe Retailers Association and Mich- 
igan Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. Nov. 6, 7, 8, 
Spring Shoe Show, Central Stctes Shoe 
Travelers, Hotels Muehlebach and 
Phillips, Kansas City, Mo. 
Nov. 6, 7, 8, 
Mid-Continent 
Biltmore 


1949 
1949 


1949 


1949 


1949 
1949 


1949 
1949 


1949 
1949 
1949 


1949 
Spring Shoe Convention, 
Shoe Travelers Association, 
Hotel, Oklahoma City, Okla. 
Nov. 6, 7, 8, 
Spring Shoe Show, Middle Atlantic Shoe 
Travelers’ Association and Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadelphia. 
Nov. 12, 13, 14, 15, 16, 
Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 
Nov. 13, 14, 15, 16, 
Shoe Show, West Coast Shoe Travelers’ 
Associates, Haas Bidg., Hotel Alexan- 
dria, Los Angeles, Cal. 
Nov. 13, 14, 15, 16, 
Shoe Show, Tri-State Shoe Travelers’ 
Association, Hotel Statler, Buffalo, 
Nov. 13, 14, 
Spring ‘Shoe Show, Midwestern National 
Shoe Travelers Association, Hotel Pax- 
ton, Omaha, Neb. ; 
Nov. 19, 20, 21, 22, 
Annual Columbus Shoe Show, Ohio Shoe 
Travelers Club, Deshler Wallick Hotel, 
Columbus, O. Nov. 20, 21, 22, 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. Nov. 27, 28, 29, 
Popular Price Shoe Show of America, 
Hotels New Yorker and McAlpin, New 
York. Nov. 27, 28, 29, 30, Dee. |, 
Shoe Show, Empire State Footwear Asso- 
1. Onondaga Hotel, Syracuse, 
ef Nov. 27, 28, 29, 
Greed Rapids Shoe Show, Michigan 
Shoe Travelers’ Club, Pantlind and 
Morton Hotels, Grand Rapids, Mich. 
Nov. 30, Dec. !, 2, 


1949 


1949 


1949 


1949 


1949 


1949 


1949 
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Will Address 
Style Conference 


New YorK—L. E. Langston, execu- 
tive vice-president of the National Shoe 
Retailers Association, has announced 
that Herbert Sondheim of Herbert 
Sondheim, Inc., New York, will partici- 





HERBERT SONDHEIM 


pate in the Style Conference which is 
to be held at 10 A. M., Thursday, Sep- 
tember 8th in the ballroom of the Ritz- 
Carlton Hotel. The Style Conference 
is held immediately preceding the meet- 
ing of the association’s Women’s Shoe 
Style Committee. 

Mr. Sondheim, one of the best known 
authorities in the women’s apparel 
field, possesses an experienced, fashion- 
wise, critical faculty for sensing ad- 
vance trends. This faculty enables him 
to judge designers’ ideas and creations 
so expertly that smart styling and 
Sondheim have become synonymous. 
Herbert Sondheim, Inc. manufactures 
a full range of medium pricer high 
fashion women’s apparel—from sports- 
wear to evening clothes. 

Mr. Sondheim has worked with the 
Women’s Shoe Style Committee for a 
number of seasons and his contribu- 
tions have proved especially valuable 
to the committee in developing, in ad- 
vance of each buying season, a highly 
accurate shoe style program. 

As previously announced, the Sep- 
tember Style Conference will be open 
to anyone connected with the shoe and 
allied industries who may care to at- 
tend. 





Store Operated by Traveling 
Shoe Salesman 


AMARILLO, TEXx.—Jones “Friendly” 
Shoes, a new store, opened for business 
at 908 Polk Street, Amarillo, recently, 
with shoes for the entire family. It is 
owned by R. W. Jones, who has been a 
salesman for the General Shoe Corpo- 
ration, Nashville, Tenn., for the last 
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newest improvement 


in infants’ shoes 












POSTURE 
SUPPORT BACK - 


Holds feet straight. 
Prevents the turning 
of ankles. Back-stay 
moulded to shape of 

heel, to give greater 

support. 


WEDGE HEEL 


Continues up the 
back of shoe. Gives 
greater flexibility. 

Helps develop 

normal treading. 


TWO-PIECE 
SOLE & HEEL 


Encourages more 


NEW 
and 
IMPROVED 


natural posture. 
Increases flexibility 
of the shoe. 








@ Hop on the BOUNCING TOTS 
Bandwagon TODAY 
@ NEW profits await you! 
To retail for 
$450 ~ $495 
Sines: 3-6, 614-9 


Widths: C, D, E 
Colors: White, Brown, Smoke 


RWELL SHOE COMPANY 








16 years, covering the Texas Panhandle 
area. 

Mr. Jones, owner of the new store, 
has had more than 30 years of experi- 
ence in the shoe world, having been in 
the shoe department of the Bobo De- 
partment Store, McMenzie, Tenn., be- 
fore joining the General Shoe Corpora- 
tion’s sales staff. 





Retailer Sells Business 


CUYAHOGA FALLS, O0.—Maurice Gard- 
ner, operator of the Gardner Shoe Store, 
2146 Front Street, Cuyahoga Falls, for 


the past 25 years, has sold his interest 
in the firm. He is now associated with 
the Health Spot Shoe Store, 42 E. 
Market Street, Akron. 





New Shoe Department Opens 


CasPes, Wyo.—The Stuart Shop, 
women’s ready-to-wear, 137 South Cen- 
ter St., opened a high style shoe salon 
recently. The new salon is located on 
the balcony and is managed by Charles 
F. Grimm, formerly manager of the 
shoe department in Bernard’s Depart- 
nent Store, Billings, Mont. 
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SEPTEMBER SUPER 
Mactandios TO A 


TWILIGHT FOOT SNUGGLERS 


IN STOCK NOW! | s-1562, 
Women's Black Printed Petit- 
Point Rayon Wedgie; S- 
1563, same in ROYAL 
BLUE, S-1564 in RED, 

S-1592, BLACK with 
closed back; S- 
1893, ROYAL 
BLUE with 
closed back; 
S-1594, RED 
with closed 
back. No mark 
soles, Gore 
backs. Order 
Now. 
































X nner Ay Aiton 


Write tor “Twilight Foot Snuggler"’ folder showing many 
featured items in this nationally famous line, for men, women, 
children. Ask for the folders showing great values in Men's 
Work Shoes, Women's Staples and Novelties, Children's ‘Foot 
Favors." 
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oc house every Live Retailer should know price $ 


C. W Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 
Established 1870 
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Shoe Production Down Slightly in 1948 
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WASHINGTON, D. C. —Footwear pro- the Census, Department of Commerce, 








duction in 1948, reported by manufac- 
turers who were included in the month- 
ly survey conducted by the Bureau of 


totaled 462 million pairs. This output 
was slightly less than the 468 million 
pairs reported for 1947 by manufac- 


turers who were included in the month- 
ly survey in that year. 

Footwear shipments approximated 
production in both years. In 1948, ship- 
ments of 462 million pairs of shoes and 
slippers were valued at $1,735 million 
as compared with 1947 shipments of 
467 million pairs valued at $1,752 mil- 
lion. The average value per pair shipped 
in both years was $3.76. 


A significant change in footwear 
construction occurred in 1948 in the 
use of materials other than leather. 
Footwear of leather sole construction, 
which in 1947 comprised 73.5 per cent 
of the total output, accounted for only 
64.9 per cent of the total in 1948. Con- 
versely, footwear with soles of rubber 
or rubber composition accounted for 
30.5 per cent of total 1948 output, as 
compared with 22.7 per cent for 1947. 
There was also a slight shift in the 
manufacture of all-leather upper shoes 
and slippers. Footwear of this type de- 
clined from 90.4 per cent of the total 
in 1947 to 88.7 per cent in 1948. 


Women’s footwear production, com- 
prising 48 per cent of 1948 output, 
totaled 222 million pairs, as compared 
with 231 million pairs, 49 per cent of 
the year’s production in 1947. Dress 
shoe production dropped from 162 mil- 
lion pairs in 1947 to 137 million pairs 
in 1948, a decline of 15 per cent. A por- 
tion of this decreased output was off- 
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set by the increased output of sandals 
and playshoes which totaled 57 mil- 
lion pairs, an increase of 37 per cent 
over the 1947 output of 42 million pairs. 

Men’s footwear output in 1948 was 
120 million pairs, one million pairs less 
than in 1947. This small decline was, 
however, accompanied by a shift from 
dress to work shoe types. Dress shoe 
output in 1948 dropped to 77 million 
pairs from 84 million pairs in 1947. 

The decline in the production of 
youths’ and boys’ footwear—from 17.3 
to 15.9 million pairs—was percentage- 
wise nearly as great as that for wo- 
men’s footwear. 

On the other hand, production of 
men’s work shoes increased from 22 to 
27 million pairs; production of slip- 
pers from 10.7 to 11.9 million pairs. 
Footwear produced in 1948 for misses, 
children, infants, and babies approxi- 
mated the 1947 pattern and was great- 
er in every instance. In the aggregate, 
1948 production totaled 102 million 
pairs, 5 per cent more than the 1947 
output of 97 million pairs. 

Footwear output in 1948, by states, 
showed New York leading with 86 mil- 
lion pairs; Massachusetts second with 
80 million pairs; and Missouri third 
with 62 million pairs. In terms of value 
of shipments, however, Massachusetts 
led with $299 million; New York was 
second with $281 million; and Missouri 
third with $266 million. These relative 
positions were the same in 1947. 


Stylist Discusses Spring 
Trend in Footwear 


NEw YorK—Following her meeting 
with men’s and women’s shoe manufac- 
turers in St. Louis (BooT AND SHOE 
RECORDER, issue of August 1) Miss 
Rhea Nichols, of the Allied Kid Com- 
pany, breakfasted with members of the 
press here recently and, in addition to 
showing on pullovers the company’s 
line of colors for Spring and Summer, 
1950, told of her trip abroad and the 
possible influence on American styles 
of colors and designs she had seen in 
Italy and France. 

In the former country, she said, she 
was impressed by the many new design 
treatments and mentioned specifically 
narrower but lower heels and tooth- 
edged vamps. The Italian shoemakers 
also, she said, are using white on color 
and multicolor to good advantage. In 
France she noted the varied use of yel- 
low in all its ranges, from tawny beiges 
to bright orange. 

Pullovers shown at the meeting, as 
in St. Louis, showed among others, 
sharp color contrasts such as black 
patent with white kid, beige and orange, 
beige and blue. 


Similar meetings were held August 
17 and 18 in Boston. 





Store Changes Ownership 


OnempA, N. Y.—The Dailey Boot 
Shop, 117 Madison Street, Oneida, es- 
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Pie grading in Sterling Lasts means 





perfect fit in shoes made over them, assuring their instant 


acceptance, continuing sales and profit-making volume. 


ON DISPLAY 





Rooms 





tablished in 1922 by the late William 
Dailey, was purchased recently by Lat- 
timers’ Shoe Store of Geneva, N. Y. 
The new unit will be managed by 
Douglas McLain who has been connect- 
ed with Lattimers’ Geneva store for 
several years. 





Opens New Store 


DetroIT—The Village Boot Shop is 
being opened in northeast Detroit by 
Michael Chojnowski, at 17414 Chester 
Street, in a newly-developing suburban 
section. The store will sell men’s and 
children’s shoe lines only. 


Allied Products Show ° 
1045-46 ° 


STERLING LAST CORPORATION 


335 EAST 27TH ST., NEW YORK 16, N. Y. 


Hotel Belmont Plaza 


September 6, 7, 8 


CABLE: STERLAST 


Mr. Chojnowski has been in the shoe 
business in the suburb of Hamtramck 
for the last thirty years, under the 
name of Hamtramck Leather Company, 
and was in business in Connecticut for 
ten years prior to that. 


Store Changes Name 

LOUISVILLE, Ky.—J. C. Fedler Com- 
pany, this city, has filed a charter 
amendment changing the corporate 
name of the firm to Kail-Smith Shoe 
Company, Inc. 


119 











You've known the Maat MAS THIBGIRG for over 45 years... 


in all it's glory , with many new improvements 





Whistles, Comics, Tops, Marbles 
. everything you need for low- 
priced give-aways. 


901 for Good-w 
Gif+ 


HEADQUARTERS Since 
Novelties, Souvenirs, Birthday 


Premiums and Give-Awavs 





Creating Toys 


Specialties, 


T 
| Ma” here are the details: 


| No. 100 Actual size, 12'' long, contains 6" ruler, 
pen holder and pencil as illustrated. Assorted 
colors. Available with your advertisement imprinted. 
New low prices prevail. 

| Call or write for new 1949 catalogue. 


THE Lederer INDUSTRIES, Inc. 


39 West 19th St., N. Y. II 














BALOCHA ,Madesna/ 


IMPORTED FROM BRAZIL! 


100% PURE PARA RUBBER! 


Feather light! More comfort! 
Longer wearing! Non-tearing! 
Folds up to carry in pocket! 
Now available in quantity, these re- 
markable overshoes, currently adver- 
tised in Esquire and other publications, 
are sweeping the country. Orders and 
reorders are pouring in from smart 
retailers — shoe, haberdashery and 
men’s wear departments. Here’s why: 
1. Only four sizes te fit all shee sizes. 
2. Attractively packaged, they require only 4 of 
the space te steck, compared with ethers. 
3. Priced te sell for $2.95 te $3.25 with a 
coverage. 


Write or wire today for details 


A.K. MAURO, INC. 


1518 Land Title Bidg., Philadelphia 10, Pe. 
*Reg. U. S. Pat. Off. 














WCSTA Show Plans Changed 


Los ANGELES— Walter J. Galvin, 
president of the West Coast Shoe Trav- 
elers Association, announces that a 
change has been made in the plans for 
the forthcoming shoe show scheduled 
for Nov. 13 to 16. 

This year for the first time, the en- 
tire show will be held under one roof 
in the Hotel Alexandria in Los Angeles. 
There will be no registrations for trav- 
eling men except at the official hotel. 

An open forum luncheon will be held 
Monday, Nov. 14. 
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Shoe Campaign Active on Many Fronts 





National Shoe Institute Reports Success in Placing Publicity in Widely 
Different Types of Media 


New YorkK.—The National Shoe In- 
stitute, set up by the National Shoe 
Manufacturers Association and the Na- 
tional Shoe Retailers Association to act 
as the industry’s public relations arm, 
recently released a report giving statis- 
tics indicative of the volume of shoe 
publicity activity. 

“Twenty-five hundred releases have 
been sent to the leading newspapers in 
ten months,” says the summary; “7,920 
radio scripts to individual radio sta- 
tions; 39,620 stories to special publica- 
tions including house organs, shopping 
news and fraternal magazines; farm 
papers received more than 100 stories 
and 13,226 releases reached newspaper 
editors through national syndicates. 
All told, 74,773 releases and news 
stories have gone forth in a period of 
ten months ending August 1. During 
the first full year of operation more 
than 90,000 stories and releases about 
shoes will have been issued by the Na- 
tional Shoe Institute. 


Back To School Promotion 


“The importance of mothers re-fitting 
their children before they return to 
school this autumn was the subject of 
a special promotion to 3,600 news- 
papers. Retailers over the country re- 
ceived a broadside emphasizing action 
at the retailer level to back up this 
school promotion.” 

This was exclusive of the national 
magazines in which field fashion pro- 
motion activities are conducted inde- 
pendently by the NSMA. Concerning 
this activity it is reported that “since 
the National Shoe Manufacturers As- 
sociation started its Fashion Advisory 
Program to secure more editorial space 
in national magazines. the amount of 
publicity on women’s shoes alone has 
been more than tripled. In 1948 the 
editorial space devoted to women’s shoes 


be held 


in national magazines was valued at 
$1,384,000. Women’s shoe editorial ma- 
terial has appeared in 56 magazines, 
many of them with circulation running 
into the millions. 

“The program for men’s shoes is only 
one year old. In 1948, editorial space 
devoted to men’s footwear increased 112 
per cent over 1947. Thirty magazines 
carried men’s shoe material, including 
such media as Collier’s, Sport, Look, 
True, Pic, and Varsity. 

“The NSMA has begun a new pro- 
gram for the promotion of juvenile 
shoes. Several articles are scheduled 
to appear in forthcoming issues of 
magazines showing styles available in 
children’s shoes. The association is is- 
suing regularly a publication for edi- 
tors, entitled “Tots to Teenagers,” 
which has received favorable comment 
from the editors and should result in 
publicity which will stimulate the sale 
of juvenile shoes.” 





Pennsylvania Travelers to 
Hold Show in November 
PITTSBURGH, PA.— Plans for the 
Spring Shoe Show sponsored by the 
Pennsylvania Shoe Travelers’ Associa- 
tion have been announced by Secretary- 
Treasurer Joseph Harris. The show will 
in the Hotel William Penn 
from November 6 through November 9. 
Mr. Harris said that 140 lines of 
men’s, women’s and children’s shoes 
are expected to be displayed. A ban- 
quet for nearly 600 guests will be held 
in the William Penn the evening of 
November 8. A stage show and enter- 
tainment program will follow. 





To Feature Cowboy Boots 


CASPER, Wy0.—The TMT Sport Shop 
has been opened at 107 South Center 
St. Among the lines featured will be 
cowboy boots. 
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® featuring waterproof leather and 
true moccasin construction... backed by ~. 


; me - shoes . 
national advertising. For men and women. 


New York Office: 658 Marbridge Building 


f: BASS OUEEWITON. MAINE 
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and (: NCELLA — ONS 


It's Weil for jobs and cancellations . . 
over 1000 styles in nationally known branded 
. Weil for prices far below wholesale 

. Weil for service and reliability. While in 
town see Weil “Quality shoes since '32.” 
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. Weil for 


Weil buys quality shoes in any quantity at any time. 


M. K. WEIL SHOE CO. 


1215 Washington Ave. « St. Lovis 3, Mo. 











Men's shoe department in store of Bowman Bros. is separated frem women's 
and children's sections by the curved ends of the lounges. 


RockForp, ILt.— By moving their of Rockford, have attracted more male 
men’s shoe department from the rear of customers and have increased the vol- 
their store to the front, Bowman Bros., ume of their men’s shoe business. Pre- 
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viously, the men had to walk the full 
length of the store to make their pur- 
chases. 

“Men like the club-like atmosphere of 
our modernized men’s department,” said 
R. M. Jahn, store manager, recently. 

In relocating the department, two 
combination stock and display cabinets 
were placed in the center of the store, 
with deeply cushioned lounges at each 
end. The curved ends of the lounges 
serve to segregate the department from 
the women’s and children’s sections 
which are now to the right of the men’s 
department and occupy the full space 
at the back of the store. The lounges 
and chairs in the men’s section are 
upholstered in plastic in ivory shade. 

Fixtures in the Bowman store are in 
walnut. The walls above the stock cases 
are willow green; the ceiling is oyster 
white and the floor is covered with 
taupe colored carpet. The store is 
fluorescent lighted and air-conditioned. 
At the front, on the right, is the cashier 
and wrapping service; also, the hosiery 
and handbag stocks. 


Shoe Buyer Promoted 


CuHicaco—Sherman Rose has recent- 
ly been made buyer of women’s dress 
shoes for Maling Bros., succeeding Sam 
Ross, who has resigned. Mr. Rose was 
previously associate buyer. 
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Here's your TWO MONTHS to TWO YEARS line! 
HAND-LASTED 


MOCCASINS 


—m designed by Nature to 
encourage the normal 
growth of babies’ feet. 


When you stock the buntees 
Walker and Hiker in your infants’ 
shoe department, you cover the im- 
portant 2 months to 2 years size 
group. You'll find Buntees nation- 
ally advertised in Parents’ maga- 
‘zine. Further information may be 
obtained from 


R. J. POTVIN SHOE CO. 


Campello Station 
BROCKTON 26, MASSACHUSETTS 





WALKER —Srock 

No. 50—with spring 
heel. Sizes 1 to 6, narrow 
and wide, white, r 
brown and smoked elk. 


Patents pending 






Pes A 
m4 >4 
RA \ 
7 a 
\\ 
& ea. 
HIKER — 
Stock No. 
510—with ex- 


tended soie back 
stay. Sizes 1 t06, nar- 
row and wide, white, red, 
brown and smoked elk’ 


Licensed under 
petent No. 2,385,743 
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Today’s Shoe Salesman 


fits 
double 
wet 


PRIMEX with many new 
improvements is designed for two purposes—to assure 
foot health and to increase and speed up shoe sales. 
New X-Ray mechanism including 3-ray penetration 
for every foot thickness plus innovations in the cabinet 
itself—lower step, wider platform, compact size to 
save valuable floor space and new, modern style and 
beauty- make PRIMEX your most effective sales help. 
Shoe dealers everywhere say there is no comparison. 


For full particulars write 


EQUIPMENT CO. 
135 So. La Salle Street 
Chicago 3, Illinois 
BS-9A 








Toyland Shoe Department Pleases Children 











Toys keep children interested while waiting to be fitted in the juvenile shoe depart- 
ment of Robert H. Wuensch Company, East Orange, N. J. 


regular, corrective and _ doctor-pre- 
scribed shoes. 

Mr. Wuensch, an ad-wizard in his 
own right, has made the department a 
remarkable success, and says, “I feel 
we have the finest and most complete 
juvenile shoe department in all New 
Jersey, with every size in both sturdy 
and dress shoes.” 


Amalgamated Stylist Holds 


Press Conference 

St. Louis—New colors and finishes in 
kidskin for Spring and Summer 1950 
were presented at a press party given 
recently by the Amalgamated Leather 
Companies at the Hotel Sheraton. Miss 
Sylvie Hamilton, style director, who has 
been working with shoe manufacturers 
in this area on their Spring lines, dis- 
cussed informally the leathers and pull- 
overs on display. Slight touches of 
white on navy, beige and red, combina- 
tions of three and four colors, and the 
use of one color in two leather surfaces 
were highlighted as important trends. 
The emergence of glazed kid in a wide 
range of colors was noted as the most 
interesting new trend. 





East ORANGE, N. J.—Children re- 
luctantly leave Robert H. Wuensch 
Company’s juvenile shoe department at 
33 Halsted Street, East Orange. The 
playroom atmosphere, in shades of 
raspberry and blond wood, is pleasing, 
and toys keep the youngsters interested 
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while waiting; and sitting in light plas- 
tic armchairs on the stage gives them 
a feeling of importance during the fit- 
ting. 

Manager and buyer William Casey, 
a children’s shoe specialist for 25 years, 
expertly directs the scientific fitting of 





Opens Shoe Department 


MIAMI, FLA.—A shoe department has 
been opened in the Sister and Brother 
Tog Shop at 49 N. E. First Street. 
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WCSTA To Aid i 
o Aid in 
R e e 
etail Campaign 

Los ANGELES — Tentative outlines of 
a coordinated advertising and publicity 
campaign for the Southern Cali.ornia 
retail shoe industry were sketched at an 
informal caucus of leading department, 
chain, and specialty store representa- 
tives held by the West Coast Shoe 
Travelers Association recently at Mike 
Lyman’s restaurant in Los Angeles. 
The project was later formally launched 
at a full scale meeting of the shoe in- 
dustry and the daily press on Thursday, 
August 25, at the Alexandria Hotel, 
here. At that time, support of manufac- 
turers, tanners and retailers was sought 
for a long-term program embracing full 
page industry advertisements, educa- 
tional publicity, and the creation of a 
Greater Los Angeles Shoe Week by 
proclamation of Mayor Fletcher Bow- 
ron, to coincide with the Los Angeles 
shoe show, November 13 to 16. 

Offering his organization’s name, of- 
fice facilities, and financial participa- 
tion to spark the promotional cam- 
paign, Walter Galvin, president of the 
WCSTA, urged a program of consumer 
education. 

“Dollar for dollar, the average cus- 
tomer gets more value in his pair of 
shoes than in any other item of his 
wardrcbe,” pointed out Gil Winneguth, 


second vice-president of the WCSTA,- 


as he opened a discussion of the project. 

“We are all aiter the same consumer 
dollar over the fitting stool.” he said. 
“With the joint participation of manu- 
facturers, travelers, and you, the re- 
tailers, we can actively better conditions 
in the shoe business in Los Angeles.” 

Reaction of the assembled retailers, 
@ cross section of the dominant factors 
in the Los Angeles shoe scene, was en- 
thusiastic: 

Stated Bruce Correll of Bullock’s de- 
partment store: “Our daily newspapers 
lavish pages on styles but seldom spare 
a column for footwear.” 

Added Parke Dowd of Bullock’s: 
“Our aim in this program is not to sell 
ene particular shoe at one particular 
time, but to increase shoe appetite.” 


Milward Pick of Eastern-Columbia 
urged a positive attitude in the indus- 
try-wide promotion to sell a balanced 
shoe wardrobe. The current slump ex- 
perienced by many West Coast retailers 
may be traced to consumers’ delaying 
Fall purchases in hope of a price de- 
cline, stated Frederick Kayser of Weth- 
erby-Kayser Shoe Company. 

Others who endorsed the plan in- 
cluded Gude’s representative, Edward 
Draper; Al Friedman of the Innes Shoe 
Co.; and Frank Plummer, woman’s shoe 
buyer of the Robinson Department 
store. Martha Weisler, publicity repre- 
sentative of the WCSTA, showed a ten- 
tative layout of a full-page advertise- 
ment to be followed by others; and 
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Harry Evans, president of the National 
Shoe Travelers Association and recently 
elected president of the Bureau of Na- 
tional Salesmen’s Association, summed 
up: “The industry has been asleep. We 
need, we have long needed, a coordi- 
nated public relations program for tan- 
ners, manufacturers, retailers and trav- 
elers.” 


Off-Street Parking 
Urged by Shoe Man 


LINCOLN, NEB.—Shoe store operators 
who own properties in downtown busi- 
ness sections have their future pretty 
well tied-up in the parking problem, be- 
lieves Fred Wells, president of Wells & 
Frost, Inc., Lincoln’s largest and oldest 
family shoe store. 

Retiring as chairman of the Lincoln 
traffic commission, Mr. Wells declared 
that all over the country, cities are 
rushing to set up parking authorities to 
acquire land for off-street parking and 
legislation to direct meter income to- 
ward necessary financing. The traffic 
peak predicted for 1950 is already here 
a year ahead of time, he pointed out. 

“Today, the provision for parking 
space is just as logical a business ex- 
pense as payments for rent, light and 
heat,” the shoe merchant stated. 
“Whether taken individually or as a 
community project, the businessman 


who fails to see this is shortsighted in- 
deed.” 


Moves to New Store 


ALBANY, N. Y.—A. S. Beck Shoe Cor- 
poration has opened a new store at 31-33 
N. Pearl Street, moving to that location 
from 63 N. Pearl Street. Carl Schmieler 
is manager. 

The exterior facade is off-white porce- 
lain set in a picture frame of turquoise. 
The women’s salon is in the front of 
the store, and is decorated with rust 
and chartreuse wallpaper and a tur- 
quoise ceiling. The woodwork is mainly 
mahogany. 

On the floor below is a departme*-t 
for shoes and accessories for men. The 
chairs are pearl gray with limed oak 
frames set against turquoise walls. The 
sock bar is in pickled mahogany. 


Builds Own Shoe Store 


ARLINGTON HEIGHTS, ILL. — Wilbert 
Hartman has recently celebrated the 
opening of his family shoe store now 
located in its own building. This firm, 
known as Hartman’s Shoe Store, in 
business here for many years, is next 
door to its former location. Mr. Hart- 
man built the building especially for his 
business. 








for back-to-school 





SOFT TOE BALLET 


Fully lined, short soles, 


pleated toes. Hand 
made ...A to D 
width. Full and half 
sizes, 8 small to ? 


large. White or Black. 


$2.15 






32 W. Randolph 





ORDER NOW 


promotion... 


NATURE SANDALS 


Mellow chrome 
heovy soles. 
or Fawn. Full and half 
sizes. 9 small toP large. 


Look to Leo for Nationally 


Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 








split, 
In Block 


T5¢ 


PATENT LEATHER 
TAP SHOES 


Genuine black patent 
leather with wood heel. 
A and C width. Sizes, 
12 to 9. Net, in case 
lots of 36 pairs. 


$2.75 


Chicago 1, Ill. 
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THESE : 

A 7) AUTHENTIC TEXAS MADE 
7 COWBOY BOOTS 

FOR CHILDREN, BOYS & 

GIRLS ARE AVAILABLE = [ 


DESIRABLE TERRITORIES 


WRITE H. A. SCHRODER 
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ROM OPEN STOCK 


Schoo! time is cinch time 








SALESMEN 
WANTED 


OPEN 


SALES MANAGER 


TO MAKE FADED SOILED | 


SCUFFED SHOES 


LOOK NEW AGAIN 





NOW MORE THAN EVER 


iT'Ss A CINCH 
WITH CINCH! 


The Shoe Polish Of Satisfaction 


Now you can sell Cinch in a 
NON-TIP Squat Style Bottle 
which instantly improves the 
all-around appearance of the 
package. But inside, it's the 
same tried and true Cinch, 
exactly the same in Quality 
and in Quantity. Cinch is 
America's family shoe polish— 
Mother's "friend in need" in 
her battle to keep Junior's 
shoes neat and scuff-free. 


AVAILABLE 


IN 
ALL COLORS 


Swank SHOE DRESSINGS INC., 


EAST 


61 


1ITH Sit... 


NEW YORK 3, N. Y. 





NSRA Issues Style 


Coordination Book 





Publication Designed to Aid in Training Store Personnel 


Relationship Between 


New YorkK—‘“Fashion and Footwear, 
Fall and Winter, 1949,” recently issued 
by the National Shoe Retailers Associa- 
tion, is a worthy successor to preceding 
issues of this very comprehensive, valu- 
able and attractive coordination book 
first brought out by the association be- 
fore the war and resumed since then in 
semi-annual editions. 

In general format and idea the cur- 
rent book follows previous issues. Six- 
teen pages of swatches with explana- 
tory text, cover completely coordinated 
costumes for “Country,” “Town and 
Country” and “Town.” The four pages 
on country clothes feature ready-to- 
wear fabrics in red and blue, with 
matching and contrasting accessory 
colors; beige and moss green with 
matching, contrasting and blending ac- 
cessories; wine; spice brown and black. 
Five pages are devoted to clothes suit- 
able for both town and country, and 
here the featured costume colors are 
brick and putty; grey; cocoa brown; 
teal; grape and mauve. In the seven 
pages showing colors for ready-to-wear 
and accessories for town wear, the fol- 
lowing ready-to-wear colors are shown 
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in 
Costumes and Shoes 


with appropriate accessory colors: 
brown; winter red; navy and french 
blue; green; grey; purple plum; black. 


On the introductory page, L. E. Lang- 
ston, executive vice-president, points out 
the importance of a “sales force that is 
trained and equipped to provide the 
complete fashion story to the customers 
who enter your store.” He goes on to 
point out that “women are becoming 
more and more fashion conscious” and 
that “it is our belief that in the educa- 
tion of the consumer to the importance 
of shoes, their place in the wardrobe 
and the benefits to be derived from fre- 
quent and correct changes—lies the shoe 
industry’s hope of extra pairage. And 
that means better informed sales per- 
sonnel.” 


On the following pages the reader 
is provided with an index to the 16 
pages of coordination and a detailed 
explanation of how to use the book in 
training the sales personnel. A careful 
analysis is made of the thinking of the 
customer, her needs and problems. Con- 
crete and detailed suggestions are then 
made as to how to use the coordination 


pages in training the sales clerk. This 
material is an innovation. 

As a further practical step in the 
instruction of the selling force, the Na- 
tional Shoe Retailers Assocation has 
introduced another new training and 
selling aid. This is a booklet, small 
enough to slip easily into a clerk’s pocket 
but comprehensive enough to enable him 
to tell his customer exactly the colors, 
leathers and types of shoes that should 
be worn with costumes in basic black, 
brown, green, wine, grey and navy and 
a small group of high fashion colors, 
which include taupe, teal, brick and 
purple plum. To make this information 
even more complete, each page is broken 
down into types to include Town, Town- 
Country and Casual. The name of this 
practical little guide is “What Goes 
with What” and its purpose, in Mr. 
Langston’s words, is “to place in the 
hands of the man or woman on the 
fitting stool an authentic shoe and cos- 
tume color coordination chart—featur- 
ing the shoe and costume color rela- 
tionship that will predominate in the 
1949 Fall and Winter seasons.” 





New Store to Open 


BURLINGTON, N. C.—Goldman & Mar- 
kus, Inc., of this city, has obtained a 
charter from the Secretary of State to 
operate a shoe store. 
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PROVEN SELLERS . . . 
FOR FALL! 








PHYL-FLEX FLATS 


1. Over 100 numbers in Women’s and Misses’ 
Lo-Heels IN STOCK. 


2. Priced for profitable selling in the volume 
$4-$5 field. 


3. Direct from the manufacturer for the utmost 
in values. 


4. Size-Ins as you want them—and when you 
need them. 


If all this makes sense—write for catalog 


PHYLLIS SHOE COMPANY 
LOWELL, MASSACHUSETTS 


Salesmen: Some Territories Open—Write For Details 


Sell Themselves! 


Get These Easy Extra Profits! 





Lady customers go for this supe- 

rior handle-brush with rubber 

bristles. Just a few strokes cleans and removes all trace 
of dust and dirt without harm to the finest shoe. Durable 
plastic handle in assorted colors. Suggest a brush every 
time you sell a pair of fabric, suede or rough leather shoes 
—sells on sight. Packed in individual cartons. Suggested 
retail price, 69¢. 


Doz. ... $4.20 V¥2-Gross .. . $24.50 Gross ... $48 


Some prefer 
this quality 
purse-size suede 
brush. Cleans 
quickly and 
easily. 3 dozen 
in attractive 
display carton. 
Suggested retail 
price, 35¢. 





Gross .. . $23.95 


Doz... . $2.10 


SCOTT FOOT APPLIANCE CO. * 1701 Webster St. © Omaha, Neb. 




















Manufacturing and Markets 
[CONTINUED FROM PAGE 108] 


of the year. One manufacturer believed that business in 
the next six weeks would be “big.” 

Generally speaking, production was reported to be about 
normal, stepping up a bit from what was considered to be 
an almost slack season. Manufacturers were working on 
size-ups, orders for immediate delivery, and for September 
and some October delivery. 

One manufacturer complained that retailers’ methods of 
ordering worked a hardship on manufacturers. He believed 
that retailers were holding their orders back until the last 
minute, and then suddenly most of them would order all 
at once, asking for immediate delivery. To fill such orders, 
he said, would be obviously impossible, and not only does 
the manufacturer lose business, but also the retailer. 

Buyers were still talking price, according to manufac- 
turers, although talk hasn’t been as intense as it was sev- 
eral months ago. Some reductions in price have been made 
possible by cutting corners and increasing efficiency of 
production, and. as a last resort, by cutting into profits. 
Manufacturers were pessimistic about obtaining conces- 
sions from labor, since it was expected that labor would 
again ask for an increase in wages. Leather prices, al- 
though fluctuating a bit, were still not low enough to bring 
about a marked reduction in the price of shoes. More and 
more, manufacturers feel that sacrifice of quality in their 
shoes in the interests of lower prices would be a danger- 
ous move. 
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Established Store Taken Over 
By New Partners 
E:mira, N. Y.—Charles M. Nichols, Jr., and Robert 


Stemerman are the new owners of The Bootery, 155 North 
Main Street, with the retirement of Mortimer J. Rosenfield. 

Mr. Nichols has been manager of Gosper-Kelly, Inc., 
160 North Main Street. since March, 1941. He has been 
succeeded at Gosper’s by Willis S. Jacobs, a salesman for 
the past five years. 

The Bootery was founded in 1890 by Moses Rosenfield. 
His son, Mortimer, went to work there from college in 
1919 and became a partner in 1928. The name of the firm 
was then changed to M. Rosenfield & Son. 

A second store was opened in 1928 at 121 Lake Street, 
under the name of The Bootery. The location was changed 
to 110 North Main Street in 1932 and to the present store 
in 1939. 

The retail shoe store will continue under the same name. 


Big Mural Painted on Store Wall 


AtLanta, Ga.—Art entered the business world in At- 
lanta recently when a towering mural, 12 feet high and 42 
feet long, was painted on the birch-paneled walls of 
Davison’s new shoe salon. 

Designed and painted by Madi Blach, a native of Czecho- 
slovakia, the mural represents fashion designs which orig- 
inated in the early part of the nineteenth century. 
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STUDENT TAP SOFT TOE BALLET 


“For a quarter-century we have dedicated our- 
selves exclusively to the development of finer 
dance footwear and accessories.” 





Bring Dancing Dollars Into YOUR Shop With 


SELVA DANCE SHOES 


SELVA DANCE FOOTWEAR IS THE CHOICE OF DANCE STUDIOS IN YOUR TOWN! 





SELVA & SONS, INC. 





HARD TOE 








ACRO SANDALS 


Selva Dance Shoes Are Nationally Advertised. 
Acclaimed by the World's Most Foremost 
Dancers. Write For Price List. 


MANUFACTURERS 
1607 BROADWAY, N.Y. 19 








@ In-Stock Department 

@ Complete dance footwear and 
accessories line 

@ immediate Deliveries 


@ No service charge on small 
orders 





BY BERNED 


America's Foremost Specialists 
in Dance Footwear 


BALLET SLIPPER 


Fully lined. Authentic model for professional 
and student dancers. Gore over instep. Half 
sizes from 8 Small thru 9 Large, B, C and 
D Widths. 
#301 (bik.), #302 (wht.), 

pleated toe, short sole ........ $1.90 
£401 (bik.), #402 (wht.), full sole .... $1.90 


All prices NET F.O.B. Boston 





BERNED SHOE COMPANY 207 Essex Street, Boston, Massachusett: 
Manufacturers — Distributors 











HANDY FORMS 


(Carried in Stock) 
For Efficient Store Operation 


Shoes and Carton Price Stickers—Postage stamp size: 1452 
to a book: $2.00; 2 bks $3.50; 4, $6.00. 


Buying Order Pads—Form #107, per pad................ $ .40 

(100 sheets to pad—SO orig.—50 dup.) 5 pads............ 1.75 
Inventory Size Sheets—Form #106, per pad.......------ 3 -50 

(100 sheets to pad) 5 pads $2.00; 10 pads............. «= Se 
Sales Record Slips Form “D” 100 to pad, per pad........ as 
Refund Record Slips Form “E” 85 to pad, per pad.........-. 25 
Customer File Cards Form “F’’ 3”x5”, 100 cards.......... -75 
Profit Charts—accurate guide to selling prices......... : 


SAMPLES ON REQUEST 


MERCHANT'S SERVICE DEPT. 


209 S. STATE STREET CHICAGO 4, ILLINOIS 














Obituaries 





George J. Taylor 


CENTER Harpor, N. H.—George J. ROCHESTER, N. 


Edward L. Kimball 
Y.—Edward L. Kim- held at All Saints Episcopal Church, 


an illness of several months. He was 
55 years old. Funeral services were 


Taylor, 84, retired purchasing agent ball, for the last several years incharge Winona Boulevard with burial at 
for the W. L. Douglas Shoe Co. in of sales of the juvenile division of the Malden, Mass. 


Brockton, Mass., died recently in La- 
conia Hospital, where he had been a 
patient for about three weeks. The 
funeral was held at the family home, 
here, and burial was in the Brookfield, 
Mass., cemetery. 

Mr. Taylor was born in Brookfield 
and came to Center Harbor following 
his retirement. He was a member of 
the Paul Revere Lodge of Masons and 
the Bay State Commandery of the 
Shriners. 

Survivors include his widow; a sister, 
Mrs. L. L. Hollis of Brockton, and a 
brother, Clarence Taylor of Miami, Fla. 





Max Kessler 

ROCHESTER, N. Y.—Max Kessler, 62, 
a retired retail shoe merchant, died re- 
cently in Genesee Hospital. 

He conducted a retail shoe store on 
Joseph Avenue until illness forced his 





EDWARD L. KIMBALL 


The major portion of Mr. Kimball’s 
business career was devoted to the man- 
ufacture and merchandising of shoes. 
He started about 30 years ago as an ac- 
countant in the office of the Ground 
Gripper Company and later became 
treasurer of that concern. Following 
its merger with Cantilever, Dr. Kahler 
and Physical Culture, he became gen- 
eral manager and later president of 
the parent corporation, Orthopedic 
Shoes, Inc., of Portsmouth, Ohio. 

He brought his family to Rochester 
about ten years ago when he became as- 
sociated with the W. B. Coon Company. 


A machine gunner in World War I, 
Mr. Kimball was a member of the 
American Legion, the Rochester Ad 
Club, Chamber of Commerce, Rochester 
Fishing Club, the Rochester Leider- 
kranz, the Rochester Turn Verein and 
the Sterling Masonic Lodge, Malden, 


retirement a few years ago. Surviving W. B. Coon Company, died recently at Mass. 


are four sons and a sister. 
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his home, 84 Barons Road here, after 


He is survived by his widow, Mrs. 
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A new slipper by Tobin-Hamilton 
SHIRRED LASTEX SATIN GORING — PANOLENE SOLES 
GENUINE CORK PLATFORM 


Black or tan calf Half 
Wellingtons, kid lined, 
widths B, C, D, or E. 


Sizes 6-12 Sizes 84-12 No. 7933—All pink satin 


$1.65 No. 7966—All aqua satin 
Medium width No. 7946—Aqua and royal blue satin 
Sizes 1244-3 No. 7948—Royal blue and red satin 


$1.80 TWO WEEKS DELIVERY 


Fine quality smooth grain leather. 10 inch 
boot—tull lecther lined. Finest bootmoker 
—lecther outsoles. 


fa M. CONNELL SHOE CO., South Braintree, Mass. 
Pacific Coast Distributor, Martin Lee Shoe Co., Los Angeles, Calif. 














Tobin-Hamilton Shoe Co., 1001 No. Sixth, St. Louis, Mo 





Mary Thorp Kimball; his son, Edward 
Kimball, 3rd; his daughter, Emily Ann 
Kimball; his sister Mrs. William M. 
White, Hampton Falls, New Hamp- 
shire; two brothers, Parker of Moulton- 
borough, New Hampshire, and Philip 
of Beckley, W. Va. 





Mrs. Frank E. Ballou 


PROVIDENCE, R. I.—Mrs. Frank E. 
Ballou, whose husband heads F. E. 
Ballou Co., retail shoe store, died re- 
cently at the family home in this city, 
following an illness of one year. 

She was married to Mr. Ballou in 
1942. She was court stenographer in 
Superior Court for 40 years before her 
retirement in 1939. 

In addition to her husband, she leaves 
a son by her first marriage, Douglas 
Holyoke, of Manhasset, L. I., and two 
grandchildren. 





Henry R. Harner 


DeTrRoIT.— Henry R. Harner, 65, a 
shoe traveler during his entire business 
career, died recently from a_ heart 
ailment, after several months’ illness. 

He started with the former C. and E. 
Shoe Company of Columbus, O., travel- 
ing for them in the Ohio territory for 
several years. For the last thirty 
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years, he has represented the Julian 
and Kokenge Shoe Company of Colum- 
bus, covering the six New England 
states and Michigan, and making his 
home in Detroit. 

He was a member of the Michigan 
Shoe Travelers Club, an associate mem- 
ber of the Detroit Shoe Retailers, and 
a member of Zion Lodge No. 1, F. & A. 
M. 

He is survived by his widow, Mrs. 
Hortense Harner, and one daughter, 
Mrs. Beverly Harner Schroeder. Inter- 
ment was in Acacia Park Cemetery. 


Milo R. Little 


CHIcAGO—Milo R. Little, executive 
vice-president and treasurer of Com- 
mercial Illustrators, Inc., Chicago and 
New York, died recently at the age 
of 51. 

Mr. Little spent his entire life in the 
advertising art field. Starting his busi- 
ness career with Sears, Roebuck and 
Company, he resigned in 1927 to be- 
come an associate in the firm of Loeb, 
Little and Davis, specializing in foot- 
wear illustrations. In 1940 the firm was 
incorporated in Illinois as Commercial 
Illustrators, Inc., and in 1943 opened its 
New York Studio. 

He is survived by his widow, a son 
and a daughter. 


Woodford W. Coult 


BELLEFONTAINE, OH10O—Woodford W. 
Coult, retail shoe dealer in Bellefon- 
taine from 1891 until he retired in 
1929, died recently, two months before 
his 94th birthday. 

He was born in a log cabin at near- 
by Huntsville, and until he became ill, 
had remained in active management of 
his farms and business properties in 
Bellefontaine. 

A stepdaughter and a daughter-in- 
law survive. 





William Dawe 

DETROIT—William Dawe, salesman in 
the women’s shoe department of J. L. 
Hudson Company, Detroit, died recently 
at the age of 62. 

He had been with the department for 
five years, after a long career in the 
men’s clothing field. He is survived 
by his widow. 


Eli Fellabick 


NIAGARA FALLS, N. Y.—A former 
manager of the Endicott-Johnson shoe 
store here, Eli Fellabick, 30, died re- 
cently at Lockport after a short illness. 
Before becoming manager of the local 
shoe store, he was manager of the Endi- 
cott-Johnson store in Tonawanda. His 
widow and parents survive. 
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wee COLT-CROMWELL 


FIRST WITH THE FINEST 


FLAT HEELED 
COWBOY BOOTS 


for BOYS and GIRLS 


To school and to play 
youngsters the country over 
will romp in cowbcy boots! 


























Handsome, sturdy, colorful 
Goodyear Stitchdown boots 
of fine Brown Elk with 
Red Leather uppers... 
attractive white underlays. 
Long wearing oak 

* composition soles and 
brown rubber heels. 


Full sizes 9 to 3 
Style No. 370 
$3.60 Per Pair 








White Elk Majorette 
4-6 $2.05 
6%2-9 2.40 aiden 
942-12 2.95 4 
{ 7/) 
= 
No. 5992 
Brown Elk Combat Boot 
6%2-9 $2.00 
9%2-12 2.45 
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Men’s Shoe and 
Leather Colors 


[CONTINUED FROM PAGE 96] 


tinue important for town and general 
wear. 


GRAINED LEATHERS 
GOLDEN HARVEST 
CIDER BROWN 

These warm lively tones are particu- 
larly adapted to heavy, rugged grained 
leathers of Scotch and pebbled surface 
finish, also for the new soft finish 
grained leathers in both lined and un- 
lined weights of fine calf and heavy 
goat, veals, kips and sides. These 
colors for grained leathers are suitable 
for the styling of sports and heavy 
campus types, as well as softer unlined 
casual shoes. They are new-looking 
in combination with matching or darker 
tones of brushed leathers. 

The new ruddy version, Cider Brown, 
has special style interest in alligator 
grain on calf for tassel moccasin and 
casual shoes for resort wear. 


BRUSHED LEATHERS 


ADMIRAL BLUE—Clear true navy for 
brushed leathers, smartly adapted to 
various Summertime uses. From the 
promotional angle, this classic dark 
blue has decided fashion significance 
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for town wear with Summer style 
clothes, as well as for country type 
models and informal evening tassel 
shoes, so popular at resorts. Smooth 
leather in the same shade of navy or 
in a darker version is used in com- 
bination with this brushed leather 
tone for light appearing Summer 
shoes. 


RUSTIC GREY—This neutral medium 
grey for brushed leathers, while not 
a volume color, has decided value 
for style promotion in country and 
casual type shoes, keyed in harmony 
with country togs in tweeds and mix- 
tures. Preferred in combination with 
smoth or grained leather in lighter 
tones of grey. 


BERMUDA BROWN-—-Popular neutral 
brown, well-liked as a harmonizing 
shade with Summer slacks, jackets 
and suits in plain fabrics or mix- 
tures. Used in casuals and heavy 
brogue and moccasin fronts. New 
in loafer moccasins combining 
brushed leather with matching 
smooth calf. 


FOREST GREEN—Deep rich green 
having promotional appeal, especially 
in country and casual shoes. While 
this dark green has limited use for 
wear with green sports clothes, it is 
new and interesting as a contrasting 
color note with brown slacks and 
sports jackets. Smooth leather in 


this same shade of green may be 
used in combination with matching 
brushed leather for moccasin front 
and saddle models. 


PRAIRIE BROWN—Rates considerable 
importance as a distinctive new 
brown in brushed leathers for city 
or country wear. For town shoes, 
this highly favored brown is used 
in allover types or allied with smooth 
leather in the British Tan shade for 
tone-on-tone models, with brogue or 
medallion tip and moccasin fronts. 
Allover brushed leather in this new 
brown is used for casuals and coun- 
try type moccasins and tassel shoes. 


BLACK—Black brushed leathers have 
a place in formal evening pumps 
and ties, also in informal evening 
tassel shoes. 


WHITE—White brushed leathers are 
considered important for Spring and 
Summer wear, particularly in plain 
toe country type shoes. White in 
combination with color has returned 
to a limited degree, but belongs in 
the rightful category of sports or 
country shoes. Other new styles in 
interesting colors have taken their 
place for all-occasion Summer wear. 





Buy Savings Bonds 
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International Division Now Using TV 





St. Lours—On August 17, the Rob- 
erts, Johnson and Rand division of 
International Shoe Co. launched a 
weekly quarter-hour sponsorship of the 
“Howdy Doody” variety show over the 
full network of NBC-TV to promote its 
Poll-Parrot children’s shoes. The Poll- 
Parrot quarter-hour goes on the air 
each Wednesday and will continue for 
39 weeks. 

With this move International became 
the first shoe manufacturer to promote 
its product over a television network. 

Twenty-five stations made up the 
NBC-TV network at the time the Poll- 
Parrot portion of the show (it is sus- 
tained by NBC during a preceding 15 
minutes) got under way last month, 
airing it from New York and Boston, 
as far South as Richmond and as far 
West as Milwaukee, Chicago and St. 
Louis. And this network may be ex- 
panded during the Fall and Winter 
months as new stations are added. 

As a selling force, however, the show 
will depend heavily upon dealer coop- 
eration. Poll-Parrot merchants are 
being urged to tie in with it via radio, 
local TV _ stations, newspapers and 
direct mail. And, according to Roberts, 
Johnson and Rand executives, a num- 
ber of dealers had voluntarily made 
commitments with radio and television 
stations for spot announcements before 
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Discussing their TV program are, left to right: M. J. Cable, R, J and R advertising 
mancger; R. E. White, vice-president Henri, Hurst & McDonald, Chicago advertising 
agency; A. L. Johnson, general advertising director, International Shoe Co.; 
Howdy and Mr. Bluster on shoulders of their emcee, Bob Smith; Frank Freund, 
general manager, Roberts, Johnson aad Rand; H. J. Donahie, R, J and R North- 
eastern sales manager; and Charles Phelps, sales representative of NBC-TY. 


the program was launched. 

But possibly the strongest link in 
the dealer cooperation program is the 
“Hewdy Doody” album, an elaborate, 
gaily colored and sturdily constructed 
book which dealers can give away at 
their own discretion to their juvenile 
customers and prospects. Its pulling 
power is enhanced by the fact that the 
youngster has to return to the store 
four more times after the original pres- 
entation at periodic intervals, announc- 
ed during broadcasts, in order to obtain 
photo prints to complete it. 





Red Hunting Boot to 
Save Shooter’s Lives 


WATERTOWN, MASS.—It’s going to be 
easier this Fall for hunters to avoid 
shooting each other. 

A new bright red over-the-shoe rub- 
ber boot has been introduced by Hood 
Rubber Company and its parent organ- 
ization, B. F. Goodrich, to increase the 
safety factor when the nation’s sports- 
men start prowling the woods for deer, 
rabbits and other wild game. 

Wool pile fleece-lined, and with an 
inside shearling cuff at the top, the 
i2-inch red boot stands out in sharp 
contrast to Fall foilage and is especially 
visible against a background of snow. 


Two New Salesmen Join 
Herbst Siaff 


MILWAUKEE—Two new salesmen 
have been added to the staff of the 
Herbst Shoe Manufacturing Company, 
here. 

Anthony H. Mirra is Child Life rep- 
resentative for the Mid-Atlantic terri- 
tory, and has his office in Room 1005, 
Lafayette Building, Philadelphia. Mr. 
Mirra has previously represented other 
juvenile houses in the same area and 
has many friends among the trade. 
Mr. Mirra replaces John J. Scanlon, 
previous Child Life representative who 
passed away last May. 

The other addition to the sales force 
is Earl H. Haney of Milwaukee who 
will represent Child Life in the states 
of Wisconsin, Iowa, and Minnesota. 
Mr. Haney has previously traveled this 
particular territory, and, previous to 
this experience, operated his own re- 
tail shoe store in Milwaukee. Mr. 
Haney has been appointed to fill the 
vacancy left by the death of Harold E. 
Lew. 





Rathy Shoes, Inc. Under 
New Ownership 


Pomona, CALIF.—Complete control of 
Rathy Shoes, Inc., manufacturers of 
women’s high grade footwear, has been 
acquired by L. M. Lockhart, a Texas 
oil man who recently moved here from 
that state; production has been re- 
sumed at the plant and the manage- 
ment predicts an output of 300 pairs 
per day by September 1, in order to 
fill existing orders. 

Joseph J. Rathy, who organized the 
company in 1947, remains as president, 
in which capacity he will also super- 
vise style and production. W. C. Pet- 
tingell, a former business associate of 
Mr. Lockhart, is executive vice-presi- 
dent. Other new officers and directors 
are Erroll W. Murphy, treasurer; Don- 
ald P. Nichols, vice-president and 
counsel; J. C. Fincher, secretary; and 
Clearine D. Lockhart. 





Joins Toledo Wholesaler 


ToLepo, O.—L. T. McDonald, who for 
the last several years has been travel- 
ing for the J. T. Barlow Company of 
Dayton, is now covering Eastern Indi- 
ana for the Ainsworth Shoe Company, 
wholesalers, of Toledo. 
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Left to right—Allen Caldwell, executive 
tion; Mr. Tobias, Mr. Kelley and Mr. 


BELOIT, Wis.—Fifty new members 
were admitted to the Twenty Year 
Club of the Freeman Shoe Corporation 
at the club’s recent annual meeting and 
banquet held in the Wagon Wheel, here. 
The club membership is now 200, all of 
whom have served the company con- 
tinuously for twenty years or more. 


Veterans Honored by Freeman Shoe 





vice-president of Freeman Shoe Corpora- 
Cary, president and board chairman. 


Among the new members are John 
D. Tobias, vice-president in charge of 
sales; and Leon E. Kelley, New En- 
gland sales representative. 

Presentation of the club’s emblems, 
diamond lapel pins, was made by H. T. 
Cary, president and chairman of the 
board. 





Calf Leather Identification 
Program for Handbags 


NEw YorkK—The plan for identifying 
handbags made from calfskin, which 
Was announced recently by the Calf 
Leather Group of the Tanners’ Council 
of America, has received enthusiastic 
support from handbag manufacturers. 
Fifty-five leading producers of hand- 
bags, comprising most of the manufac- 
turers in the price range which use 
calf leather, have indicated their will- 
ingness to support the program. 

One million inserts were printed in 
the initial run and manufacturers are 
placing them inside each bag, usually 
in the mirror pocket, so that Fall bags 
will have these identifying labels. 

It is believed that the positive identi- 
fication of calf leather will become a 
valuable selling asset for retailers. 


New Company to Make 
Slippers and Casuals 


Los ANGELES—The firm of Catalano 
& Son has been formed for the purpose 
of manufacturing high grade house and 
hostess slippers and casuals in the 
$6.95 to $19.95 retail brackets. 

A loft at 313 S. Central Avenue has 
been taken. 

Frank Catalano, the father, was 
quality man for Pincus & Tobias for 
eleven years, while his son Mike, in 
partnership with him has had consider- 
able shoe manufacturing experience in 
the New York district. 
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More Distributors Named by 


Hussco Shoe Co. 


HONESDALE, Pa.—Edward McBreen, 
of the McBreen Shoe Company, 305 
West Monroe Street, Chicago, newly 
appointed distributor of “Huskies” moc- 
casins, recently visited the Honesdale 
plant of the Hussco Shoe Company, 
manufacturers of “Huskies.” Mr. Mc- 
Breen’s territory covers Northern IIli- 
nois, Southern Iowa, Michigan and 
Northern 'ndiana. 

The Hussco Shoe Company also an- 
nounces the appointment of four addi- 
tional distributors: 20th Century Foot- 
wear, Milwaukee, Wis. (Wisconsin, 
Minnesota, Michigan Peninsula, North 
and South Dakota, Montana and North- 
ern Iowa); Daner & Daner Shoe Com- 
pany, Miami (lower Florida); Bresler 
Shoe Company, Atlanta, Ga. (Northern 
Florida, Kentucky, Tennessee, South 
Carolina and Georgia), and Alexander 
Rubber Company, Philadelphia (Tren- 
ton and South New Jersey, Eastern 
Pennsylvania and Delaware). 





Fall Catalogue Issued by 
Rhinestone Creations 


PHILADELPHIA — A new Fall cata- 
logue has just been issued by Rhinestone 
Creations of 751 North Thirty-ninth 
Street, this city. With enlarged produc- 
tion facilities, the firm’s line of rine- 
tion facilities, the firm’s line of rhine- 
stone shoe ornaments has been expand- 
ed to include imported genuine cut steel 
beads. Featured in their new promo- 
tional set-up will be a lucite counter 
bow stand for convenient display of 
their new line in retail stores. 


Join Sales Force of 
Allen Edmonds 


BELGIUM, Wis.—Ed Vollmer, former- 
ly proprietor of the Vollmer store, 
Neenah, Wis., and Paul Comer, man- 
ager of the men’s shoe department in 
Clayton’s store, Detroit, have joined the 
Allen Edmonds Shoe Corporation sales 
force. 

Mr. Vollmer will be in charge of the 
Allen Edmonds territory which ineludes 
North and South Dakota, Minnesota, 
and Wisconsin. His headquarters will 
be Appleton, Wis. 

The shoe company’s Southwest terri- 
tory has been assigned to Mr. Comer, 
whose headquarters are in the Haas 
Building, Los Angeles. He will cover 
California, Nevada, Arizona, and New 
Mexico. 


New Line Launched 


St. Louis.—Hamilton Shoe Co. has 
announced that approximately 170 
stores launched the new Delmanette 
line of Delman, Inc., and Hamilton on 
August 26. 

As a part of the campaign to intro- 
duce the line these stores and depart- 
ments were listed in ads which appeared 
in Glamour, Charm and Vogue. 

The line is being promoted also in 
September issues of these publications, 
plus Mademoiselle and Harpers Bazaar. 





Manufacturer Honored by 


Retail Store 


DALLAS, TEX.—David E. Evins, New 
York shoe manufacturer and de- 
signer, has been selected as one of the 
recipients of the Neiman-Marcus award 
for distinguished service in the field of 
fashion. The presentation will be made 
by Stanley Marcus, executive vice- 
president of this large retail firm, at 
the Neiman-Marcus Fall Fashion Ex- 
position to be held here September 5 
and 6. 


Salesmen Move Offices 


Los ANGELES—Carl and Gil Winne- 
guth (father and son) have moved their 
shoe sample room from the Biltmore 
Hotel to Suite 218 Hotel Lankershim. 

Carl represents the Louis H. Salvage 
Shoe Co., while Gil carries the Merri- 
mac Shoe Co. and Barbara Gay lines 
and John-Flaut’s line of flats. 

Carl is past president of the West 
Coast Shoe Travelers Associates and 
Gil is the second vice-president of that 
organization. 





Krischer with Stern Shoe Co. 


PHILADELPHIA.—Bob Krischer, a well 
known figure in Philadelphia shoe 
wholesaling circles for nearly thirty 
years, has assumed the managership 
of the Stern Shoe Company here with 
a partnership interest. 
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Colonial Tanning Observes 25th Birthday 





Lett to right—Joseph, Kivie and Archie Kaplan, major executives of the Colonial 
Tanning Company, Boston. Initial investment in 1924—$12,000. Sales in 1948— 
$20,000,000. 


Boston —If you ask the Kaplan 
brothers of Boston—Joseph, Archie and 
Kivie—who are now observing the 25th 
anniversary of their Colonial Tanning 
Company, just what was responsible 
for their extraordinary success, you'll 
get a many-sided answer. 

The Kaplans feel that the growth of 
Colonial Tanning from an original in- 
vestment of $12,000 in 1924 to a busi- 
ness that reached a sales volume of 
over $20,000,000.00 in 1948 can be at- 
tributed to a combination of factors. 
All of which, most business acquaint- 
ances, competitors and employees be- 
lieve, are rooted in the essential con- 
viction of the three Kaplan brothers 
that success is a matter of teamwork, 
with the industry, with customers, and 
with the company workers whose coop- 
eration and loyalty must be deserved 
and developed. 


The value of teamwork was demon-. 


strated early in the history of the Co- 
lonial Tanning Company. Rapidly in- 
creasing demand for Colonial’s finished 
and partly finished skins made a large 
and constant supply of uniformly high- 
quality skins a necessity. From buyers 
and sellers, the Kaplans were forced to 
become co-producers with several tan- 
ners and finishers, as a first step 
toward independent production. Their 
record greatly simplified the quick 
achievement of this transition. 

A basic Colonial policy was strict 
insistence upon the production of top 
quality leathers at prices that rep- 
resented genuine value—hence, ready 
acceptance in the leather markets. The 
Colonial management has always main- 
tained that there is no teamwork that 
pays off any better than giving honest 
value to the people on whom you depend 
for sales, production—and profits. 

Cooperation also played an important 
part in another phase of the growth of 
the Colonial Tanning Company. At the 
start, the Kaplans specialized in sup- 
plying patent leather exclusively. Suc- 
cess in that field led to a demand among 
their shoe manufacturer customers for 
the same sort of quality-value-service 
availability on other kinds of leathers. 
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Their promise of business sparked the 
development of the present-day, sepa- 
rate divisions of Colonial, concentrating 
on patent leather, side leather, split 
leather, calf leather, and glove and gar- 
ment leathers. 

But it is in the field of employee 
relations that their genuine, human in- 
stinct for teamwork has been most ef- 
fectively demonstrated by the Kaplan 
brothers. In these days when demands 
for pay raises, pensions, cost-of-living 
adjustments, extra holidays with pay, 
and other employe problems are daily 
hurdles for most manufacturers, the 
Colonial Tanning Company can point 
to the fact that these matters have been 
taken care of in their plants for many 
years. How successfully? Well, the 
Kaplans say that thanks to practical 
employer-worker cooperation, which has 
brought about invaluable profit-shar- 
ing plans, insurance and pension plans, 
cost of living adjustments, paid holi- 
days and vacation, awards of merit, 
free mid-day meals, and other employe 
benefits, Colonial has had no major 
(and few minor) worker troubles in 
25 years. Their employee turnover is 
amazingly low. Their employee-rela- 
tionship achievements have brought 
them as much satisfaction as the 
leadership they have attained in the 
tanning industry. 

But, being hard-headed business men, 
in the common-sense meaning of the 
term, they will tell you that everything 
they have done for their workers at 
Colonial has paid off—in efficient pro- 
duction, in low costs, minimum man- 
hour losses, and in sales volume and 
profits. Their 25-year record affirms 
this fact. 

There are no half-way measures in 
the Colonial employee-cooperation pro- 


gram—either in the number or the 
quality of the benefit plans. They in- 
clude: 


Employe Pension and Insurance Plan 
—All Colonial employees are offered 
pension and insurance plans that range 
from a minimum of $25 to $500 a 
month. Each employee becomes eligible 


after two years of continuous employ- 
ment, if less than 59% years old. The 
employee doesn’t pay a cent for this 
assurance of security. 

Group Insurance Plan—A life insur- 
ance policy of $1,000 at a fixed rate of 
15 cents a week is available to all gen- 
eral Colonial employees. The company 
pays the difference between this pre- 
mium rate and the actual cost of the in- 
surance. The policy brings all the 
benefits of a straight life policy, in ad- 
dition to sickness and accident pay- 
ments. 

Profit Sharing Plan—A definite per- 
centage of current profits is distributed 
to workers every six months. Individual 
shares are based on job classifications 
and years of continual employment. 

Cost-of-Living Adjustment—Colonial 
was a pioneer in establishing a plan for 
adjusting each employee’s wages 
monthly, in accordance with the fluctu- 
ation of living costs. These adjust- 
ments are based on the official Con- 
sumer’s Cost of Living Index, published 
by the Bureau of Labor Statistics of 
the United States Government. 

Free Noon-Day Meals—In the light, 
air-conditioned Colonial Room all work- 
ers are provided with a hearty mid- 
day meal—absolutely without cost. A 
full-time professional dietician is in 
charge. 

Special Good-Will Gifts—If you 
want to discover how valuable a “‘senti- 
mental” employee gift can become, 
just have a chat with a Colonial Tan- 
ning worker who has just received a 
check for $50 on the eve of his mar- 
riage; or $25 from the company on the 
birth of a child ($50 for twins, of 
course). At Thanksgiving each Co- 
lonial employee also gets a special check 
and a package of goodies. 

Booster’s Council and Advisory Board 
—aAn interesting and valuable employee 
group is the Booster’s Council—a forum 
where workers air their views on any 
subject concerning their relationships 
with the firm and fellow employees. 
Discussion of working conditions, de- 
partmental coordination and many 
other matters aid in promoting morale 
and productivity. In addition, an Ad- 
visory Board of ten men appointed by 
the directors meets at regular itervals 
to discuss and advise on all matters 
concerning employees, company policies, 
and the physical operation of the busi- 
ness. 

Other Employee Benefits—In addi- 
tion to the list of employee benefit plans 
and services outlined, above, Colonia! 
Tanning provides many other ad- 
vantages for workers, including: 
Awards of Merit, for suggestions 
which result in savings or improve- 
ments in methods; Service Pins of 
bronze, sterling, gold-filled, 10-karat 
gold and diamond, dependent upon the 
number of years of service; vacations 
with pay, ranging from one week after 
a year’s service, to four weeks after 
sixteen years; paid holidays; an annual 
outing, and an eagerly-read employee 
publication. 
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Always complete stocks of famous name 
quality footwear at lowest prices. Known 
from coast-to-coast as headquarters for 


cancellations, close-outs, 
America's leading factories. 


jobs from 


WRITE TODAY! WE 
CAN FILL YOUR NEEDS! 


MOSINGER-COHN 


1235 Washington Ave. St. Louis, Mo. 
“Over A Quarter Century” Fine Footweer 
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RHINESTONE CREATIONS ARE NCW MANU- 
FACTURING THE LATEST STYLE CUT STEEL 
BEADED SIDE ORNAMENTS IN ADDITION 
TO THEIR RHINESTONE LINE. 
* SAMPLES GLADLY SUBMITTED * 
LOWEST PRICES 


RHINESTONE CREATIONS 
751 NORTH 39TH STREET 
PHILADELPHIA 4, PA. 
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CHAIRS AND STOOLS 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 


LYONS & COMPANY 


120 DUANE STREET NEW YORK 7, N. Y. 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to cheose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


208 So. STATE ST. CHICAGO 4 
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Diamond Jubilee Promotion 
Planned by George E. Keith 


BrockTon, Mass.—Walk-Over’s 75th 
anniversary year comes to a climax 
with a dramatic Diamond Jubilee pro- 





The Tosca pump, chosen by George E. 
Keith Company, to climax their diamond 
jubilee promotion. 


motion in September. Sparking the 
promotion is the fashion importance 
this Fall of jewelled touches. Brilliant 
ornaments for pumps will be featured, 
highlighting the Walk-Over Tosca, to 
be promoted with a specially designed 
detachable rhinestone clip. 

The Tosca pump will be shown in a 
de luxe version of selected black suede 
lined with pink pastel kid and garnet 
velvet. A handsome window display 
unit is designed in this same eye- 
arresting color scheme. with a velvet- 
bordered, satin-lined platform fixture. 
Some Walk-Over dealers plan to show 
real diamond ornaments in their jubi- 
lee Tosca displays through the cour- 
tesy of local jewelers. 

To help dealers get full benefit from 
the Jubilee event, feature newspaper 
announcements, publicity releases and 
spot radio scripts have been provided, 
prepared by Hanly, Hicks & Mont- 
gomery, advertising agency for the 
George E. Keith Company. 





Patent Leather Bureau to 
Stage Spring Preview 

NEw YorK—“Patent Pending For 
1950,” a preview of Spring fashions in 
genuine patent leather, will be pre- 
sented by the Patent Leather Bureau 
on Thursday, Sentember 8th, at the 
Waldorf-Astoria Hotel, New York, in 
room 4-F from 2:30 to 6:00 P.M. 

Footwear will be featured in the 
fashion preview which will include ap- 
parel trimmed with patent leather and 
accessories created by leading design- 
ers. New developments in patent leather 
and high fashion colors will be on re- 
view along with black and classic 
colors. 

Interesting new uses for patent leath- 
er and creative new ideas will be on 
display at the “Patent Pending For 
1950” showing. The economy of using 
genuine patent leather will be stressed 
since the cost and the cutting figures 
of genuine patent leather are said to 
offer advantages to manufacturers. 





Deich Made General Manager 
Of Burkart Shoe Co. 


St. Lovis—Harry Burkart, president 
of the F. Burkart Manufacturing Com- 
pany, which owns the Burkart Shoe 
Company of Steele, Mo., announces the 
appointment as general manager of 
Burkart Shoe of Arthur Deich, the 
owner and manager of Chanell Shoe 
Company in New York City. Mr. Deich 
has closed the Chanell plant, has moved 
to Steele and will manage the Burkart 
company there in addition to styling 
the line and heading its sales depart- 
ment. The Chanell line will be added 
to the lines of casuals and sisals now 
made in the Burkart plant. 

Mr. Deich succeeds Paul G. Williams, 
Sr., who resigned recently to devote all 
his time to the Sons Shoe Company 
with factory in Bonne Terre, Mo. 





Fortunet Contest Won 
By Philadelphia Woman 


PHILADELPHIA—A Philadelphia house- 
wife is the top winner in the nation- 
wide Fortunet shoe contest. Mrs. F. 
Raymond MacMillan, 237 S. 48th 
Street, won first prize, a 1949 Ford. 
She also took first place earlier in the 





Left to right: Mrs. F. Raymond MacMil- 

lan; George Hill, director of advertising, 

General Shoe Corporation; and Mr. 
MacMillan. 


Philadelphia contest sponsored by Geut- 
ing’s, winning a wardrobe of four pairs 
of shoes. 

Geuting’s, family shoe store, honored 
the winner with a half-hour program 
at their main store in downtown Phila- 
delphia. In charge of the ceremony was 
Miss Ruth Wells, woman’s program di- 
rector of Station KYW. Models wWear- 
ing Fortunet shoes gave out hundreds 
of roses to Philadelphians who wit- 
nessed the presentation. More than 300 
people attended including Mayor Ber- 
nard Samuel, William A. Geuting, presi- 
dent of the A. H. Geuting Co., and 
George Hill, director of advertising, 
General Shoe Corp., Nashville, Tenn. 
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| Victor Colton President 
Of New Corporation 


Los ANGELES—Following its incorpo- 
ration under the laws of the State of 
California, Victor Colton, formerly op- 
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DANCE FOOTWEAR 


6 


ACCLAIMED! 


“For Over a 
Quarter of a 
Century” 


TOPS AS A SALES LEADER 


PLEATED TOE BALLET 
fully lined, elk sole, black or white kid 


HARD TOE SLIPPER 
pink, white, black, Skinner s satin 
ACROBATIC SANDALS 


fawn or black suede (true fit) 


THEO TIE TAP SLIPPERS 


black patent or white kid 
WRITE FOR FULL PARTICULARS 


Barney Dance Footwear 


MANUFACTURER 
634 Eighth Avenue New York 18, N. Y. 








VICTOR COLTON 


erating as an individual manufacturer 
' under the name of the “Vic” Colton 

Shoe Manufacturing Co., has been 

elected president of the newly organized 

company and, with his family, owns all 
| the stock. In a recent issue of BooT AND 
SHOE RECORDER, in reporting this de- 
velopment, a photograph of a man other 
than Mr. Colton was reproduced. The 
real Mr. Colton is shown here. 














Fall and Winter Catalog 
Issued by Eby 


EPHRATA, Pa.—Seventeen pages are 
devoted to illustrations and descrip- 
tions of infants’, children’s, misses’ and 
senior misses’ shoes in an impressive 
catalog of Fall and Winter footwear 
published by the Eby Shoe Corpora- 

| tion, manufacturers of the Fleet Air 
line. Plain toes and wing tips are 
shown in the boot types with one num- 
ber in white and two in brown. Colors 
become more varied as the shoes for 
older children are pictured: two-tone 
brown and elk, burgundy, tan with 
crepe sole, elk with alligator trim, tan 
and white sandals, tan and white with 
moccasin foreparts and many others. 
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GOOD NEWS! 
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The latest revised edition of 

THE SHCE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 





Anounces Resignation from 
S. Waterbury & Son 


BROOKLYN, N. Y.—Kenneth W. Payne 
has announced his resignation as vice- 
president and as a director of S. Water- 


of the trade.” bury & Son Company of Brooklyn. 
The Shoe and Leather Lexicon He first joined this company in a 
sales capacity after graduating from 
75¢ per copy, prepaid Colgate University in 1933 and was 
elected secretary of the corporation in 
BOOT and SHOE 1938. In 1943 he became vice-president 
RECORDER 100 East 42nd Street and a member of the board, which posi- 


New York 17, N. Y. 


tions he held until his recent resigna- 
| tion. 
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ORTHOPEDIC SLIPPERS 


Genuine Kid Leather 
ORTHOPEDIC SLIPPER 
ARCH CONTOURED INNERSOLE 





Sizes: 4-9 
D and EEE Widths 
BLACK and BROWN 


Write for Catalog and Sample 
DARLING SHOE CO. 


769 Grand St. Brooklyn 11, N. Y. 
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LEADING AGAIN IN PRICE & QUALITY 


MEN'S BROWN KID ROMEOS 
AT ONCE DELIVERY 


$265 


PER PAIR 
NET 10 DAYS 







Sizes 
6 to 13, 

36 Pairs 
to a Case 


No. 510 Leather Quorter Lining, Leother In- 
—, Heavy Leather Outsole, Brown Rubbe 
WOE Saxcancrasans : tales tan 


YOU CAN BUY ANY SIZE—ANY AMOUNT 


2.65 
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CANCELLATION STORES 


Select your needs from 
Lergest ity Shoe Stocks at 
REAL LOW PRICES. 
BARIS SHOE CO., Inc. 
79-81 Reade St., N.Y. —  WOrth 2-5180-1 
Semple Office: Hoas Bidg., Les Angeles, Cal. 
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NEVER BEFORE! NEVER AGAIN! 
MEN'S KID LEATHER OPERAS 
at these “get acquainted” prices 


CU DIRS IS 


Top grade kid with piping. 
Fully leather lined, leather 
socklining, finest full oak- 
bend scles, Brown, blue, 
wine. Sizes 6-12 Regu- 
lor Holf Sizes. 


$275 













IMMEDIATE DELIVERY 
FAST IN-STOCK SERVICE 


Top grade kid Ambassador. Fully leather 
lined, leather socklining, finest full 
oak-bend soles. Brown w/choc- 
olate brown stripe, wine 
w/blue stripe. Sizes 
6-12 Regular 

Half Sizes. 


$285 






These GLOSE-STERS re pre-season 
specials only. Comes the season and 
up they go to their regular prices. 
Take advantage of these “get ac- 
quointed™ offers. Seeing is believing! 
ORDER TODAY! 


GLOBE SLIPPER CO. 


1140 Broadway New York 1, N. Y. 


Write for FREE copy of new catalog. 
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New Fairy Shoe Form 
Features Slender Ankles 


AUBURN, N. Y.—A new line of Ankle- 
Hi Fairy Forms specially designed to 
display a shoe as it would appear on 





New form gives snug-fitting ankle effect. 


a woman with neat slender ankles has 
been announced by the Shoe Form Co., 
Inc., Auburn. The slenderness of the 
form extending above the shoe has been 
exaggerated, so that the form itself be- 
comes unobtrusive and the much-desired 
snug-fitting ankle effect is emphasized. 

They are available in plain or Tu-Toe 
effects, open or closed tops. and in the 
full range of sizes, heel heights and 
colors. 


Kangaroo Tanners to Use 
National Advertising 


New YorK—The Kangaroo Tanners, 
a newly-formed association of the major 
producers of this leather, whose promo- 
tional work began in the July 1st issue 
of BooT AND SHOE RECORDER, goes na- 
tional this month with advertising in 
Life, September 14, and will be followed 
up by advertisements in the same pub- 
lication on October 3, 17 and 31 and 
November 14. 

Until this time kangaroo leather has 
been used chiefly in the manufacture of 
athletic shoes and boots of many kinds, 
but has failed to gain the attention in 
men’s dress shoes that the tanners be- 
lieve it deserves. The leather, they say, 
is light in weight, durable, flexible and 
has a toughness that resists scuffing 
and bruising. It is believed by the tan- 
ners that if the consumers of men’s 
dress shoes were better acquainted with 
these qualities, the possibilities of its 
acceptance would be greatly increased. 

In addition to the series of ads, a 
portfolio made up of the reprint from 
Boot AND SHOE RECORDER, counter 
cards, mat sheets, a booklet telling 
about kangaroo leather, the advertising 
schedule and reproductions of these ads 
will be sent to more than fifty men’s 
manufacturers who have already 
ordered 1000. A selected list of more 
than 10,000 stores carrying men’s shoes 
will be sent this list as well. 


To Travel in South 


For Heywood 


WORCESTER, MAss.—William T. Mc- 
Daniel, Jr., has recently joined the 
sales organization of Heywood Boot & 
Shoe Company, Worcester, manufac- 
turers of Heywood and Matrix men’s 
shoes. He will travel the Southern 
territory from Richmond _ straight 
through to Texas and Oklahoma. This 
territory, with the exception of Texas 
and Oklahoma, was formerly traveled 
by the late George W. Manson. 

Mr. McDaniel was formerly con- 
nected with the shoe department of 
Miller & Rhoads of Richmond, Va., 
also the Guarantee Shoe Store in 
Birmingham, Ala. 





Solar on Business 
Trip to Europe 


Boston — William Solar, vice-presi- 
dent in charge of sales of Compo Shoe 
Machinery Corporation, Boston, left 
recently by TWA for a six-week tour of 
European shoe centers to study condi- 





WILLIAM SOLAR 


tions accompanying their expanding 
production. 

According to Mr. Solar, shoe manu- 
facturers in England, Germany, 
France, Belgium, Italy, Holland and 
Switzerland are showing promise of 
marked recovery. 


Free Service Offered 
By Display Firm 

Cuicaco—The Adler-Jones Co., Chi- 
cago display designers and manufactur- 
ers, have resumed their special design 
service to merchants. This consists of 
arranging display backgrounds, set- 
pieces, sprays, screens, flooring and 
post pieces in their windows and inte- 
rior. This service was restricted during 
the war but this department is now 
fully staffed. 

Retailers need only submit a rough 
sketch showing complete interior lay- 
out. Details of the service are given 
in the company’s current edition of 
“Guide to Better Displays.” There is 
no charge for the service. 
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© WHITE ELK = 
LEATHER UPPERS (2-3 


© LEATHER SOLES 











2 oes 


© SILK TASSELS 
© STITCH DOWN Terms 
CONSTRUCTION 2/10 N/30 
@ SIZES 4-9 bce Saal 
IMMEDIATE 
DELIVERY 


ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C 
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WORK SHOES 
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Men's Goodyear Welt Work Shoes 
Men's Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 


HOLLISTON, MASSACHUSETTS 
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MEN'S SHOES 
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WL. Douglas Shoe Co., Brockton | 


New York Offices, 508-510 Marbridge 


New York 1, New York 
West Coast Offices, 401-402 Haas B 
Los Angeles 14, California 








Made General Manager 
Of Gregory & Read 


LYNN, Mass.—Jack Grossman, for- 
merly sales manager of the Avon Shoe 
Co., has been recently made general 
manager and director of sales and 
styles, of Gregory & Read Co. 
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Urges Merchants To Strive 
For High Turnover 


SANTA Rosa, CALir.—‘Our salesmen 
have been instructed to keep the inven- 
tories of our dealers as low as possible 
and to educate them in merchandising 
so that they will re-order weekly,” said 
Jerome M. Kushins, president of 
Kushins, Inc., in a recent discussion of 
retail conditions and the way best to 
meet them. “Today, more than ever 
before,” he continued, “turnover is of 
prime importance; low inventory with 
a high turnover means profits. Careful 
analysis of the credit ratings of all ac- 
counts through Dun & Bradstreet 
shows that the majority of dealers do 
not enjoy the position they did in 
1946-47. 

“It is our intent to offer a complete 
line of shoes from our in-stock depart- 
ment, prices of which are about 5 per 
cent under those of 1948 Fall season. 
Further, to the line have been added 
more shoes at the lower price and it is 
very evident that today customers are 
buying price. 

“The theory that we are operating on 
embodies the determination of the retail 
selling price before a shoe is put into 
the line and then working backwards 
to determine what the dealer can pay. 
If it can successfully be produced at 
this price it becomes a part of our mer- 
chandising plan, if not, it is discon- 
tinued.” 


Lower Net Sales Reported 
By Allied Kid Co. 


Boston—Net sales of the Allied Kid 
Company, as shown in its annual report, 
were $19,896,860 as compared with $23,- 
214,353 in 1948. Both figures are for 
the fiscal year ended June 30. In 
his report to stockholders, Benjamin 
Simons, president of the company, notes 
that profits for the fiscal year of 1949 
were $772,276, as compared with $1,- 
139,003 for 1948. 

“The smaller profit in the current 
year was to be expected,” he reported. 
“We no longer had sales at rising prices 
from low-cost inventories, and even 
when raw material costs rose, competi- 
tive conditions made it difficult to obtain 
higher prices for our leathers. Our 
sales were below last year’s, due in part 
to lower prices and in part to smaller 
sales of leather other than kid, although 
the quantity of kid leather sold was sub- 
stantially the same as in the prior 
year.” 


Salesman Adds Second Line 


Los ANGELES—H. Pearse Newell, 
who carries the Wesseling-Jordan Shoe 
Co. Hopscotch shoes in the Denver 
West part of the country is represent- 
ing also the Dever Shoe Co., of Lutes- 
ville, Mo., making a growing girls’ 
sport welt line of shoes. 
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SHOE CLEANERS 
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SPEED-AX 


SUEDE BRUSH 


Retail 25¢ 









Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. ‘ 


Assorted Colors \ 4 
In Display Carton . 


: o> 
( 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2611 So. indiana Ave., Chicago 16, Ill. 
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A Jodphur that Sells on Sight 


The Justin AERO Shoe 


A proven fast-seller because it 
shows the quality of fine American 
craftsmanship. Favorite witb 
flyers for 11 years. Popular for 
sport and business wear. Lus- 
trous Brown Calf, full Calf 
lined, crimped vamps. Made 
by the famous Justin Boot- 
makers. Write for Catalog 
and Price List. 


H. J. JUSTIN & SONS, INC. 
Box 548-K Fort Worth |, Texas 






U.S.A. 
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Look 
RETAILERS Ahead! 


for quick help from the only book of 
its kind; encyclopedia of practicable, 
workable ideas for the experienced 


SHOE 


merchant. No theories—all tried, 
true .. . NOT just another shoe book, 
but offers in addition to 138 specific 
shoe promotions, the best ideas from 
the entire retailing field for instant 
adaptation to his particular require- 
ments. 

Foreword by PAUL H. NYSTROM, 
Professor of Marketing, School of 
Business, Columbia University. 
Please remit with order. l 


F2Ax8 3.50 40 Chpts. 


306 Pages Postpaid 


BOOT AND SHOE RECORDER 


100 E. 42nd St., New York 17, W. Y. 

















Rubber Company Making 
Plastic for Handbags 


WINCHESTER, VA.—A new line of 
styled vinyl sheeting was announced 
yesterday by A. C. Halvosa, vice- 
president of the O’Sullivan Rubber Cor- 
poration, Winchester. This new product 
is identified by the name, “Sulvyne Aris- 
tocrat Finish Handbag Material,” and 
is said to offer new style and quality 
possibilities to the handbag and associ- 
ated industries. 

The O’Sullivan Rubber Corporation, 
a name connected with the shoe materi- 
als field for more than 50 years, is 
making this material in its new plant, 
which is one of the largest of its type in 
the United States. 
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New Insole Perfected for 
Slip-Lasted Footwear 


St. Louis—Joe Goldstein, vice-presi- 
dent in charge of production for Mono- 
gram Footwear, Inc., has perfected a 
new manufacturing process, known as 





JOE GOLDSTEIN 


Airsol, by which it is possible to make 
a slip-lasted shoe with insole of Air- 
foam, a product of the Goodyear Tire 
and Rubber Company, hitherto used 
largely in the manufacture of mat- 
tresses and furniture seats of various 
types. 

This product, in the application of 
which to shoe construction Mr. Goldstein 
was given assistance by Goodyear ex- 
perts, is used in the company’s line of 
Risque footwear. 

Claims made for this Airsol construc- 
tion are that the shoe is light in weight, 
flexible, comfortable, and will retain 
its shape. 


Bearfoot Sole Co. Adds 
Three New Directors 


WaADSWoRTH, O.—The Bearfoot Sole 
Company, Inc., of Wadsworth, an- 
nounces the election of three new di- 
rectors. 

They are Attorney Robert C. Brouse; 
C. E. Chandler, vice-president of the 
First National Bank of Akron; and 
Timothy D. Calvin, the Bearfoot com- 
pany’s director of purchases and in- 
dustrial engineer and son of I. B. Cal- 
vin, its treasurer. All are of Akron. 

Other directors re-elected are Edwin 
Calvin of Ghent, Ohio, founder of the 
company; Attorney Horace Guild of 
Boston, Mass.; Ernest Calvin, vice- 
president and assistant treasurer; and 
I. B. Calvin. 





Manufacturer Adds Workers 


BINGHAMPTON, N. Y.—The Dunn & 
McCarthy shoe manufacturing plant on 
Charlotte Street has added about 15 
per cent more employes since May, 
bringing the total number employed to 
approximately 1,000. 


Price Decrease Announced 
By Wesseling-Jordan 


ELDON,Mo.—In a notice sent to the 
trade August 12, price reductions on 
Hop-Scotch shoes, both in-stock and 
make-up patterns, were announced by 
James E. Wesseling, vice-president in 
charge of sales of Wesseling-Jordan 
Shoe Co., Eldon. 

Reductions of 30 cents per pair be- 
came effective August 15th. Misses’ 
sizes, 1244 to 4, are reduced from $3.90 
to $3.60, children’s sizes, 844 to 12, are 
reduced from $3.60 to $3.30, and in- 
fants’ sizes, 2 to 8, are now $3.00. 
These prices apply to all Hop-Scotch 
shoes in patent leather, smooth leather, 
sueded splits, except the Mok-Welts, 
which have been reduced 15 cents per 
pair. All patterns in kid suede remain 
the same price as before. 

The Hop-Scotch line is composed of 
cement-processed misses’, children’s and 
infants’ shoes. In addition to the party 
and dress types, several “Mok-Welts” 
with heavier, extension outsoles have 
been aded in service types for the back- 
to-school trade. 





Kinney Reduces Prices 
10 to 52 Cents 


NEw YorKk—Price reductions of from 
10 to 52 cents a pair were announced 
recently by the G. R. Kinney & Com- 
pany, the largest chain of family shoe 
stores in the country. 

Because past reductions, begun a 
year ago, have proven to be successful, 
the company again reduced prices “to 
sell more shoes, to increase production 
and provide steady employment for 
workers,” a company official stated. It 
was reported that the increase in unit 
sales was 13 per cent over a year ago. 

With this move, the company hopes 
further to increase pairage sales. Al- 
though this means less profit per pair, 
the company feels that in order to enjoy 
the fullest prosperity, unit sales and 
unit production should be increased. It 
was pointed out that this reduction of 
prices was accomplished without cut- 
ting quality. 

* 





Regal Drops 15 Cents 


WHITMAN, Mass.—J. A. Holmes, ex- 
ecutive vice-president of the Regal Shoe 
Company, announces that effective im- 
mediately the price of all Regal Amer- 
ican-style shoes has been reduced from 
$8.95 to $8.80. This is the first general 
reduction in Regal prices since 1933, 
and does not apply to the “Regal Brit- 
isher,” an imported line, the price of 
which remains at $10.95. The Regal 
Shoe Company, in addition to manufac- 
turing, owns and operates 80 retail 
stores. 





Buy Savings Bonds 
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EXCELLENT OPPORTUNITY FOR Ti: | 
ADDITIONAL INCOME is may be an 


TO BE CARRIED AS A NON-CONFLICTING SIDE LINE cial opportunity 
Old established Mid-Western manufacturer is adding a short 
line of staple Misses’ and Children’s Two-Sole Stitchdown Shoes for you. 


and Oxfords, Sizes 5/8, 81/2/12, 121/2/3. In stock. Can be carried 
in one small grip. Straight 6% commission. Weekly settlement. 


mi : eg bet the ages 
All territories open. Give full details in your first letter en Se ae 


of 25 and 35, preferably with 
Address Box 438, care BOOT & SHOE. RECORDER retail footwear experience, 

100 East 42nd Street, New York 17, N. Y. ambitious, of good character, 
in good health, are wanted as 
traveling representatives by 
one of the largest and best 
known manufacturers of Rub- 
ber, Canvas and Casual Foot- 




















Manufacturer Wants SALESMEN 
SALESMEN | We are looking for experi- 


etl ; enced salesmen on commis- wear 
Several Territories open for high | | sion basis, to visit Depart- j 
calibre men serving Department, | | | ment Stores and Retailers for | | | Must have a car and be free 
Chain and Retail Stores. Ours is | | large manufacturers of Ladies | to travel anywhere in U. S. 











a Nationally known Stitchdown Casual Shoes, California con- Identify yourself with a trade 
Shoe, Infants’, Children’s, and struction, and Slippers, in marked line nationally known 
Misses’. Can be carried with | | triple E. We specialize in this and continuously advertised 
other non-conflicting Line. te sg Pea a since 1909 and backed by an 
: ritories are open. Inquiries ere 
SALESMAN WITH ESTABLISHED | | will be kept strictly confiden- si salsa 
ee ati | | Hal Plomme give fall informe. te ae OT 4 OE HEE 
Christmas events bringing inquiries now. Many | . tion regarding yourself in 100 East 42nd St., New York 17, N. Y. 


America’s finest Shoe Stores order their Pol- 7 

pag a OHN' C. ——— ‘oo eS first letter. | 
or re-orders N HITE & 93 | | 
Seward Avenue, Detroit 2, Michigan. ann eee om gly “mee | 















































| SALESMEN WANTED FOR FOLLOWING TERRITORIES 
SALESMEN WANTED | | ghig_ ant intiene- Wet Viginla cad Kentesty=; 
| ama, 18S. ean 
6 South Caroli T Complet 1 
We have an opening for two men to | EXPERIENCED SALESMEN | priced. Women 6 Line ‘a stock: Novelties, Casuals, 
. . = y selli i i P j S q a A 8s Nat own, con- 
“ —_ — of Medium Populat-Priced Dress and “or Shoe «Drawing ae sisentiy”“advertised. ‘Cnusual copereuntty. Write 
an: w ¢ | count after sales have | Droven. Write giving fu - 7 
Sees ti Bi $4.95 and san | —— eee. “ao - Address Box 142, care BOOT & SHOE RECORDER 
Cc a ied ith - say } ginia, Tennessee, Georgia, Kentucky. 100 East 42nd Street. New York 17, N. Y 
: page c> re ca oo |_| Address Box 461, care BOOT & SHOE RECORDER 
in e. These shoes are ma d Street, New Y 
pear ae, f | ‘ALESMEN WANTED: SLIPPERS AND 
: e e Leading Manufacturers WOMEN’S CASUA LS. Aggressive, alert 
in the East and are outstanding | New ork Feneey Penton & fieantinn 
“ee 4 |} Line of Women’s Casuals in $2.9 etailers; 
values. Territories open are: Penn- F.XPERIENCED SALESMAN FOR OLD | also terrific Line of House Slippers, Men’s and 
sylvania, Ohio, West Virginia, Ten- ; es A Comes Manu- | = omen’s, open for Lg mel wees New 
ssee . abam acturing ies’ an ildren’s ther and | York. 6% C is of accounts 
_ . Georgia and Al sis Fabrics, Platforms and Soft Sole Slippers. | mow on our books open for you to call on. 
Address Box 448, care BOOT & SHOE RECORDER Salary and Commission. Address #481, care | Will consider side-line men also. Write fully. 
100 East 42nd Street, New York 17, N. Y. | Boot & Shoe Recorder, 100 East 42nd Street, Address 34433, care Boot & Shoe Recorder, 
1 New York 17, N. Y. i 100 East 42nd Street, New York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 

The rate for all displayed Or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


a= Advertisements for this page must be in our New York Office 15 days preceding publication date “= 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 


POSITION WANTED 





ALESMEN, TO REPRESENT group of 


responsible, accepted Manufacturers.  Fol- 
lowing territories open: (1) West Virginia, 
(2) Ohio, (3) Indiana and Kentucky, (4) 
Western New York State, (5) Eastern. ’Penn- 
sylvania. Protected territory. Currently ac- 
tive accounts. Commission. Address $449, 
care Boot & Shoe Recorder, 100 East 42nd 


Street, New York 17, N. Y. 

XPERIENCED TRAVELING SALESMAN 

WANTED to cover the States of New 
York, New Jersey, Pennsylvania, Maryland, 
Virginia, West Virginia and Washington, D. C., 
for Nationally Advertised Women's Casual 
Shoe Line. Mail applications with personal 
data, experience, references and photo to: Box 
#450, care of Boot & Shoe Recorder, 100 East 
42nd Street, New York My, N. Y. 


LD ESTABLISHED M ANU FACTURER 

Of A Fine Line of Men's Compo Slippers, 
with large Production and high integrity, 
requires experienced salesmen to carry this 
short Line Please be explicit about your 
experience and territory. Address #455, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


OP ESTABLISHED EASTERN HOUSE 

Manufacturing and Distributing a Sound 
Line of General Shoes, requires experienced 
and capable representation in the Western 
States. Our prices will permit you to under- 
sell local competition by a healthy margin. 
Attractive conditions; permanent connection; 
sound and respected company. Address #457, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 


RHINESTONE AND CUT STEEL BOWS, 
compact tray, terrific sellers. Address #290, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 








SALESMEN 


IF YOU are interested in mak- 
ing more money by just carrying 
a few samples, write us at once. 
We want more live wire side- 
line salesmen who will sell our 
Line at 7% commission. We are 
Moccasin Specialists, our quality 
is high, our prices are low. Our 
Line consists of Men's, Women’s, 
Boys’ and Girls’ hand sewed and 
Littleway LOAFERS. State terri- 
tory you wish to cover, experi- 
ence; give references and please 
enclose recent snapshot. 


Address Boy 474, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SIDE LINE SALESMEN 


Manufacturer of women’s and 
children’s shoes, famous for in- 
stock service, is developing pop- 
ular price comfort and orthopedic 
casual line. 

Can offer side-line men with 
established accounts choice of 
territories. Liberal commissions; 
effective dealer helps. 

Please give full details in your 
letter. 


Address Box 464, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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SIDELINE SALESMEN WANTED 


To carry attractive $2.98 Retail Line of 


Infants’, Youths’ and Misses’ Shoes. Ter- 

ritory open: Indiana, Ohio, Illinois, Wis- 

consin, Minnesota. 

Address: | ee egg SHOE COMPANY 
entrevilie, Mich. 











LAPP BABY SHOES sell. The price is 

right. The Pattern, Quality and Workman- 
ship outstanding. ery liberal commission. 
Write us for details and state territory now 
covered. CLAPP SHOE COMPANY, 6 State 
Street, Rochester 4, New York. 





SIDELINE SALESMEN WANTED 
Severo! territories open for LIVE WIRE men, 
well known to the trade, to sell our new 
Line of CHARACTER Children's House Slip- 
Terrific, high-styles, colored felt Cali- 
fornia Slippers, at only $2.50 Retail. 5% 


commission 


B. & M. SHOE CORPORATION 
2611 South Indiana Avenue, Chicago, Iil. 


pers. 











WANTED for 
High Grade Imported Patented 
Men’s Para Rubber Overshoes, nationally 
advertised. Excellent proposition with widest 
appeal. Only those selling leading Men’s Lines 
considered. Please write full details territory 


IDELINE SALESMEN 


Special 


desired first letter. Address #453. care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 
ARGE, WELL KNOWN SHOE STORE 
SUPPLY HOUSE has opening for Rep- 


resentative in the State of Pennsy lvania. Our 
Line includes easy and fast selling Specialties 


Leads furnished; attractive commission. Re- 
plies held confidential. Address +469, care 
Boot & 100 East 42nd Street, 


Shoe Recorder, 
New York 17, N. Y. 


IDELINE SALESMEN WANTED tto sell 

Philadelphia Distributor’s Complete Line of 
Popular Priced House Slippers for the entire 
family; Instock proposition; 6 percent com- 
mission. Good territories open. Address #470, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





HELP WANTED 


WANTED: MANAGER OF FAMILY SHOE 
STORE; Quality Brands; Growing Com- 
munity; Salary and Commission, with oppor- 
tunity to buy into organization in part or en- 
tirely; Location—Indiana. Address #432, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 
XPERIENCED SHOE MAN WANTED to 
Manage Family Shoe Store in New Jersey. 








Good future for right man. Write with con- 
fidence, background, experience, age and ref- 
erences. Address #463, care Boot & Shoe 


1. ao 100 East 42nd Street, New York 17, 








ANTED — 2 PARTNER MANAGERS for 
growing Chain of 7 Retail Shoe Stores 
in Central Illinois. Willing to share profits 
without capital; or will let right man buy in. 
Experience and background very important. 
Must be executive type and one who can handle 
personnel, trim windows, merchandise and do 
business. Excellent opportunity and insured 
future if you have initiative and ability. 
Write for appointment, giving age, present 
position and experience in detail. All replies 
confidential. Address #467, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 





WANT TO LEASE 


WANTED TO LEASE SHOE DEPART- 
MENT to Individual or Chain; Doing nice 
100% FIELDS, 





er oneagy business; location. 


ackson, Mississippi. 





YEARS’ 
High 
once. 
Boot 
New 


HOE MAN, TWENTY-FIVE 
EXPERIENCE Buying, Managing 
Grade Shoe Departments, available at 
Best of references. Address 7, care 


+477, 
& Shoe Recorder, 100 East 42nd Street, 
soe 37, Bx. Ee 


SHOE STORE MANAGER, 20 YEARS’ “EX- 
PERIENCE all phases Retail Shoe Opera- 
tion Better Grade Men's, Women’s, Children’s. 
Excellent References. Will locate anywhere. 
Address #478, care Boot & Shoe Recorder, 100 
East 42nd. Street, New York 17, N. Y. 


MALL FROG IN LARGE POND woul 

like to hop to SMALL POND. Young 
man with Retail Sales and Merchandising 
Experience would like connection with future, 
with growing Retail Chain or Manufacturer. 
Address #454, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


SHOE DEPARTMENT AND STORE M AN- 














AGER-BUYER, 18 years’ experience in all 
phases Retail Shoe peration in Women’s 
Medium and Better Grade Shoes. years 
of age. References. Address 5 care 

100 East 42 Street 


Boot & Shoe Recorder, 
New York 17, N. z. 








OP NOTCH SALESM AN, with ug 
knowledge of Orthopedic work desires 
position with future. Address 2473, care 


Boot & Shoe Recorder, 100 East 42nd Street, 
7. 


New York 17, N. 


GGRESSIVE YOUNG MAN WITH AP- 

PROXIMATELY EIGHT YEARS in the 
Women’s and Children’s Shoe Business 
a position of } } 
Buyer. Has good knowldege of sources. prices 
stock control, store layout. r 
ested in working with a firm 
who would become personally in 
Willing to travel to any c 
States where the right opp 
Address 2476, care in 
100 East 42nd Street, New 











desires 











BUSINESS OPPORTUNITY 








| CAN'T FIND THAT SHOE STORE 

With— © Good Location 
* Good Build-up Possibilities 

Partnership or outright purchase. Nominal 
Initial Investment by top-flight Shoe Execu- 
tive with 15 years’ retail Managerial ex- 
perience. 

(Not interested Ladies’ Novelty Shop.) 


Address Bex 460, care BOOT & SHOE a 
100 East 42nd Street. New York {7 














LINE WANTED (EXPORT) 


EXPORT REPRE- 
years’ experience 
require additional 





ANUFACTURER’S 
IVI SENTATIVES sixteen 
Export Shoe Merchandising, 








Lines, Exclusive basis; Medium to low priced 
Men’s, Women’s, Children’s Dress, Casual 
Shoes. Heavy export volume assured. Address 
#468, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 
TOP-RANKING SALESMAN seeks new 
connection with powerful, Nationally ad- 


vertised Line for New York to Virginia and 
Pennsylvania. Address 2471, care Boot & 
Shoe ed 100 East 42nd Street. New 
York 17, N. 


Buy Savings Bonds 








Boot and Shoe Recorder 











WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shee Buyers Since 1906 
COrtlandt 7-6378-9 


CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 











TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 








GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














Quality Shoes for Men, Women 
and Children 
Scrupulous Protection 





BARIS BUYS for CASH 
» 


Sur Name and Brand since 1932 


ARIS SHOE CO., 


New York 7, N. Y. 





She- 


Short Term Leases Assumed 






Inc. 
Tel.: WOrth 2-5180 





ACH TYPE SHOES FOR MEN, WOMEN 
AND CHILDREN. Close-outs or com- 
plete Stocks. Will pay top cash prices. 
STRAHL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
Shoes for Men, Women and 


For Cash 
BROITMAN-GAFFIN SHOES, INC. 
148 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 


of 
Children 








WANT TO PURCHASE ADRIAN X-RAY 
Machine for Children’s Shoe Department. 
Address $462, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





FOR RENT 


AND OFFICE 
Store floor. You 
Address #451, 
100 East 42nd 





FOR RENT: SHOE ROOM 
SPACE On Duane Street; 
can display all types of shoes. 
care Boot & Shoe Recorder, 
Street, New York 17, N. Y. 





FOR SALE 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-8961 














FOR SALE 





WOMEN S AND CHILDREN’S SHOE 

DEPARTMENT In Leading Wisconsin 
Town of 14,000 population; 100% location; car- 
rying nationally advertised Lines; Large window 
for display. Merchandise and fixtures are new. 
Annual gross $40,000 to $50,000. Inventory 
about $12,500. Owner leaving State for other 
interests. Good lease. Address #452, care Boct 
$ a, ——. 100 East 42nd Street, New 
York 17, N. 





excellent 
ROBY’S 
Detroit, 


ADRL- AN X-RAY MACHINE in 
operating condition, for sale, $100. 

SHOES, 

Michigan. 


9133 Grand River ‘Avenue, 





ESTABLISHED WOMEN’S AND CHIL- 
= DREN’S SHOE DEPARTMENT in town 
of 7,000 population, located in Southern Wis- 
consin; All nationally advertised Lines. Ca- 
pable of doing 40,000. retail volume. Ap- 
proximately $5000.00 will handle. Address 
3456, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


September |, 1949 


FOR SALE — 3 RETAIL SHOE STORES 

in Illinois. Towns of 6,000 to 22,000 popu- 
lation. 100% Locations; Good leases; Good 
Lines; Clean Stock Stores making mosey. 
Investment $15,000 to $20,000 per store. Will 
sell 3 as unit, or individually. Address #465. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





OR SALE — WOMEN’S AND CHIL. 
DREN’S SHOE STORE, New Modern 
Salon Type, in Prosperous fast-growing City of 


30,000 in Illinois. Excellent location and 
lease; Good Lines; Clean Stock. Investment 
$20,000. to $25,000. Owner has personal 
reasons for selling. Address #466, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 


York 17, 3H. ¥. 





FOR SALE — ESTABLISHED WOMEN’S 
SHOE AND ACCESSORY Salon in Conn- 
about 100 miles from New 
Population 40,000, drawing 100,000. 
standing leasehold improvements, air 
tioned, beautiful furnishings and fixtures. 
Long lease, attractive rental. A-1 location. 
Franchise for top brands, better grade Lines. 
$25,000. Inventory optional. (No shoppers, 
please). Address #472, care Boot & Shoe 
ue 100 East 42nd Street, New York 17, 


ecticut, York; 


condi- 








Se 
TOP Casi PRICES 


FOR CANCELLATIONS, 
ODDS & ENDS, CLOSEOUTS 
and COMPLETE STOCKS 
Quality Men's, Women's 
and Children's Shoes Wanted. 
BRAND NAMES PROTECTED 


MOSINGER-COHN 


1235 Washington Ave., St. Lovis, Me. 
Over 6 Quarter of a Century 
“Pine Footweer’’ 





ate 





i= 





SEE WEIL 


AS on Page | 21 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs" 
89 READE STREET 


New York City 
Phone BARCLAY 7-7887 














FOR SALE 


OR SALE: WELL ESTABLISHED, 

PROFITABLE SHOE STORE and Shoe 
Repair Shop on Main Street in Western North 
Carolina town with large trade area. Ex- 
ceptiorally clean stock. Established 27 years 
in present location. Will sell one or both. 
Rent reasonable and good lease. Owner must 
sell, due to ill health, ADDRESS: I. GOOD- 
MAN, Rutherfordton, North Carolina. 


CIMPLEX X-RAY PRACTICALLY NEW— 
Fifteen Months Old. Reasonable. Address 


#480, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. ¥ 











ONEY-MAKING FAMILY SHOE STORE 

with clean, stable stock in Western Penn- 
sylvania town of 10,000. Only two competi- 
tors; 20 year reputation of integrity; Lease. 
Name, if desired. Owner critically ill. Not 
interested in any “20-40 percent on the stock” 
deal. Address 4479, care Boot & Shoe Re- 
condor 100 East 42nd Street, New York 17, 


Melville Sales Down 
In July 


NEw YorK—Melville Shoe Corpora- 
tion reports retail sales for the month 
of July of $4,831,560, compared with 
sales of $6,051,155 for July, 1948, a 
decrease of 20.2 per cent. Sales for the 
first seven months of 1949 were $39,- 
503,073, compared with sales of $41,- 
839,982 for the first seven months of 
last year, a decrease of 5.6 per cent. 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 








WINDOW REACHER — A 


Sturdy Construction, will last a life time. 


SALES SAVER 









3 foot lemgth........ $5.25 
5 foot lemgth........ 5.50 
7 foot length..... eee 5.75 





FLORO SALES SAVER COMPANY, Room 700, 503 N. Twelfth Bivd., St. Louis 1, Missouri 


anit 





Spot new in your wind in on instent's 
time. Save sales easily; try on any shoe and replace 
it without disturbing your reguicr window trim. 











Mlats sx. Ideas 


FOR YOUR 


NEWSPAPER, ADVERTISING 


—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
An outstanding service of care- 
fully written copy, photographs 
and beautiful art work for 
direct mail and newspaper 





advertising. 
= 
2. Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


WINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 














New Process Makes 


Double Section Shoe 


CARLISLE, Pa.—Production of ladies’ 
shoes by a new process has been started 
by Lauretti Products, Inc., of Carlisle. 
Pat Lauretti, head of the firm, has ap- 
plied for a patent on the process, which 
involves making the bottom section 
separately from the upper of the shoe. 
Incorporators are Mr. Lauretti, Mrs. 
Frances Lauretti and Mrs. Ruth Ve- 
roukes, all of Carlisle. Ernie Barbush, 
well-known Central Pennsylvania shoe 
man who operates the Victorian Shoe 
Salon in the Wm. B. Schleisner Store 
in Harrisburg, has been named sales 
manager for the firm. 

First step in the new process is to 
cover the platform and then a steel 
shank is riveted into position to the 
platform. After roughening and ce- 
menting, the work is done in the usual 
manner. The outer sole is prepared in 
the usual manner, cemented and then 
the sole and platform are placed to- 
gether. After that comes heeling and 
breasting, when the shoe is ready for 
edging, setting, buffing, etc. Once that 
has been completed, the bottom is ready 
to put on the upper. 


140 





Richard M. Jones Joins 
Avon Sole Co. 


Avon, MAss.—Richard M. Jones, for 
several years sales manager of the C. 
A. Eaton Company, Brockton shoe man- 





RICHARD M. JONES 


ufacturers, has resigned that position 
effective September ist, and is now 
connected with the Avon Sole Company, 
here. 

Prior to joining C. A. Eaton, Mr. 
Jones had been with the General Shoe 
Corporation and before that, had been 
an executive of the Regal Shoe Com- 
pany, Whitman, Mass. 

In his new position, Mr. Jones will 
aid in the promotion of Avonite, the 
soling material developed by Avon Sole 
Company. 





Price Reduction Announced 


New YorK—Thos. Cort, Ltd. an- 
nounces a new price range, effective 
now. Formerly priced to retail at 
$18.95 to $26.95, their shoes will now 
sell in the stores at $16.95 to $22.95. 
The shoes will be made in the same 
factory and the same standards of qual- 
ity will be maintained, according to 
authorities. 





Salesmen Added by 
Sun-Cal Shoe Co. 


Los ANGELES— Morris Saltz, presi- 
dent Sun-Cal Shoe Co., 462 East Third 
Street, has appointed the following 
salesmen: Jack Cooke, California, New 
Mexico and Arizona; Eric Anderson, 
Pacific Northwest; Maury Stevens, IIli- 
nois, Indiana, Michigan and Ohio. 








NEW ADJUSTABLE 


Price ticket 
Cup 


remains in 


desired posi- s 
tion at all for Price Tickets 
times. Ved 





This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


| | HOLLAND BLDG. ST. LOUIS, MO. 














Miles Baker Now With 
E. E. Taylor 


BostoN—Miles Baker, for many 
years with the Field & Flint Company 
of Brockton, and an authority on the 
design and promotion of golf shoes, has 
left that company to join the E. E. 
Taylor Corporation, in Boston. 

While he will aid in the general sales 
promotion work of this well-known com- 
pany. Mr. Baker will spend much of his 
time in promoting the sales of a new 
golf shoe added recently to the E. E. 
Taylor line. 


To Sell Two Lines 


HONESDALE, Pa.— Ned Hyman has 
joined the staff as sales representative 
of the Hussco Shoe Company and the 
Well-Worth Slipper Co., both of Hones- 
dale. Mr. Hyman, associated with 
Julius Goldstein & Sons in Boston for 
20 years, will cover an area embracing 
34 states. 


Bradley with J. W. Carter 


NASHVILLE, TENN. — William D. 
Bradley is now selling the line of men’s 
welts made here by the J. W. Carter 
Company. His territory is the state of 
Michigan. 


Reports Good Sales 
Of Men’s Shoes 


MILWAUKEE—Bernard J. Rosman, 
who travels for the Weyenberg Shoe 
Manufacturing Co., of Milwaukee, re- 
ports an excellent booking for Fall. 
He also reports that shipments to his 
customers in 1949 have exceeded his 
shipments in 1948, and from all indi- 
cations this should be a much better 
year than 1948. 

Mr. Rosman has been representing 
Weyenberg in the Chicago area for 
almost 25 years. 


Boot and Shoe Recorder 
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LUSTRE-LITE 


A Modern Beautiful Plastic Shoe Horn 


It's a ‘natural’ remembrance advertising 





item which YOUR customers will value 
and appreciate. 
of shoe sales is so small and the advertis- 
ing VALUE is so big. 


Where can you buy so much advertising 
value for so little? 


We list below part of our many satisfied 


LUSTRE-LITE users: 


WINTHROP SHOES—J. C. PENNEY CO.— 
SPIEGEL MAIL ORDER—R. H. FYFE CO.— 
O’CONNOR & GOLDBERG — HASSEL’S 
SHOES—CARSON PIRIE SCOTT & CO.— 
BOND STORES—BRANDEIS & SONS—H. C. 

\ LYTTON & CO.—FELTMAN & CURME— 

\ JARMAN and FORTUNE SHOES—JOLENE 
SHOES. 


We emboss your name and address, one or two 
lines only. Prices as follows: 


The COST per pair 


5 gross lots $5.50 per gross 
10 Lhd hd $5.00 
25 Ad Lid sins Ld ee 


Assorted colors to each gross. 


STERLING WORTH, INC., Mfrs. 


Mail orders & inquiries to: #225 N. Green St., Chicago, Ill. 
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Roberts-Hart, Inc. 
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"Why doesn't our company 
do like other companies?” 
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If you haven't yet installed a Payroll Savings Plan in your 
company, you can be pretty sure some of your employees 
are asking that question. For workers like this easy. auto- 
matic way of investing in U. S. Savings Bonds—and more 
than 20,000 large companies have made this convenience 
available to the people on their payrolls. 


WHAT GOOD IS “PAYROLL SAVINGS’? 


The Payroll Savings Plan is the only means by which 
people can obtain Bonds automatically on the installment 
plan. It pays off in many ways: increased security for the 
individual, who gets back $4 for every $3 when the Bonds 
mature; company benefits due to improved worker morale 
—a reduction of absenteeism, labor turnover. and accidents: 
increased national security, because Bond sales spread the 
national debt. 



































HOW MANY CAN AFFORD BONDS? 


Deductions for taxes and other purposes which reduce 
take-home pay should not be confused with allotments for 
Bonds, which are taken home as interest-paying savings. Of 
course, the cost of living makes it tough for some people to 
buy Bonds. But nation-wide experience indicates that 40- 
60% of the employees in any company can be persuaded to 
sign up for Payroll Savings—without high-pressure selling. 


7,500,000 workers are regularly buying an individual 
average of $20 of Savings Bonds per month. Show your 
employees that you want them to have the convenience of 
Payroll Savings. You'll find it easy to set up the Plan in your 
company. All the materials and assistance you need are avail- 
able from your State Director. U. S. Treasury Dept.. Savings 
Bonds Division. (See your phone book.) Why not talk it 


over with him now? 


The Treasury Department acknowledges with appreciation the publication of this message by 


BOOT & SHOE RECORDER 





This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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... AND we know you'll pardon us for 
pointing with pride to the fact that in the 
past twenty-five years Colonial has be- 
come the world’s greatest name in Patent 
Leather. We're grateful to all the manu- 
facturers who have helped us to establish 
this record, and are helping us toward an 
even better one by their ever increasing use 
of Velka, Silka Suede, Colbuk, Colonial 
Suede Splits, Sole Splits and Insole Splits as 
well as our world-famous Patent Leather. 


COLONIAL TANNING COMPANY, INC. 
BOSTON 11, MASSACHUSETTS 


COLONIAL FOR THE BEST PATENT LEATHER SHOES 








Not Just "REPEATERS" 








GERBERICH Customers Come Back YEAR AFTER YEAR 





Win a first sale of a pair of Youth's size 12!/2-3, the Gerberich Dealer starts an investment of time 


and care in fitting that continues to pay dividends even after the youngster grows to manhood and 
graduates into his Men's department. Long in sizes, styles and profits, the Gerberich line wins cus- 
tomers for dealers and keeps them coming through Boys |-6 to Big Boys 6!/2-11; no wonder Gerberichs 


continue to be “America's most popular line of boys’ shoes" with consumers and dealers alike. 
y 





YOUTHS 
12'/,-3 
BOYS 


1-6 


BIG BOYS 















GERBERICH- 
PAYNE SHOE CO. 














